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One of a complete 
line of post-war 
brushes -- produced 
by American ingen- 
uity, from abundant 
sources, purely 
American, for the 
craftsman who is 

accustomed to 
the best. 


/ AVAILABILITY 


, The immediate available supply 
j of nylon has been preempted by 
{ the government and it will not be 
| until the reserve surplus of war 

materials has reached a point 
where the production of nylon 
exceeds government needs 
that it can be offered for 


civilian use. 


Wooster $5! BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 
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x THE YALE & TOWNE MANUFACTURING CO., STAMFORD, CONN., U.S.A. 





DEALERS HELP F 


in “‘Food Fights For Freedom’’ 
Campaign 


You Can Build a Successful Promotion Plan 
For Your Store Around National Need For 
Food Production and Food Conservation. 


A drive to sell both farmers and housewives is 
getting the attention of rural and city hardware 
stores this winter. By the correct grouping of related 
products under the caption “Food Fights For 
Freedom’’, dealers can attract new and old cus- 
tomers, keep up sales volume, and build good will in 
their communities. 


Helping the farmers, these days, takes plenty of 
ingenuity as well as a knowledge of where spare parts 
and equipment can be obtained in spite of shortages 
in almost every line. But it’s worth trying? Farmers 
will not forget the helpful attitude of their local 
hardware dealers during these tough times, and are 
going to buy accordingly when the present situation 
will loosen up and dealers once again will be looking 
for customers instead of products. 


Housewives make up another basic market that 
many dealers are being wise enough to cultivate and 
assist in wartime. Some dealers have actually gone 
into the food business. Most of them, however, are 
content to sell whatever butcher appliances, dishes, 
canning equipment, etc., they can get. At the same 
time, tips on food conservation, “most-for-your- 
money” recipes, and cooperation on maintenance 
and repair are not amiss; and you can bet that your 
housewife customer will remember your help and, 
like the farmer, buy accordingly when this war is over. 


What To Tell Your Customers 
About The Food Situation 


If yow’re selling kitchen or farm equipment, your 
customers will probably be interested in the basic 
question: ‘‘Where is all our food going, anyway?” 
Being well-informed on this subject may help you 
sell. Here are a few facts to give them. 


“75% of our total food production stays right here 
at home to feed us civilians. 13% goes to the boys in 
our Armed Forces. Only 10% is going to our allies 
on a Lend-Lease basis, and only 2% to outlying 
U.S. territories like Alaska, and to South Aperican 
countries.” 


“Soldiers and sailors need 514 pounds of food a 
day. As it must reach them at the right place and 
time, there must be a 90 day reserve if the men are 
in this country, and a 9 months’ supply for men 
overseas.”’ 


ERS & HOUSEWIVE 





This idea for a window display may suggest how you can set up an attractive 
window as part of your store’s “Food Fights For Freedom” promotion. The Cook 
Book is not a bad idea — you might even sell a few. What are your ideas? 





What You Can Sell To Farmers 


Helpful, cooperative service is one of 
the best wartime products on the mar- 
ket. You may be able to help in getting 
repair parts, in locating sources of hard- 
to-get equipment, or in providing for 
the exchange of scarce equipment, 
along the lines of the “Trading Post” 
idea which has been successful in cer- 
tain areas. 


Among specific products which now 
are reported to be somewhat easier for 
you to get for rural customers, are the 
following: 


chick feeders & fountains 
home butchering supplies 
woodcutters’ supplies 
dairy equipment, including 


pails 
cooler parts 
filter discs 
milking machine parts 
cream separators 
farm maintenance and repair parts, 
bull tongues 
cultivator shovels 
sweeps & teeth 
plow points, etc. 


harness and harness hardware 
hay carriers, tracks & forks 
horse blankets, brushes & combs 
paint & specialties 

electric fencers 

weather strip & window glass 





“Did you know that Americans could buy 27% 
more meat this year, because of higher incomes? Yet, 
while production is highest in history, it can’t all 
go to civilians. That’s the big reason for rationing 
and conservation.” 


stoves (on rationed basis) 


seeds & supplies 

poultry & stock remedies 
wooden stock tanks 

lift & chain pumps 


| work clothes 








Please note that availability of prod- 
ucts listed here varies in different lo- 
calities and as circumstances change 
from time to time. 


What To Sell To Housewives 


You are probably already familiar 
with a complete list. Here are a few sug- 
gestions you may have missed, subject, 
of course, to changes at different times 
& localities: 


Bathroom accessories, household 
brushes, clothes hampers, glassware, 
gift goods, kitchen aprons, kitchen cab- 
inets, mirrors, nursery goods, paper 
goods, plastic dishes, knives, forks, etc., 
play-yard equipment, stoneware, sum- 
mer furniture, toys, wallpaper & sup- 
plies, wastebaskets, window goods in- 
cluding screen materials, and many 
wooden items, such as, bedside tables, 
towel racks, bread boards, ironing 
boards, telephont brackets, trays, wall 
and window shelves, magazine racks. 






“My Cows Were 
Deing The Milk- 
ing” is the title 
of this attention- 
getting Yale ad- 
vertisement in the 
March 18 SATUR- 
DAY EVENING 
POST, featuring 
the hardware deal- 
ers’ service to the 
farmers of the na- 
tion. 





Hardware Age, published every other Thursday by Chilton Co. ( Inc. ). 
March 3, 1879 (Printed in U. 8. A.) $1.00 per year. 
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Entered as second-class matter March 24, 1983, at the Post Office at Philadelphia under the Act of 


Single coptes, 25¢ each. Vol. 153, No. 6. 





‘Background Photo Courtesy Boeing Aircraft Co. 


Thus “mechanized war” takes most of the Stanley Tools produced 
today — for industrial production, and for maintenance of equipment 
in the field. To help turn them out fast enough, and to conserve scarce 
metals, the finish has been simplified to a serviceable “battle dress” — 
without sacrifice of Stanley working qualities. 

When this “mechanized war” gives way to a “mechanized peace” — 
the world will be more dependent than ever on mechanical conveniences 
and tools to make and maintain them. Producing those tools will be 
Stanley’s next big job. And then again the attractive finish, styling, and 
packaging that always distinguished the Stanley line will be back. New, 
better-than-ever displays and dealer helps will simplify your selling joB. 

When you make your post-war plans for profitable business, put 
STANLEY TOOLS at the head of the list. 


bn STANLEY TOOLS, 111 Elm St., New Britain, Connecticut 


STANLEY 


THE TOOL BOX OF THE WORLD 
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No. 722 Carborundum 
Brand Silicon Carbide 
and Aloxite File and 
Scythe Stone Unit with 
Display, 1514" Wide, 
17" High, 2" Deep. 








for increased sales and better profits... 
USE THIS WINDOW AND COUNTER DISPLAY! 


HE five most popular items in the Carborundum line of 








Scythe Stones plus the famous “57” File—all of these are )_BETTER ORDER 2 ASSORTMENTS TODAY! 
attractively displayed in this striking counter salesman. Each Queathy Cot. No. Length List Bach Teal Liss 
. . . 4 H 6 190 10 in. $ .25 $ 1.50 
sone and file is plainly priced. Clear cut illustrations show uses. ‘ ion - 25%, os per 
You'll want this display for Spring. You'll find it catches the eye 6 192 10 in. 30 1.80 
! 6 188 10 in. -20 1.20 
of every farmer or gardener who enters your store. Order Now! ‘ aided oa or 
Be ready early! Your jobber will arrange early de- 3 57 i4in. 1.00 3.00 


Total—-$11.10 
DEALER’S COST $7.22 NET 
(Prices slightly higher west of Denver) 
Shipping Weight—28 Ibs. 


livery. This durable, easel-back display is included 
with No. 722 Assortment at no extra cost. 





~~ _ ~ 4 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


TRADE MARK 
New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 
(Carborundum and Aloxite are registered trade marks of and indicate manufacture by The Carborundum Company) 
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FRIGIDAIRE’S 


New Enlarged Dealer Program for 1944 


To help dealers build good will with future prospects; maintain 


their Frigidaire identity; and keep essential equipment in operation 


NEW “HOW TO PR 
DO IT” ADS IN AS 
WOMEN’S se 


MAGAZINES 


30 MINUTE 
SOUND MOVIE 
FOR GROUP 


NEW FROZEN 


FOOD PACKAGING 
KIT AND HELPFUL 
INSTRUCTIONS 


“DEPENDABILITY” 
ADS IN NATIONAL 
WEEKLIES 


NEW HELP TO 
SERVICING 
DEALERS 


NEW ADVERTISING is addressed to 
millions of postwar prospects for electric re- 
frigerators, ranges, water heaters, commercial 
refrigeration and air conditioning equipment. 

Continuing last year's successful campaign, 
a new series of ‘down-to-earth’ Frigidaire 
messages in women’s magazines, newspaper 
supplements, key city newspapers, farm and 
small town publications will offer refrigerator 
users timely, practical help with wartime food 
and refrigeration problems 


Additional advertising in a long list of 
national weeklies and business papers 
will stress the dependability of Frigidaire 
products; and register with readers that 
the name “'Frigidaire’’ on a refrigerator, 
range, or on any equipment is a depend- 
able guarantee of user satisfaction 


NEW AID will be offered home econo- 
mists, teachers and group leaders in their 
own publications. These aids include 
specialized information on timely refrig- 
eration subjects; helpful, informative 
booklets; and the popular.sound movie 
“How to Get the Most Out of Your 
Refrigerator.” 


2 NEW FREE BOOKLETS will be 


provided for Frigidaire dealers to help 
them maintain contacts with Frigidaire 


in War Production 


GENERAL MOTORS 


NEW BOOKLETS 


users and to Capitalize on national adver- 
tising ! 

One is a companion booklet to Wartime 
Suggestions, 6% million copies of which were 
distributed in 1943—5%4 million by Frigidaire 
Dealers! It will be larger, more colorful; will 
contain new, more detailed information on 
refrigerator care and use. Another new book- 
let will help users of commercial and air 
conditioning equipment solve ¢heir wartime 
care and maintenance problems. 


NEW WRAPPING MATERIALS wil! help 


the Frigidaire Dealer identify himself with the 
important Home Freezer business. A new, 


FRIGIDAIRE 


Division of 


For Excellence 


DAYTON 1, OHIO + LEASIDE, ONTARIO 
Peacetime builders of 


ELECTRIC REFRIGERATORS » RANGES + WATER HEATERS 


HOME FREEZERS, + ICE CREAM CABINETS 


COMMERCIAL REFRIGERATION + AIR CONDITIONERS 


BEVERAGE, MILK, AND WATER COOLERS 


TO HELP 
USERS 





unique Frozen Food Packaging kit, distributed 
through Dealers, will provide an important 
service to Frigidaire Home Freezer users. It 
includes quantities of approved wrapping 
materials; complete packaging instructions; 
and a helpful Inventory Record Book. These 
materials supplement the recently released 
Home Freezer booklet that gives Frigidaire 
users complete instructions on the prepara- 
tion, wrapping and storage of foods for 
home freezing. 


NEW AID FOR SERVICE DEALERS ,, 


the purpose of a comprehensive Frigidaire 

plan based on greatly expanded factory facil- 
ities for parts manufacture and parts dis- 
tribution; help with vital manpower prob- 
lems. Training materials for beginners 
and veterans are unique, practical. A new 
“preventive service’ program helps make 
fullest use of available manpower. 
BUILDING FOR THE FUTURE, Frigi- 
daire is now developing a backlog of 
sales opportunities for a// Frigidaire 


products that will benefit every Frigidaire 
Dealer when Victory is won. 


Listen to GENERAL MOTORS SYMPHONY 
OF THE AIR, Every Sunday Afternoon, 
NBC Network 
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the extra “@ 
measure =e “ 


of GAROD Fidelily 


Fidelity, as applied to radios, can be interpreted in two ways. There Gay, 
is fidelity of tone, and fidelity of operation. But these qualities cannot 
be easily defined on paper. They must be experienced—not for a 
second or a month, but for years. Garod radios are consistently superior. 


Rich, lifelike is the Garod tone. Uninterrupted is Garod operation. \ 
They are the results of unique standards of planning, engineering, 
manufacturing. So precise are these standards that the military services 


have chosen us for the production of varied ultra-intricate equipment. bk 
~\*.: % 
When Garod radios are available again, the extra measure of Garod AW ee 
v wt \ ea 
fidelity will be apparent to an even greater degree than in their Me NS \' 3 
predecessors. Inquiries regarding postwar franchises are invited. Xs Ss) 


Bay an extra measure of security... invest in war bonds 


SGAROD_ RAZ/Z 


TOR THE E “MEASURE 


a. 
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GAROD RADIO CORPORATION, 70 Washington Street, Brooklyn 1, N.Y. 
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KNOW YOURE BUSY 
DOC, BUT 4 JUST GOTTA 
GE7 TH/S STORM 
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MY FAUCETS 
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GOOD HARDWARE DEALERS SELL MORE GLASS IN MARCH 


Here's a tip that'll make you dough 

For the things you sell which make seeds grow; 
Suggest to your customers that they will need 
Glass-topped Cold Frames to sprout spring seed 


Because the Hardware Dealer must have on hand items 
that his customers want when they want them, he has led 
most businessmen in ingenuity and enterprise . . . has be- 
come one of the country’s best salesmen. 

This year, Hardware Dealers are trying desperately to 
fill their shelves with salable items—while keeping their 
maintenance departments going at top speed. With the. 
supply of many items exhausted, we venture this sug- 
gestion for additional profit: 

Why not sell more glass? 


Glass has many more uses in the home than just to 
replace broken windows. Take the Victory Gardener for 
example. Many of these patriotic citizens will want to start 
their seedlings while it’s still cold weather. What better 
way is there than in a cold frame? And what better place 
to get the glass for this means of starting seeds than from 
their Hardware Dealer? 

The enterprising dealer will mention the rugged quali- 
ties of greater clarity, flatness and strength which make 
Libbey -Owens-Ford Quality Sheet Glass ideal for win- 
dows, also apply to cold frames. If you need more stock 
for cold frame sash, call your regular L-O-F Glass 
Distributor. Libbey-Owens-Ford Glass Company, 3634 
Nicholas Building, Toledo 3, Ohio. 
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LIBBEY°-OWENS*FORD 


A GREAT NAME IN Stas 
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Post-war 
Cyclone Quality to 
reach a new hig 
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IN SPITE OF war shortages, 
there’s always a chance your jobber 
may have some of the U-S-S Cy- 
clone “Red Tag” Hardware Cloth 
and Screen Cloth you need. But 
there isn’t nearly enough of these 
products available to fill a// home 
front demands. 


Here’s the way the supply of 
Hardware Cloth and Screen Cloth is 
handled: War needs are filled first-— 
and they are heavy. These products 
are vital for protecting the health 
and adding to the comfort of our 


* STEEL NEEDS MORE SCRAP NOW 


CYCLO 


Waukegan, Illinois - 


oe Ws Be 









fighting men. Then—any amounts 
left after war orders have been filled 
are permitted to be used for essen- 
tial civjlian purposes. 

Sometimes your jobber has a 
little. Sometimes he has none. But 
when and if he does get a shipment, 
he’ll do his best to distribute it 
fairly. So it’s a mighty good idea 
to get in touch with him often about 
your requirements . . . especially 
now with the spring buying season 
just ahead. Keep informed as to 
available supplies. 


SEND IT IN *® 


NE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Branches in principal cities 
United States Steel Export Company, New York 


STEEL 





M1. | 


TRADE MARK Reg. U.S. Pat. Off. 


MUEIRACLE WALL FI aa 


The Miracle 











TUNE IN!...1IE-IN YOUR STORE WITH THE(} 
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DUNNINGER, the miracle master mind, is on the 
air for Kem-Tone—the miracle wall finish! Over 
the Blue Network’s 162 stations the 1944 Kem-Tone 
sales story is being broadcast to millions.* Tune-in! 
You'll say it’s miraculous the way Dunninger holds 
you spellbound! Tie-in store promotion and adver- 
tising! You'll say it’s marvelous the way this miracle 
show makes big new Kem-Tone sales! 


*Also on Kem-Tone’s gigantic Spring Advertising 
Schedule: Color advertising in national magazines; 
newspaper advertising in all major markets ! 








\\OUMGES 
aio SHOW 
the Age! 





EVERY WEDNESDAY NIGHT 


4 to g30 


OVER THE BLUE NETWORK 
OF 162 STATIONS! 


HEIGREATEST SELLING CAMPAIGN IN PAINT! 








DEMAND GROWS 


FOR 3 TOP 
INSECTICIDE LEADERS — 
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America’s original, best-known and leading ant 
trap, still available with genuine THALLIUM 
SULPHATE, world’s finest medium of ant control. 
Guaranteed to destroy both sweet and grease- 
eating ants. Don't risk your customers’ good-will 
by selling inferior substitutes. 


INSECT 
2. TAT REPELLENT LOTION 


Prevents insect bites. Repels mosquitoes, 
gnats, chiggers and flies. Last year’s BEST 
SELLER to millions of soldiers, Victory garden- 
ers, campers and fishermen. An even more 
spectacular seller this year. Shaker - type 
bottle can’t spill. Packed in in- 

dividual self-display, one doz.to 

carton. 


3. TAT 


Offers swift, safe and sanitary control of roaches. 
Same size as TAT Ant Traps, but contains foods 
especially attractive to roaches. One dozen to 
display carton. 


=, FAIR TRADE 25 
RETAIL 





Dealer cost $2.00 doz. 
in compact, attractive 
display carton. 


RETAIL ........ 35¢ 


Dealer cost $2.52 doz. 


ROACH 
TRAPS 


an ere eins ne nnn Oe oan 





Deoler cost $2.00 dex. 


JUMBO SIZE.......... 35¢ 


Dealer cost $2.80 der. 


THREE OTHER TIMELY ITEMS, priced for profits, are still available for prompt ship- 


ment—first come, first served! 





CANVEX—A pigmented compound for waterproofing 
and protecting canvas. Preserves and beautifies awn- 
ings, convertible car tops, beach umbrellas, sails, 
canopies, etc. Available in clear and 7 sunfast colors. 
From pints to gallons. 


STRIPSOFF—For removing wallpaper. Really gets 
water in back of the paper instead of on the floor. 





SOILICIDE LABORATORIES jew vensey 


Saves hours of hard work. Attractive SELF-DEMON- 
STRATOR sent FREE to all Dealers stocking STRIPSOFF. 
From 2 ounces to gallons. 


TAT MOLE BAIT—Whole raw peanuts especially 
treated with Thallium Sulphate—the best known 
method for eliminating destructive moles. From 15¢ 
packages up. 
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GLASBAKE — 


this pan that came to dinner .. . stayed 


Attractive things are easy to sell. And 
when something is practical as well - 
good-looking, it sells with little effort. 
That’s why Glasbake and Range-tec 
are so popular with buyers. 

Many stores first thought of Glasbake 
and Range-tec as wartime substitutes. 


Now they know from repeat sales that 


OVEN WARE wotm 


THE MOST COMPLETE LINE OF GLASS COOKING 


RANGETEL 


TOP-OF-STOVE WARE tee. 1. 


this sparkling, easy-to-clean, glass cook- 
ing ware is here to stay. 

A good share of our output is for 
Uncle Sam; but we are working day and 
night to supply your needs toc. We 
can't guarantee shipments, but we are 
doing our best. The McKee Glass Com- 


pany, Jeannette, Pa. Established 1853. 
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LINEMEN are KLEINMEN 
IN THE SERVICE AND OUT 


Today Klein Pliers are winning new 
friends among men whose tough jobs 
make quality pliers a necessity. When 
they return to peace-time occupations, 
many thousands of men who are in the 
armed forces, or who are engaged in the 
manufacture of war material, will have 
the same high regard for Klein tools 
that good workmen everywhere have 


had for almost a century. 


Meeting the demands of the Army, the 
Navy and essential industry is keeping 
the Klein plant busy, producing the tools 
so necessary to victory. No conversion or 
change will be needed to transform this 
production to peace-time needs as soon 
as the war is won. For Mathias Klein & 
Sons are today producing the tools they 
have always made—only more of them. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 
International Standard Electric Corp., New York 


Owners of good tools realize the importance 
of ettsing the maximum service from the 

s they use. To help them secure this 
pee we have prepared an illustrated 
booklet on the proper care and use of tools. 
If you have a customer who would like one, 
we will be glad to send it. 


mate KLEIN 
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THE WINNER HAS CHANGED 


HIS APPEARANCE, TOO 


Quality Comes FIRST 











is FIRST in Quality 


R.H. MORSE, JR. 


General Sales Manager 
FAIRBANKS, MORSE & CO. 
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‘The Markets of 1939 Are Not 


Our Postwar Objectives; 


_s~ says Mr. Morse 
a a 


“M 
ANY Fairbanks-Morse dealers will re- 


call 1939 as a successful year for them. 
**It was for us, too—but— 


*““We do not expect to go back to 1939. 
because— 


**It wasn’t good enough! 


**That is the sincere belief of this com- 
pany —for its dealers and for itself. 


**It is a belief based upon our faith in this 
country’s ability and ingenuity to formu- 
late a postwar economy that will keep the 
lights of civil liberty, freedom and oppor- 
tunity burning brighter than ever before. 


‘**And that means more people working — 
more small business doing business— more 
farmers finding better markets — more buy- 
ing power for the quality products you will 
sell— profitably. 
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Buy War Bonds 


FAIRBANKS -MORSE 


Home Water Systems « ‘‘Z’’ Engines * Hammer Mills *« Windmills * and other Farm Equipment 


**Today the product and marketing re- 
search of Fairbanks-Morse is being carried 


‘on more zealously than ever. 


**We are determined that you shall be 
supplied adequately with whatever it will 
take for you to obtain your rightful share 
of postwar business. 


“And until then—oiur advertising will 
continue—our service will continue—our 
research will continue—and our protective 
dealer policy will continue. 


** Those and other Fairbanks-Morse func- 
tions will continue—so that you will con- 
tinue to enjoy the benefits and satisfaction 
of doing business with a company that 
puts its dealers’ interests 
first—now and during 
the postwar period to 


$9 


come. 
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THE MOST AGGRESSIVELY 
ADVERTISED HOUSEHOLD 
RUBBER PRODUCTS IN © 










AMERICA... = 


Kirkhill advertising has been scheduled in . 
these national magazines. Already 9 full 





pages have been run in Time Magazine, 5 
pages in Newsweek. No other manufacturer 








RUBBER FAUCET WASHER 






CARDED RUBBER 
FAUCET WASHERS 


15 assorted sizes from %4”; 
small to 2", 3 screws — assorted jj 
sizes. Held together by thin/ 
skin rubber securely stapled to jj 
card to absolutely prevent loss 
before sale. 


RUBBER TOILET SEAT BUMPERS 


2 long bumpers for seat-2 round bumpers for lid in 
each . 24 bags to a box. The first made since 
rubber limitation. 






W92A 


of household rubber products gives this sup- ASSORTMENT : 
port to its jobbers and dealers. 11,031,614 sorved ise aad 2 bibb screws, amoreed sioee, (NUE 


36 packages to “theft proof” carton. 


families will see these advertisements mak- 


ing Kirkhill a household “buy” ii htt RUBBER HOSE 
, ye WASHERS 
word. Make this advertising ine In aerative dispens 
‘ ing display carton. 
help you! Ss teat 





freaks. 
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ORDER FROM YOUR JOBBER TODAY © ORDER BY PART NUMBER 


bi A, mn", : 
 . 


INC. 6828 McKINLEY AVE., LOS ANGELES 1, CALIF BRANCHES: PHILADELPHIA * CHICAGO ®* DALLAS 


range of sizes-—no 
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file cutting efficiently. If too much .is em- 
ployed, the teeth either are likely to clog 
and then slide or glaze over the work, 
or they may even shell off. Have him 
keep in mind that a new file bites into 


Me nee 


cae 


first be used lightly. 


HOW TO WIN CUSTOMERS’ GOOD WILL 


Like many other hand tools, files today are hard to 
get. Made of critically scarce steel, they under no 
circumstances should be wasted as is often the 
case in still too many plants where hundreds of 





is lid i files become useless long before their time be- 
<4 slacd cause of abuse and misuse. 


By helping your customer take good care 
of the NUCUT Files he now has, you will 
enable him to get more, better, longer 
file service. You will also win his grate- 
ful appreciation and good will. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers 
Good Tools Since 1836 
Newark, N. J. » Newcomerstown, Ohio 





| MORE CuTs WITH NuCUTS 
| Because of is) patented “Wavy Ta 
ne? Ae He: , 





DALLAS i 


E AGE MARCH 16, 1944 


a 


WRONG: Don't exert too much pres- 
sure when filing. It is likely to cause 
excessive tooth clogging, heavy 
wear, and may even cause the teeth 


‘\ 


7 





to strip and the file to breok. 





RIGHT: Whert the correct pressure 
is applied with long steady, uniform 
strokes, the file cuts efficiently ot 


all times. 


HELLER 


ee eg Ae WAVY TEETH FIL 
x — SaaS 


Pat NO ¢ 


ES 






































Whenever your customer asks you for suggestions By means of a simple demonstration, you can easily 
on how he may improve his filing, be sure to show him how the file should be carried forward on 
advise him to use the correct pressure. Just an almost straight line, with the pressure applied 
enough pressure should be applied to keep the first with the left hand at the beginning of the 


stroke, then with both hands equally in the middle 
of the stroke, and finally with the right hand alone 
at the end of the stroke. File teeth cut only on the 
forward stroke. For this reason, the return stroke 
the work more readily than an old should be made with the file lifted clear of the 

one and for this reason should at work except when working on soft metals. 
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Parts and Supplies 
Catalog - FREE 
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Trailer Range Generaters 





NOTICE 


-_ ‘ For detailed inform 
Dealers all say it is a real time catalog see Page 1 ie 
saver and sales help. Illustrates, de- 
e c es es, C The Coleman tamp and Stove Com 


ween Oteme cad Pectery: Wichita fensen CEA 
motion Re petig Te ate, Cmmame 
fetes ¢ 
cme ae Le Recwetne 
Romobule. TH. Le Pngtand 


moet Cite: Yom, Oneee 


scribes and numbers all Coleman 
Appliance Parts. Send for your copy 
of this valuable catalog that makes 
it easier to order the “Keep ’Em 
Working” Parts. 

Also ask for the Coleman “Service Set” which in- 
cludes: (1) 3-color generator display card—(2) 3-color ee ‘ 
mantle display card—(3) Service Man’s Handbook, Visible Parts Cabinet 
outlining the step by step procedure in servicing siti 
Coleman Appliances-—(4) supply of “Keep ’Em 
Working” booklets to give to your customers. 

Write your nearest Coleman House for this essential 
It’s all free, and comes prepaid parcel post. 











Here’s the most 
convenient way to 
keep a completz 
stock of Coleman 
Parts handy, clean, 
easily identified. 
Parts are on display 
—customers see and 
buy. Attractive 
wood cabinet and 
36 bottles—$3.95 
Prepaid. Order di- 
rect or from your 


jobber. 


material. 


*% REMEMBER—29 million farm paper ads and 13 million 


national magazine ads are building sales for you now 


and in the post-war future. 


Coleman 








| APPLIANCES | 


(1-604) 
THE COLEMAN LAMP AND STOVE CO.— WICHITA + CHICAGO +» PHILADELPHIA + LOS ANGELES 
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You probably know from your 
own experience that aluminum 
paint, properly formulated, is the 
thing to recommend to withstand 
excessive heat, moisture or in- 
dustrial fumes. It lasts and looks 
better longer. 

WPB regulations now permit 
you to sell aluminum paint for 
jobs with an AA-5 rating or bet- 
ter when these conditions prevail. 
Practically all business establish- 
ments have the necessary rating. 

That means you have many 

prospects for aluminum 


[ALCOA| paint. Heat or moisture 
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or corrosive fumes are problems 
in many industrial plants and in 
laundries, dairies, bakeries, clean- 
ers and dyers, restaurant and 
hotel kitchens, boiler rooms, 
bottling plants, greenhouses, cold 
storage warehouses and other 


businesses in your community. - 
There are also a number of 


other opportunities to. sell alumi- 
num paint under the latest WPB 
regulations. For a copy of the 
official order giving all of them, 


write ALUMINUM COMPANY OF 
America, 1984 Gulf Building, 


Pittsburgh, Pennsylvania. 


——— es ae eee oe Se Bee eas 





you can sell me again 


ADVANTAGES OF 
ALUMINUM PAINT 


High durability 

High reflectivity 

High hiding power 
Resistance to moisture 
Resistance to fumes 
Resistance to heat 
Attractive appearance 


As soon as if is permis- 
sible, Aluminum House 
Paint will return, so you 
can sell your trade a bet- 


ter first coater for wood. 


| 
| 
| 
| 
! 
| 
I 
| 
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Gives floors same lasting beauty | 
so famous for automobiles 


Here’s a product every woman wants and 
buys. All know the trade mark “Simoniz”. 
To them it means “lasting beauty”. Self 
Polishing Simoniz is all the name implies. 
It's a longer wearing self polishing beauty 
treatment for floors. The profit opportunity 
of a lifetime. Take advantage of it. Order 
a stock of Self Polishing Simoniz right away! 


THE SIMONIZ COMPANY e¢ CHICAGO (16), ILL. 


In greater demand 
than ever before 


You'll also need a good store of Simo- 
niz and the Kleeners. More motorists 
are Simonizing and millions of house- 
wives, too, are using Simoniz and 


Simoniz Kleener in their homes. Better — 


order today! 
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PUBLISHED BY GENERAL ELECTRIC LAMP DEPARTMENT, NELA PARK, CLEVELAND, OHIO 





BUILDING POST-WAR TURNOVER 
FOR G-E LAMPS! 


Now G-E Four-Color Ad deaner in April 15th Saturday Evening Post 








The constant aim of General Elec- 
tric Lamp Research—to make 
lamps stay brighter longer—is the 
theme of a new four-color G-E 
Lamp Department ad scheduled 
to appear in the April 15th issue 
of the Saturday Evening Post. 
This, like other G-E ads, is re- 
minding consumers of the value 
built into bulbs that wear the G-E 
monogram and is maintaining 
public recognition of a product 
that will be one of your most prof- 
itable post-war lines. 


LOOK FOR ADDITIONAL G-E LAMP ADS IN: 


Life —March 20 Post —April 1 
Look —March 21 Liberty —April 15 
Time—March 27 True Story— April 





G-E Plans to Add New 
Lamps to Post-War Line 


General Electric is constantly at work on 
the development of new and improved 
light sources, providing its dealers with 
additional types of lamps and profit op- 
portunities. 

For example, several new fluorescent 
lamps are planned for G-E’s post-war 
line, including three circular “‘doughnut”’ 
shaped fluorescent lamps and four long 
slim fluorescent lamps. 

The three circular lamps will be about 
814, 1214, and 16 inches in outside di- 
ameter and the long lamps about 514 to 
8 feet long. No manufacturing facilities 
are now available and no samples can be 
furnished, but G-E lamp dealers will be 
kept fully informed of progress. 


G-E ALL GIRL ORCHESTRA SCORES HIT IN 
CLEVELAND BOND APPEARANCE 


Big feature of Cleveland’s War Bond 
drive last month was personal appearance 
of G-E Hour of Charm before an audience 
that packed the Cleveland Arena. Ad- 
mission was by war bond purchase. The 
tremendous Cleveland turnout was no 
new experience for the All Girl Orchestra, 
which has consistently played to packed 
houses in all public appearances. 


LET'S ALL BACK 
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DO YOU KNOW HOW MANY LAMPS. 
Are needed to equip an erased 
division? About 60,000. 
Are needed on a submarine? 
| About 800. 








Paper Packs a 
War Punch! 


Make Your G-E Mazda Lamp 
Containers S-t-r-e-t-c-h 


Paper has been put to work in hundreds 
of new military applications. A fiber con- 
tainer for a 75-mm. shell takes 1.8 pounds 
of paper board. It takes 25 tons of blue- 
print paper to build a battleship. Huge 
amounts of paper board are used by the 
Red Cross for blood plasma containers, 


Yet estimates are that 1944 production 
of paper-pulp will run considerably under 
1943. Only a strenuous effort to reduce 
the use of paper and an increase in the 
labor force in the woods can mitigate the 
effects of the anticipated shortage. 


One thing you can do is to use and reuse 
your G-E Mazda lamp containers. They’re 
handy for the deliveries you make. Use 
them as many times as possible. Or sell 
them to somebody else who can use them 
or salvage them. Remember—PAPER 
PACKS A WAR PUNCH! 





Hear the G-E radio programs: “The G-E AU-Girl 
Orchestra,”” Sun., 10 p.m., EWT, NBC; “The World 
Today”’ news every weekday, 6:45 p.m., EWT', CBS. 





DEALERS WANT QUALITY ITEMS THAT 
PEOPLE KNOW ABOUT 


Survey Shows G-E Mazda 
Lamp Promotion Ranks 
High in Dealers’ Plans 


“Ta rather handle G-E than any other 
brand.”’ 


‘“‘We like to sell quality items that are 
backed up by national advertising. Peo- 
ple usually want G-E bulbs.”’ 


‘We'll go heavy on G-E lamps as soon as 
they’re available in quantity again. They 
have consistent quality and people are 
sold on them. People come in and ask for 
a certain size of G-E lamp. If you haven’t 
got it, they look elsewhere.” 


‘People ask for G-E lamps by name.”’ 
‘‘The more people read about G-E lamps 





the better our turnover will be when we 
can get the lamps in quantity again.” 


Statements like these were typical of 
comments of General Electric lamp dealers 
who recently were asked what they 
thought about G-E lamp advertising. 
The survey was made by an independent 
agency for a leading magazine. 


To build better lamps is a constant aim of 
General Electric lamp research. To build 
and increase your post-war turnover of 
G-E Mazda lamps is a constant aim of 
G-E lamp advertising. It’s a combination 
that spells profit for every G-E Mazda 
lamp dealer. 


By war’s end there will be about 150,- 
000,000 empty sockets that will need 
filling. Why not plan now to fill those 
sockets with G-E Mazda lathps—the 
lamps most people prefer? 


THE ATTACK—BUY ANOTHER WAR BOND THIS MONTH! 
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MACKLIN 


GRINDING WHEELS 









This FREE 64-page 
book still available, 
write for your copies. 








ol Nias 


.@) 
< ~ 
\ 


\ 
\ 


“Macklin high quality abrasive 
products for every grinding and 
sharpening purpose. ”’ 







Ask for the services of a Macklin Field Engineer 











MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U.S.A. 


Distributors in all principal cities 


New York Detrort Pitt burgh 
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Five reasons 


(but profitable) 


for pushing DUST-STOP* 
AIR FILTERS 





| , ; id 


2. What's more, Dust-Stops are a repeat item. This is because fil- 
ters get clogged up in time and must be replaced at least once a year 
to keep furnaces operating at top efficiency . . . save precious fuel. 


(p29 


Dust sToP 


1. When you handle Dust-Stops you are serving a ready-made 
market. Every owner of a forced-warm-air furnace is a live prospect. 
These filters remove dust and lint from the air . . . keep air clean 
and healthful . . . protect house furnishings, too. 








3. You'll find that Dust-Stops are nationally advertised. All during 
the heating season the readers of The Saturday Evening Post, Life, 
Better Homes and Gardens, House Beautiful, and American Home are 


being told about the importance of changing Dust-Stop Air Filters. 








4, With Dust-Stops, you get plenty of effective 
sales helps. You get free post cards, folders, dis- 
play material, ad mats . . . all the material you 
need to help you tie in with the national ad- 
vertising. 


For complete information about Dust-Stops’ profit opportunities, write to Owens- 
Corning Fiberglas Corporation, Toledo 1, Ohio. In Canada, Fiberglas Canada, Lid., 


Sua 


Oshawa, Ontario. 


FIBERGLAS’ [QGJ 


eT. M. Reg. U. S. Pat. Of. 
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5. Dust-Stops have proved to be a profitable selling item in the 
house-wares sections of scores of hardware and department stores. 
These filters are quickly available from warehouse stocks in your 


vicinity. 

















[D* AIR FILTERS 
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minimum sales effort. 


@ Users like the Soft Center feature—an exclusive 
GRIFFIN development backed by 64 years’ experience in blade 
making. Their hard back gives them the required rigidity. 
Their soft, but tough center insures flexibility and mini- 
mizes breakage. Their very hard teeth give the best 
cutting and wearing qualities. No stretch—no sag—no 
bind. Sell them with confidence from their beautifully 


@® You can cash in on the increasing popularity of 
GRIFFIN Soft Center General Purpose Hack Saw Blades NOW. 
The attractive self-selling display box increases turnover with 








colored sales making display box set up in a jiffy 
and occupying only 9 x 13 inches counter space. 
The GRIFFIN line of Hack Saw Blades are also 
made in Griffin Molybdenum High Speed Steel 
and Griffin Tungsten High Speed Steel. 







GRIFFIN SOFT CENTER 
HACK SAW BLADES 
HAVE THESE SPECIAL 
FEATURES: 


HARD BACK 
to give the stiffness 
of all-hard blades. 


SoPT, TOUGH CONTENTS OF GRIFFIN DISPLAY BOX 
to give flexibility and 


tines teas tea 2 doz. 10” x %” x .025” x 18T 2 doz. 12” x 2” x .025” x 18T 
ni 2 doz. 10” x 2” x .025” x 24T 2 doz. 12” x Ye” x .025” x 24T 


p= lag 2 doz. 10” x ¥%” x 025” x 32T 2 doz. 12” x %” x 025” x 32T 
E 


to give the best of 
wearing and cutting 


qualities. @These are the best selling sizes and are available now. Each 


compartment shows the size and the number of teeth to the inch, From 
this carefully. selected assortment your customers can choose the 
GRIFFIN blades best suited for their work from the data printed 


on the box. 


@These superior blades return a good profit and bring steady 
repeats. Insist on GRIFFIN from your distributor. Made by G. W. 
Griffin Co., Franklin, N. H. Established 1870. 


General Sales Agents 


GRAHAM & CQ., Inc. 
New York 8, N. Y. 


JOHN H. 


105 Duane St. Est. 1870 
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ANOTHER WINNER! 





Walt Disneys DONALD DUCK 


PAINT—-BLACKBOARD-CRAYON SET 


GREATEST PAINT 









SET VALUE 
ON THE MARKET pe a oe 
TODAY! | 







JUST ONE 
OF THE NEW HITS 
IN THE BILD-A-SET LINE. 
SEE THEM AT THE TOY FAIR 
ROOM 460 


D. A. PACHTER CO. 


BILD-A-SET DIVISION 
MERCHANDISE MART CHICAGO 54, ILLINOIS 





28 HARDWARE AGE 


- 


BeOS aS 


SMES in 


- = ef az EE re ee MR a 





AGE 





peas 
gabbats, 


widely 


No. & BS : 


nore. ban 
ts 


ADVER 
 * TISEM 
NO.2 INA NEW Bes. 


OUTD AR IN SEV 
01 SEVE 
MARC yo eee 


J the % a 

eres ceo Sat 
es te | page y 
ap 


ah Winer 
<qet > ans (3) por fot 
‘ estes besees ei ey 
¢ tener’ & itor 
t ullets MR 
S we yg & 


co as Vis 
© oes 
i 


art gone, 4 » beat 
ie 
% 


¥ 
[ARCH 16, 194 
, 1944 


akan ont jn a 
janet ot ae 


aw * yer 


yar ame 
harks 


ail wor" 


ea: 

onomice ‘shins 

eat® Bh] come ~ 
$ 


yoo at 


to enjoy et 
wipt wy 
UY WAR BOND 


mis: —.. 


chicas? ' 








29 











LIQUID FUEL FIRED ROLLING KITCHENS 
with ‘‘DL’’ FLOAT VALVE 





In World War I, the smoke of coal or wood fired rolling All over the world, wherever our fighting men are 
kitchens made a fine target for artillery and bombers. stationed, will be found cooking ranges, furnaces, tent 
Nothing could be done to conceal it, and as a result, heaters and water heaters equipped with “DL” Float 
bombardment and bombing at mealtime were a Valves. 

psig are F Because they are very reliable and easy to clean and 
Our doughboys now eat meals prepared in field service, “DL” Float Valves are in demand by manu- 
ranges fired by gasoline or oil. No telltale smoke facturers of war equipment. 


reveals the location of mealtime concentrations of 

men. Kitchens can be operated after nightfall if When oil burning stoves and furnaces again appear on 
needed, because they do not glow. “DL” Float Valves —_—s the market, make sure the line you select is equipped 
control many of these field range burners. with “DL” products. 


An Exclusive “DL” Float Valve Feature.... 
AUTOMATIC TEMPERATURE COMPENSATION 


Fuel oil viscosity increases as its temperature drops. An ordinary needle or float valve either 
does not feed enough when oil is cool or cold, or feeds too much when it is warm. @ The “DL” 
Float Valve has a simple temperature compensation which opens the valve more when the 
oil is cold—reduces the orifice when the oil is warm. @ This is an exclusive “DL” feature. 








Detroit |_UBRICATOR ComPANY General Offices: DETROIT 8, MICHIGAN 


Division of American Rapiator & Standard Sanitary corporation 
Canadian Representatives—RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG 











“DL” Heating and Refrigeration Controls * Engine Safety Controls * Safety Float Valves and Oil Burner 
Accessories * Radiator Valves and Balancing Fittings * Arco-Detroit Air and Vent Valves * “Detroit” Expansion 
Valves and Refrigeration Accessories * Air Filters * Stationary and Locomotive Lubricators 
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( NCE the word gets out that you 

have some American Fence for 
sale, eager buyers will come flocking 
to your store. They all seem to want 
this sturdy, lasting product. 

We are now permitted to manu- 
facture more of this famous fence. 
But the quantities are still too small 
to keep pace with the overwhelming 
demand. That’s why you'll want to 
continue the remarkable job you’ve 
been doing in distributing carefully 
and fairly the available supply of 
fence. We are doing all we can to help. 

In our farm paper advertising we 











You can’t beat American Fence 














for farmer demand! 


are telling your customers that some 
fence is available, though not enough 
for everyone to get all the American 
fence he wants. We are suggesting 
they get their fence orders in early. 
That way they will get their fence 
as soon as it is available. 

We suggest they ask for only as 
much fence as they absolutely need, 


for the present. And we offer the free 
booklet, “How to Make Fences Last 
Longer.” This booklet, displayed in 
your store, will help keep customers 
happ¥ when you must ask them to 
wait for new fence. Let us know how 
many copies you can use. Ask our 
representative who calls on you or 
write our nearest branch office. 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Export Company, New York® 


Buy and hold as many War Bonds as you can afford 





AMERICAN FENCE 
Vheved mote tn wae Than ang Mher brand 


UNITED STATES STEEL 
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WE GOT QUICK-UPS 


MR. BUYER—PLEASE DO THIS 


1. Install one set of QUIK-UPS (Nail in top hole—screw in bottom). While 
you're up on the ladder say to yourself: “Only one screw to put in—and 
| don't take extra trips up and down the ladder to fit a part on the 


screen. There isn't any. 


2. When you slide the screen in—safely—from 
inside the house, say to yourself: "I didn't have 
to climb a ladder holding on to a screen—taking 
a chance of breaking my neck—and gosh, the 
storm window goes in the same way, without buy- 
ing another set of hangers.’ 


3. Set of two mounted on an attractive Display 


Card. 
Order QUIK-UPS from your wholesaler NOW 


and be assured of ample stock. 

















WHITE PRODUCTS CORPORATION 











MIDDLEVILLE, MICHIGAN 
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When it comes to basketball, the experts 
pick the cage team that has sunk the most baskets. And 
you’d be wise to do the same in picking the fuel oil heater 
to win with when we’ve won the war. If you look at the 
standings, you'll find that Duo-Therm has always come 
out on the long end of the score. 


ye 




















In advertising and sales promotion 
alone, Duo-Therm rolled up a lop-sided lead before the war 
called “‘time’’. Not a mere ‘‘dribble”’ of dealer assistance— 
but the largest national advertising and the most complete 
dealer merchandising program in the industry! Yet this was 
only one of nine ways in which Duo-Therm outplayed 
all comers. 





9-way 
winner 





One look at the record will convince 
you that Duo-Therm—before its men and machines 
turned to war work—was leading the league in: 


1. Product Performance 

2. Sales Volume 

3. Dealer Profits 

4. Product Improvement 

5. Quality 

6. Advertising and Sales Promotion 

7. Sales and Service Education 

8. Permanency of Personnel and Policies 
9. Financial Stability 


aa ei 2 Ra. 


So there’s no doubt that Duo-Therm is the fuel oil 
heater to win with when production starts again. 


Pe rae: 
2 





Duo-Therm 






WRITE DUO-THERM 
AND MAKE A DATE 
TO TALK OVER 
POST WAR PLANS / 








America's Leading Manufacturer 
of Fuel Oil Heating Appliances 


DIVISION OF MOTOR WHEEL CORPORATION (GjOBR LANSING, MICHIGAN 
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h Popular “Bullet Model, f 
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_ elimination of many moving parts in this lender of our“. 


FLINT. & WALLING | 


EN, INDIA] | 
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BPS FLATLUX 


The Amazing New Wall Paint—Made from Oil—is a 


BIG SELLER! 





Here’s the way to “hit a record high” in profits in your paint 





department. Feature BPS Flatlux, the amazing oil-base, one- 
coat wall paint—a big seller everywhere—the spectacular paint 


that is different—sensational—inexpensive! 


a. 


To protect your profits, we give you the exclusive BPS 


franchise in your neighborhood. For complete details on how 


you can secure this valuable franchise, the only one allotted 






near you, write The Patterson-Sargent Co., today! 
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NOW you can get Genuine 
NATURAL 


SPONGE 


mi 


BACKED BY NATIONAL 
ADVERTISING 
s 
PACKED AND PRICED 
TO SELL ON SIGHT= 
TO PAY A NICE PROFIT 


UMMM MUL LLL hb pti t i, 


A display like this on your 
counter will jump your 
sponge sales, increase 
your sponge profits. 


“Ny 


Uy 


=. 2 


“HANDY CHENILLE” is the kind of sponge people 
like to buy and merchants like to sell. For it isn't an 
“ersatz’’ material... but genuine natural sponge 
pieces padded into a convenient shape in a cover of 
soft, half-inch tufted chenille. Because it is a natural 
sponge, “HANDY CHENILLE” holds plenty of water 
.+. Will not drip ...is soft and pliable when wet. 
The cover preserves the shape of the sponge, adds 
extra cleaning friction. And the prices are ‘way 
below those for uncovered natural sponges in com- 
parable sizes ... as low as 35c retail for the 4x5 ' 
inch size. Other sizes at 50c, 75c, $1.00 and $1.50. 

Millions of people soon will be reading about 
this big sponge bargain in national magazines and 
newspapers like Better Homes & Gardens, Our Sun- 
day Visitor, the 24 Register papers, Walther League 
Messenger, Christian Herald. An attractive ‘‘HANDY 
CHENILLE” display carton on your counter near the 
cash register will help you cash in on this advertis- 
ing—without any further sales effort on your part. 
If you haven't plenty in stock, order from your Job- 
ber NOW. If your Jobber cannot supply you, please 


address nearest division, giving his name. 
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SCHROEDER & TREMAYNE, INC. 


St. Lovis, Mo. New York, N. Y. Montreal, Can. 
1711 Delmar Blvd. 291 Church St. 455 St. Sulpice St. 


Va 


w& 
a 





| Because of critical shortages of materials and manpower . . . 
| increased demand that would have taxed even normal production facilities 


WITH THE DEMAND 
SO MUCH GREATER 
THAN THE SUPPLY 


SALT'N PEPPER SHAKERS 


FEDERAL 
Fractcal 
HOUSEWARES 


plus a vastly 


. our service on these popular Federal items that protect and conserve 
food is necessarily limited both as to available merchandise and to deliveries. 
However, we will continue to do our best to meet your requirements as 


| fully as possible. We appreciate your understanding, your cooperation, and 
| your continuing goodwill, and regret that we still must refuse orders from 
|} mew accounts. 


SEE YOUR JOBBER... 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO 12, ILLINOIS 
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Tomorrows Remover - TODAY! 





po GRAN 


STRYPEEZE 
ye : ' OVER 


WET 





PUT 
EE» mont ‘ear 





Stocked NOW by Leading Jobbers Everywhere. 
THE SAVOGRAN COMPANY 


2627 Army Street India Wharf 561 West Monroe Street 
SAN FRANCISCO 19 BOSTON 10, MASS. CHICAGO 6 


> 
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“Sop, wUSHIOMY, SUPER- Taya 
‘ ES \RONING EASy | 


IRONING BOARD PADS 
and COVERS 





HERE'S WHY YOU CAN'T GET TEX-KNIT 
IN THE QUANTITIES YOU NEED 


Our waffle-knitted padding ee gone 37 
to war. + - 10 military hospitals for x ty, 


Duration Zual ity 
< Until R/M Woven Glass and woven Saeed wicking 


can be had again, R/M Tri-Ply Wicking will do. .. 
and do very well. Here’s why: 


table 
ad th and comfor een 
ironing sheets smoo 


to camp and ship laundries for ae | 
\l-dressed - - - 
‘ag keep our boys we 3 
3 ae other essential war-time purposes 
an 
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1. Hard outer ply resists wear and tear. 
d for a better pad to 
ing consumer deman ; 
- eng es of home laundering. Because 
lighten © Tex-Knit products 47¢ 


available in a limited sup- 


2. Middle layer of crimped asbestos felt 


sends fuel racing-to-the-rim for quick 
lighting. 

ply, we suggest you get 
in touch wih TON" = 3. Inner layer of soft asbestos paper keeps 
distributor, oF write direct. 


fuel-supply uniform. 





~ 4. Rippled construction permits wick to be 
rolled without buckling or breaking; assures 


proper alignment and seating of wick in 
burner-channel. 


5. Tri-Ply construction effects complete fuel- 
vaporization, reduces carbonizing. 


R/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%" 
wide——SIX FEET TO THE BOX, 12 boxes to the carton. 
Also in cartons of 100 feet. 

Sell duration-quality R/MTri- '_ 


Ply Wicking. Ask your jobber. 
From Cotton Bale to Pads ‘ Y 9 y i 


... Textile Mills is the only 
company that looms the 
ironing board pads it sells, 


R Awarded to R/M Ky 


North Charleston Plant 


Textile Mills RRRaepaeee 


RAYBESTOS-MANHATTAN, INC. 
General Offices: 3948-50 ROOSEVELT ROAD ee 

Mil 820 S. TREPP AVENUE * CHICAGO 

38 


NORTH CHARLESTON, S.C. 
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ONLY A 


iFUALLEX 


CAN MAKE 


SILEX COFFEE 


ganionat BRay, 


“APPLIANCE 
















National Brands are the things in your store that say: 


“Hello, friend!” 


ANUFACTURERS have expended billions in 
M advertising and promotion to establish 
trade names that have become household words. 
Among these famous brands are washing ma- 
chines, refrigerators, ranges, toasters and many 
other items that you regularly carry in stock. 

The good will represented by these trade 
names is an asset of incalculable value to the 
producers, distributors and to the retailers. A 
known brand inspires confidence. It insures fast 
turnover of inventory, with protected profits. 

Remember, with so many newcomers in town, 
not every passer-by knows you. But they all do 


THE SILEX COMPANY, Hartford 1, Conn., Creators of the Glass Coffee Maker Industry 


know products that have Ween nationally adver- 
tised over a long period of years. So prominent 
display of nationally-advertised brands reaches 
out and says “Hello, friend”... attracts new 
customers inside your store. ; 

Long profits on low price merchandise are 
tempting. But, if you are building your business 
for permanence and assured profits, you have a 
tremendous stake—your stock interest in the bil- 
lions of dollars expended to establish these trade 


names. 
Silex is the greatest name in glass coffee 
makers—the coming great name in steam irons. 
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TRADE MARK REGISTERED U.S. PAT. OFF. 
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to surge ahead as millions of ads bring 
to the attention of commercial orchard- 





ists and residential tree-owners the pro- 





TREE TANGLEFOOT 





tection against tree and crop damage 


that TREE TANGLEFOOT affords. No 


















} 
orchardist can afford to do without it. | 
Residential tree-owners are banding 
their trees and vines with it as never 
before. Here is a product you can sell 
NOW, repeatedly, in volume 
and at a good profit. Decide 
now to get your share of | 
the business. Call your job- | 
ber AT ONCE! 1944 un- | 
questionably will see the 
biggest sale of TREE 
TANGLEFOOT in history. 











For nearly tony ears 25%. PAIL 
a band ot R EE 
TANGLEFOOT has 
been the most effective 
means of stopping the 
tree-climbing insects 
whose larvae (worms) 
devour the foliage and 
buds and thus cause 
crop destruction and 
serious tree damage. 
No climber can get by 
a band in good condi- 

tion. Lasts for months. 5b 
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OISPLAY BOK 
& Doz. bor. 
CARTONS. 


THE TANGLEFOOT CO., Grand Rapids, Mich. 
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In Peace-Time ...in War-Time 


This Mark Plainly Says 


on me 


Right now, people will buy almost 
anything — and think themselves 
lucky to get it in these days of scarcity. 

But sooner than many of us expect, that situation 
will change. Manufacturers whose entire output is 
now going to war needs will again be producing con- 
sumer goods. They will be making and advertising 
and delivering the things folks have wanted for years. 
Your customers will again be seeking the known prod- 
uct, the dependable product, the trade-marked prod- 
uct that has never let them down on quality. 

To thousands of merchants and millions of their 
customers, the Schlueter DeLuxe trade-mark is the as- 
suring identification of real worth. The minute a man 
or woman sees it on a Mop Wringer Pail, a Dairy 
Pail, a Wash Boiler, a Frying Pan—on any piece of 
tinware or galvanized ware—all questions of quality 
are immediately answered. For that mark means— 
RELY ON ME. It means that here is an article you can 
buy and use with confidence. It ends all doubts about 
quality and value. 

Think of these things when you think of your own 
post-war business. Because your business, like ours, 
depends upon the confidence your customers place in 
the trade-marks they see on the merchandise you 
have for sale. And De Luxe means... RELY ON ME. 


CHLUETER MFG. CO. 


ST. LOUIS, MO. 
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WHAT ARE 
PYREX WARE PLANS 
FOR 1944? 


WE can sum up in three words our Pyrex ware record in 1943: “Better than expected.” 

And if you will check your own records, we think you'll agree with us. For remem- 
ber, during the same period Corning Glass received three Army-Navy “E” pennants and 
added a star to one of them for excellence in war production. 


How much Pyrex ware we will be able to ship in 1944 we frankly don’t know... . but 
you can be sure we'll do our best. One thing is certain: Our policy will be the same. 
And this is what that means to you: 


& PROTECTED PROFIT. Both wholesale and retaii prices of Pyrex ware are under 
Was * the Fair Trade laws of the 45 states where these laws have been enacted. This 
means that all retail dealers from the largest to the smallest have an equal oppor- 
tunity ... that there can be no inside prices in either buying or selling. Your 

discount is your gross margin. Your profits are protected. 


LOCAL STOCKS. You can buy Pyrex ware through established wholesale dis- 

* tributors with warehouses in 147 major cities. You don’t have to wait for 

shipments to arrive from a distant factory. You can get prompt delivery of all 
available items. 





NATIONAL ADVERTISING. Four times a year Pyrex ware advertising—in full 

* color—runs in 30 national magazines and 108 metropofitan newspapers. 

Each time, 75,000,000 Pyrex ware sales messages go out to American house- 

wives (an average of more than two messages for every family in the United 
States): This pre-sells your customers—makes your selling job easier. 





PLANNED PROMOTION. Pyrex ware advertising and sales promotions are 

* built upon the four peak sales periods of the year: Spring, Brides’, Fall and 
Christmas. A complete tie-in display kit is sent to you for each promotion! 
This makes it easy for you to set up attractive counters and windows that tie-in 
with the national advertising. It helps bring more customers to you. 


Ask yourself what other line offers the retailer as much profit, support, and 
opportunity! Your Distributor’s Salesman has compiete information on pro- 
motion and stocks—talk it over with him. 


CONSUMER PRODUCTS DIVISION 
CORNING GLASS WORKS, CORNING, N.Y. 


SE 





























And the way to keep all 
of America’s work ani- 
mals working is to see 
they have good shoes... 
properly fitted. For then, 
their feet are protected 
from disease and physical 
injuries ...and peak pull- 
ing power is maintained. 
That’s why, every day, 
more farmers are pro- 
tecting their animals’ feet with Phoenix and 
Juniata Horse and Mule Shoes. 


e 
They’re made from the finest open hearth a 
steel... punched and creased exactly right and | 
available in a wide range of sizes and shapes. 
It’s aline that sells itself...time and time again. | 
Phoenix and Juniata Horse and Mule Shoes 
and Calks are sold by leading dealers through 
regular trade channels. 


| Bucephalus here could talk, he would tell you that 
the Campbell Trace Chains he’s wearing were made 
by International. 





He might tell you, too, that though trace chains are 
scarce, he isn’t worrying. His Campbell Trace Chains 
were made to rigid specifications, and were carefully 


PYE—~ This booklet ex- inspected. With proper treatment, they can be 


plains fully the proper care of expected to last for the duration. 


the feet of horses and mules. It’s | But, perhaps, Bucephalus doesn’t know International 
available to your customers makes chain for every essential need — industrial, 
FREE. Authoritative . . . con- marine, farm, automotive; International’s manufactur- 
cise ... easy to understand... | ing and service facilities are complete in every detail. 
illustrated. Endorsed by lead- 
ing horsemen and veterinar- 
ians. Write for your FREE copy INTERNATIONAL CHAIN & MFG. CO. 
and details of distribution. 


PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS 
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@ Everywhere that fighting men go, rope goes 
with them—through snow and sand and mud, on 
and under the ocean—a vital tool to help them 
win the war—our war. 


Shortly after Pearl Harbor the Japs cut the 
largest sources of rope fibre, the Philippines and 
Java. The Nation’s stockpile is critically low. 
It’s therefore imperative that every rope user in 
America learn to conserve rope. You can make 


a i 
Cen a 
a . " 


a 
ha 
a 
4° 
a 


that 
ade 


Dia ba 


ners 


s are 


hains “6 
fully SDA. it last longer by following the simple 


be @ rules explained in the WPB-sponsored 

: booklet “The Rope You Save Fights For 

ae aoe You!” Free copies are available and may 
: be had by writing us. 





actur- 
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COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City,” N. Y. 
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KESTER TELLS 
YOUR CUSTOMERS 
ALL THE FACTS 


Here is a recent consumer ad 
that had wide circulation. 
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Eastern Pian 


We believe that frankness in advertising 
will lead to better business relations with 
consumers now and after the war—both 
for you and for us. 


KESTER SOLDER COMPANY 
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Whitney Hampers 
have been 
Consistently 

advertised in such 

Magazines as 
AMERICAN HOME 


\ HOUSE BEAUTIFUL 
GUIDE For THE BRIDE 
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a its start our customer 


21,330,278 ADVERTISING IMPRESSIONS. 


Such an impact must make itself felt in the form 


of consumer preference. There will be no let 














up in keeping your customer’s preference for 


Whitney Hampers ever alive. 





BEST KNOWN IN THE PAST... . BEST KNOWN IN THE FUTURE 


| Whitney 


HAMPERS 


F. A. WHITNEY CARRIAGE CO. - 





LEOMINSTER, MASS. 
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OUR AWARD 
IS YOUR AWARD T00 


Because you have shared your quota 


t 
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of Kutmaster Cutlery with Uncle Sam 






we say that our new ““E” Award is 
Your “E’’ Award, too. 






geo |e 






Before long we hope to again supply 


your cutlery needs. You can be as- 






sured that when this is possible we'll 





provide you with the best line of Kut- 






master Pocket and Kitchen Cutlery we 





have ever made. We have new facil- 






ities, new ideas and new promotional 






plans for superior postwar products. 










You can count on UTICA for the best 
buygin any cutlery we supply. 


UTICA CUTLERY 
COMPANY 
UTICA, N.Y. 


Makers of 
















Pocket and Kitchen Cutlery 
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-DREADNAUGHT| FLOOR 
SANDERS 







for Profitable Rental Service| 


if you are fortunate enough to own one or more of these ma- 
| chines be sure they get the care they deserve and look to us 
| 
| 





for the parts and service needed to keep them in good condi- 
tion for the duration. 


CENTRAZ Adhesive 
+ + + for setting 























ork abuts door ° 
concrete, etc. f§£ ow pe oe vend est, most advantageous sanding equipment the country has 


25° E>) trim. 35° ever seen—just as soon as the war is over. Hence for maximum 
% Pint Pint... rental profits after the war, keep the name "DREADNAUGHT" 


loose tile, lino- ae ae pa ; 

toum end mise. eh tile work and Our facilities are all devoted to war work and we are happy 
veneers fo ples- } ; ae to have the opportunity of doing our share to win the war. 
ter, brick, wood, owhere Plans, however, have been completed for bringing out the fin- 





definitely in mind. And in the meantime remember: 


CENTRAZ Brick Poi ¢ t Fl | 
sieteae » wcll Service and Parts for ALL DREADNAUGHT 


NA ice uk po sac fer removing Sanders in use are adequately available. 
"i FY oils and greases 


oe te naeteees NS] and paint from | Ready-Cut Sandpaper Sheets can be shipped 


a! nines. ; cement floors. 
wd 35° 49° | immediately 
a Consult us on Any Floor Sanding Problem—We 


higher 3 
2 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT want to be as helpful as possible. 
A READY MARKET — ATTRACTIVE PROFITS 


“CHRISTY COMPANY, INC. CLARKE SANDING MACHINE CO. 


1417 PINE STREET . ° *ST. LOUIS 3, MO. Dept. HA—344 Muskegon, Michigan 


1 SSS 
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The 20°% cut in paper pulp production is merely the beginning. 
The Government expects to reduce paper consumption 40%. 


RETAIL STORES ARE NOW USING CHALKZINE CARDS 


| ... to. save time and effort 
... to reduce sign-card expense 
... to use less paper stock because you must! 


EVERYWHERE... signs are needed as never before 


and most signs have a "very short life”. 


The total cost of “quickie” signs is a considerable item in your annual 
expense. This can be reduced. There are hundreds of signs during the 
= wherein the CHALKZINE will make your sign job easier and 
ess costly. 

The CHALKZINE is a ready-to-use sign card, 10!/," x 13!/." with an 
easel support. The writing surface is black and you may use ordinary 
white or colored chalk crayons... erase with a rag and make a change 
...on the spot... instantly... and use the same sign card over and 
over again ...at no additional cost. 





ge 





| 





THIS SAMPLE PACKAGE AVAILABLE NOW 


Each card has an attractive feature in the upper left-hand corner. See illustration. 
ASSORTMENT 





3 cards...... American Flag in full colors. 

SD GIB. 2 ces Minute Man on flag blue ground. 

fF eer Buy the Best. There is no substitute for quality. me 

3 cards...... Our customers are our friends .. . Our friends are our customers. 

(Available through leading hardwere jobbers . . . if your jobbers cannot supply ready-to-use and re-usable cards . 








you, send your order fo us) 


a 
THE ELLWOOD CO. 7095So. Cicero Ave. Chicago, U.S.A. way $1.50 : 
YOU CAN HELP! WAGE WAR ON WASTE OF SIGN-CARDS 
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...in our Postwar Plans! 


Here at Myers, definite postwar plans are in the making —and these 






vital plans are built around you. Our plans and yours — our oppor- 





tunities and yours —are inseparably linked together for the good 






days ahead. Busy as we are, manufacturing war. goods and doing 






our best to supply civilian needs, too, we are giving much attention 






to these postwar plans —all of which are based on the well-known 






Myers policy of complete cooperation with jobbers and dealers. 






THE FF. 8. MVERS &2@ BRO. COMPANY 
174 Orange Street, Ashland, Ohio 













PUMPS - WATER SYSTEMS 
SPRAYERS + HAY UNLOADING TOOLS 
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HAND TOOLS 


Dasco chisels, punch- 
es, drills, nippers and 
numerous other hand 
tools are the products 
of skilled craftsmen 
‘ quality built to 
stand up under the 
hardest usage. The 
cost is less when you 
buy the best 
Dasco! 


Sold by Leading 
Jobbers 


DAMASCUS STEEL 
PRODUCTS CORP. 
ROCKFORD, ILLINOIS 





HARDWARE & TOOLS 


Serving On The 
Home Front Until 


VICTORY 


then 
a bigger and finer 
line of peace time 
products 


ARCADE MFG. Co. 


1201 SHAWNEE ST. 
FREEPORT, ILL. 














FOR MORE THAN A 
QUARTER CENTURY 
SPECIALISTS 
IN FINE 
MICROMETERS 


6 a a ® waranteed accurate 


“ — ~~ 7 h this guarantee wil 
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The Central Tool €o. + 

ICROMETERS OF CERTIFIED ACCUR 
Es AUBURN, RHODE ISLAND 
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HENRY CHENEY HAMMER CORPORATION 


FACTORY: LITTLE FALLS, N. Y. 
SALES OFFICE: 217 BROADWAY, NEW YORK, N.Y. 


MARCH 16, 1944 
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© Standard Washers 
© S. A. E. Washers © Shakeproof Lock Washers 
© Riveting Washers © Malleable tron Washers 
CABINET HARDWARE * BUTTS AND HINGES © Light Steel Washers © Split Repair Washers 
© Square Washers © Fibre Washers 
SCREWS AND BOLTS * CABINET LOCKS © Machinery Bushing Washers © Expansion Plugs 
| * Carriage Washers © Screw Machine Products < 
CHEST HINGES AND HANDLES © Brass Washers © Stampings 








NATIONAL LOCK COMPANY | WROUGHT WASHER Mec. Co 


ROCKFORD, ILLINOIS 
2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 
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VICTORY 


ASBESTOS WICKS 


—the best possible way to answer today’s 
need for an inexpensive, dependable sub- 
stitute for woven wicks. VICTORY ASBESTOS 
WICKS are made of 4-ply asbestos paper— 
come in 4 standard sizes that meet practically 
every need. Made by the manufacturers of 
the famous Flamemaster and. Glaswik wicks 
and are backed by 20 years of specialized 
experience Order a supply today. 



















WAR NEWS! Due to the government's need for asbestos yarn, production of Glaswik 
has been temporarily suspended, that of Flamemaster sharply curtailed Be sure that 
both will be on the market again as soon as possible 


ATLAS ASBESTOS COMPANY 


PRODUCERS OF ASBESTOS PRODUCTS FOR 20 YEARS 


NORTH WALES, PENNSYLVANIA 
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All-White, Full Porcelain 
Enamel Finish 


Vitrifused Glass-kined 
Flues 


Balanced Design with 
. Concealed Reservoir 


Four-Wall Body 
- Construction 
day's 
> sub- % Durable Malleable - . 
STOS | Cooking Top with Mirco 
; “Gun Metal’’ Finish 
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” This Spring see what 


ae Sani “Wax 


will do in Your store! 


This miracle waxing cleaner for woodwork 
and furniture is Smashing Sales Records in 
other leading stores. And we guarantee 
Sani-Wax will be your “best-seller” —if you ro WS 
use our Tested Sales Plan. Write today to Ager iahahotnee 


See What Sani-Wax Can Do—For YOU! Sani-Wax 






































Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 


__ ‘LINOLEUM 
GR (PASTE 


“=~, | Ready for use 
— ‘for laying and 
Sa | patching. Also 


on drain 





COLD 
WATER 
“MIX 


Knits to Old or 
New Plaster 


Does not 
shrink — 
peel or 
crack, 


Packed: 

12% & ree 

5-lb. car- 

tons. Also 2—5—10-lb. Bags. 


Packed: 
Pints—Quarts—Gallons 


The Old Reliable 





CONSUMERS 
CRACK 
FILLER 


OR WOOD PUTTY 


Mixes smooth, 
dries hard and 
stays put — will 
not chip, crack, 
shrink or peel. 
Fills holes, cracks or breaks 
in wood, stone, etc. 

5-oz. and 1-lb. cartons. 


Care 


DAISY 
will do that job. 
Retail: 
3-oz. cartons 
12-0z. package ..... 25¢ 
Packed 1 gross to the case. 


. Ao} fas )3-8 














CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS [18] MISSOURI 




















A improved sanitary Sct@P “ 
& ; 
GQ with strong, durable Plas 
blades --- i? attractive 

ed colors. 





po assort 











Wer ++-fAts . 
[Bliminates nage, eicetn ioe em 
izes in Stock! or carrying Variety 3 








any 


BRASS & RUBBER COMPANY, INC 
Broad & Lehigh Ave., Phila., Pa. 


HARDWARE AG*® 

























* War-time production has increased tremendously the 
demand for Thermos brand vacuum bottles. In plants all 
over the country, the vacuum bottle plays a vital part in 
renewing workday energy. 

When the hurry and worry of war leaves these workers, 
and they turn again to home life, they will take the vac- 
uum. bottle habit along. And Thermos will be ready with 


new models for every use—in the home, office, school and 





factory. 






The Thermos market is with you—in war today, in 


SHE'LL STILL 
INSIST ON “THERMOS” "ey 


amg 














THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


fb 17 Thermos Limited, London 
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FENCE CONTROLLERS 


WINDOW 
0 MATERIAL 





That's just one of the 
reasons for the big de- 
mand for this quality 
window material . . . 
R-V-LITE is transparent, weather- 
proof and shatterproof. R-V-LIT 
storm windows cut fuel bills. 
R-V-LITE keeps heat in, cold out 
and admits sun’s vital ultra violet 
rays freely, thus promoting 


N oO W AVA j L A e L £ J poultry health and greater egg 
yield. No wonder R-V-LITE is the 
Get in on this extra profit business . . . sell nation’s favorite window material. 
Electrite Fencers! 1944 Models feature new IT’S EASY TO SELL... 
construction that results in greater shock in : 
f li : = R-V-LITE point-of-sale helps, 
ence line with less current consumption. backed by national publication 
Approved by Industrial Commission of Wis- and radio adyertising, make it 


consin. 6 volt and 110 volt models. easy for you tg build up a profit- 
6 volt models sell as low as . . .. $9. 95 able sales om eg 


FENCE COMPANY . | — 
WHITEWATER, WISCONSIN A R Vv 3 Y Cc @) R od @) R A T oO Ni 


Exclusive Manufacturers of R-V-LITE 


3470 N. KIMBALL AVENUE, CHICAGO, ILL. 














For one hundred and seventy years, the name “Ames” has stood for 
perfection in shovels. From a humble beginning “Ames” has grown 
with America and is known around the world as a leader. 


Today you will find “Ames” the most complete line of shovels avail. 
able. Plain Back, Solid Shank and Hollow Back types, each supreme 
in craftsmanship, outstanding in value and unequalled in service. 


So, let “Ames” build your post-war shovel business! 
RAM ; COLT 


* * 
RED EDGE “AMES” BRANDS OPTIMUS 
* * 
ranted an Val MONONGAH CARTER ©. AMES TWO STAR PEERLESS 


* * * * * * 
BRONCO PINNACLE HUSKY PONY THREE STAR FAVORITE 


* sf * * * * 


Parkersburg, W. Va. AM ES BALDWIN WYOMING Co. North Easton, Mass. 


SHOVELS e SPADES e SCOOPS e FORKS e HOES @ RAKES @ POST HOLE DIGGERS 
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\ CALLYOURJOBBER 


For These Other 
So-Lo PROFIT-MAKERS 


xk * 
STAIR TREADS 


e Waterproof 
e Washable 
@Non-Skid 
eEasy to 
Apply 


9x18 FLAT 
Retails..10c 


9x18 NOSING 
Retails..20c 


9x24 NOSING 
Retails..30c 


A BIG 
SELLER! 








kk* 

PORCELAIN GLAZE 
WHITENS saz cmscxs] Whitens chips, 

eTintr cracks, dark spots 
on porcelain or 
enameled sur- 
faces. 
Retails. .+..10c 


xkk* 
, 


BLUE BOND 
RUBBER 
CEMENT 


World’s Largest 
Selling Rubber 
Cement 
Retails........10¢ 


kkk 


RUBBER- 
TO-METAL 


CEMENT 
Attaches rubber to 
metal, glass, wood, 

etc. 
Retails for.....10c 


IMMEDIATE 
DELIVERY 
ANY QUANTITIES 
OF THESE FAST 

















Important Announcement 


So-L 


RUBBER REPAIR KIT 




























So-Lo Kit contains large 
can of So-Lo Plastic, 
tube ofSo-Lo Blue Bond 
Rubber Cement, and 
Roughener. Retails 
for 29c. 


















At last we can announce that we can 
make immediate shipment of large quan- 
tities of famous So-Lo Repair Kits! To- able sales So-Lo is enjoying everywhere, 
day we are nearly caught up with orders. from coast to coast. Stores will welcome 
We have a huge stockpile on hand, and___ the news that they can now depend on 
we are rapidly building up our inventory. this accepted, fast-seller to satisfy the 
Now we can keep pace with the remark- mounting demands of their customers. 











































Nationally Advertised! FEATURE FOR PROFITS 
SO-LOis a household word in ito For = pane Ste has pene the ne ba 
omes, factories, offices, repair shops, quickest an st way to repair o-Lo for 

—A Xr cgeaies. fad pear stuas tee anything made of rubber, leather, 

antes te tal Ge Eee aaa and cloth. The war introduced 

le gn oe fy So-Lo to millions of new users, sud- 

currently used follows: denly faced with the need to keep 

Panett Memes & Gastens in repair their rubber tires, shoes, 

Popular Mechanics raincoats, boots, and hundreds of 

—_— otherarticles. Morethan 20,000,000 

Popular Science Monthly packages of So-Lo have been sold. 

‘arm Journal 3 

ny Qutdoor Life For you, So-Lo means certain, 
Christian Science iaeatiee constant profits—AND NOW YOU and all articles 
pA kd CAN GET ALL THE SO-LO YOU made of rubber, 

Successful Farming CAN SELL—IMMEDIATELY! tontinen, <tett 
Act now to stock up with So-Lo! 











SELLERS! 
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So-Lo Works, Dept. G.A.-31, Lovelend, Oble 
Gentlemen: 


Please ship me at once.............. dozen 29c 
So-Lo at $2.32 per dozen. Bill through my jobber. 





Name 
Address 


City , : State. . 


Loveland, Ohio Bia 
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—s) 
for 
HOPPE’S N 
0.9 
Men who purchase Hoppe's No. 9 buy it 
because they KNOW from long experience 
—or the recommendation of other users— 
that this long used gun cleaner definitely 
removes primer, powder and metal fouling 
from firearms and positively prevents rust. 
If you have any Marlin Guns, available, but if you have any, That' ayer 's No. 9 sells f 
would you let us know the we'd like to help you sell them. ats why Floppe s No. 9 sells tast—stays ‘ 
model number and quantity? Marlin continues on war work. sold—and brings repeated orders. And 
We have many requests from Our post-war plans are well ad- h he hh f 
shooters for all Marlin models. vanced to give shooters the im- these are the best of reasons 
We want to direct shooters to provements they asked for in the why you as a retailer and far- 
those dealers whom we know contest we ran last year. You ‘i ¥ 
have the desired Marlin model can look forward to a bigger sighted business man_ should 
in stock. Of course, there are and better Marlin line after the handle and sell this product. 
precious few Marlin guns still war. a ‘ 
Ask your jobber, or write us, for 
N.Y. Sales Office: ce PP further facts. 
17 East 42nd Street =a 
New York 17, N. Y. ffuarlin FRANK A. HOPPE, INC. 
Straight-shooting ee cae os a OY 2314A N. 8th St., Philadelphia 33, Pa. 
guns since 1870 























ARE NOT GAMBLING WITH THEIR BUSINESS 
ARE YOU? 


The stakes are high! A successful Retail Hardware Business. The results of a life time of effort and 
accomplishment. 

We do not believe that the average Retail Hardware Dealer can feel that this is not his position, 
unless he contributes personally and directly toward the elimination of such a possibility. 

ACE STORES, that have enjoyed successful operation for generations, in many instances, are NOT 
gambling with such a result. They are insuring their own future with intelligent and practical applica- 
tion of tried methods, not theories or dependence on others; with the assurance that THEY can solve their 
own problems individually and collectively with their combined understanding and resources. 


"ACE SETS THE PACE” 


ci 


With a proven plan of Retail Hardware Store Operation, based on the dissemination and application q 
of the knowledge and experience of Successful Retail Hardware Dealers, ACE STORES will progress. i 

After the war you, too, may enjoy and contribute to the perpetuation of YOUR business through the ze 
ACE PLAN. 


ACE HARDWARE CORPORATION, 1319 S. Michigan Ave., Chicago 5, Ill. 


MANUFACTURERS ARE INVITED TO SUBMIT THEIR POST-WAR PLANS AND PRODUCTS 
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| Advertising 





to protect 
your 


POSTWAR 


| SALES 





2S 





tE AGE 


ing sporting publications. 


Realize, please, that these 
are your advertisements . . . 
advertisements calculated to 
bring you increased sales of 
BRISTOL lines, reels and 
tods quickly after victory. 


They tell your customers 
that, fine as have been these 
BRISTOL products in the 
past, BRISTOL postwar 
products will be even finer 
... Will pioneer even higher 
standards of value to bring 
them new enjoyment of their 


favorite sport. 


tect your postwar sales. 


Company 


Bristol, Connecticut 


Read carefully this advertise- 
ment, “New Fishing Lines 
In The Wartime Skies . . .”’ 


Bear in mind, as you read, 
that your customers are like- 
wise reading and remember- 
ing these BRISTOL messages 
appearing regularly in lead- 


Watch for other convincing 
advertisements in this series 


devised by BRISTOL to pro- 


The Horton Manufacturing 
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New Fishing Lines in 
the Wartime Skies... 


It may seem like a far cry from the 
equipment of a Yank paratrooper to that 
of a postwar fisherman whipping his 
favorite lake or stream. 


Yet, between these two exists a real con- 
nection . . . a relationship that will be 
made gratifyingly plain to you... and 
to all fishermen . . . by BRISTOL im- 
mediately after victory. May we explain: 


ristol 





At BRISTOL, among other war activi- 
ties, we have turned our veteran skill as 
manufacturers of fine fishing lines into 
the quantity production of parachute 
cord for the ’chutes of paratroopers and 
aviators. 


Now, in turn, from the fabrication of 
this parachute cord, we are learning new 
lessons, new betterments, which quickly, 
when the war is won, will make 
BRISTOL’S famous fishing lines even of 
finer, more outstanding quality than 
those famous BRISTOL fishing lines 
which you have found so strong and so 
superior in the past. 


B. HORTON MANUFACTURING CO. 4 





BRISTOL, 


CONNECTICUT 


PEACETIME PRODUCTS — FISHING RODS, LINES, REELS, GOLF CLUBS 
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Mn. Retailen — This Man — 
is Helping YOU to Sell [# 
More Goods at Less Cost 
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VERY YEAR Americans spend $25,000,- 
000 for insect sprays, garden sprays 
and moth repellants. And a larger and 
larger percentage of that money is being 
spent for Bug-a-boo—the fastest-growing 
line in a worthwhile and profitable market. 
Now is the time to share in these profits. 
Right through Spring and Summer you can 
clean up on the complete line: Bug-a-boo 
Super Insect Spray, Bug-a-boo Moth Crys- 
tals, Bug-a-boo Victory Garden Spray. 


SOCONY-VACUUM 








THE SuPER insect SPRAY 


Bug-a-boo 


Kills flies it 

; mosquitoes ;: 
Mths, ants and man ;: 
ther household insects! 


&,, #& 
¥ <1 ecneeers 100 ~ 
NY V 
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Bug-a-boo 


PRODUCTS 


DON’T TURN YOUR BACK ON A 


°25,000,000 MARKET! 





Display the whole line— promote it—and 
watch your volume jump! Remember that 
all these products were developed—and 
are constantly improved—by the famous 
Socony-Vacuum Research Laboratories. 
That all are nationally advertised in Life 
Magazine, Saturday Evening Post and Good 
Housekeeping.That all Bug-a-boo Products 
are available from coast to coast, with direct 
deliveries from our own warehouses or 
through leading wholesalers. 





GBVE BOYS, 115 


Bug-a-boo 










Bug-a- 
Vict 
Carden Sprdl 


Contains Roteno*® 


MAKES Up 1, gmat 
© 18 GALS. OF " 
hes igredionts ~=e—ae 


ant — Water 


OCONY ‘ vaca 
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THE YORK. No. 3345. 44%" long, 194" deep, 23 
high. Waterfall top of American Walnut veneer. 
Front panel of matched New Guinea Wood and 
Stump Walnut veneer. Your cherished posses- 
sions are safe from moths and dust in the York, 
STERLING'S charming and distinctive masterpiece 
of Cedar Chest design. 


THE BUCKINGHAM. No. 3445. 45° long, 1914" deep 
23" high. New Guinea wood veneered aterfall 
top. Front panel of matched New Guinea wood and 
Seeees Walnut veneer. Marquetrie inlay. The rich 

ails, the handsome styling, the meticulous care 
ia workmanship—all combine to give you a mag- 
nificent Chest and yet, the Buckingham is more than 
beautiful—it’s a brilliant way to know your treas- 
ured things are safe from moths and dust. 


60 


THE KENT. No. 3145. 44%" long, 19%" deep, 217%" high. American 
Walnut veneered Waterfall = Front panel of matched New Guinea and 
Arched Walnut veneer. Lovely to look at and delightful to own, too 
. .» because STERLING'S Kent Chest is as practical as it is beautiful. 
STERLING offers jobbers and dealers a sure-fire way to gain and hold maxi- 


mum sales volume and customer good-will on Cedar Chests. 


In each STERLING Chest, we include a bond ... issued by one of America’s 
largest insurance companies. This bond guarantees a moth insurance policy 
... good for 3 full years. And it doesn’t cost the customer a single penny. 
But that’s only ba/f the story. 


In every STERLING Chest, there’s more than 70% solid %4” aromatic 
Tennessee Red Cedar, as recommended by the U. S. Department of Agri- 
culture. These STERLING Chests are styled along classic, graceful lines. 
Each is brilliantly hand-rubbed, adding lustre to the finish. 


Lids are 5-ply, laminated, warp-proof. Dustproof construction, inter- 9 
locking corners and other important construction features, make STERLING F 
Chests top value for jobbers, retailers and customers alike. 


You can bank on STERLING... the Cedar Chest Line with Bonded protection. 


JOBBERS: Write for your copy of the new catalog illustrating the * 
streamlined wartime Sterunc Cedar Chest Line 


STERLING WOOD MFG. CO.,1858 Hastings Street | 
CHICAGO 8, ILLINOIS 
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ere’s YOUR Postwar Plan 











When the last gun is fired, postwar plans on home 
appliances will mean getting products to sell, getting 
them into your store, and getting them out again, into 
the hands of your customers. 

You can’t make a better postwar plan for home ap- 
pliances than to decide, right now, to line up with 
Knapp-Monarch. 

The ##M home appliance line is complete, a quality 
line with exclusive features, exclusive items, priced to 


give your customers greatest value and service. ..and 
to give you maximum profit. 

Our factories are set to go and go fast when produc- 
tion can be renewed. And the aggressive, intensive 
EM. program of advertising, merchandising, sales 
training, selling helps and well-rounded promotional 
assistance, will help you get your full share of postwar 
buying while laying the foundation for a prosperous, 
permanent home appliance business. 


KEEP ON BUYING WAR BONDS 


TIE YOUR POSTWAR PLANNING TO TEM.~ THE TIME-TESTED LINE 


eta, 


or 
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of necessity! ; 


Soldiers eat . . . they get medical attention in 


time... they get ammunition and supplies on time 


... often because of a length of rope you couldn’t buy! 


Rope, on jeeps, tanks, trucks, ambulances and other 
Service vehicles, is one of the big reasons why rope 
users here at home must SAVE the rope they now have. It 


won't be plentiful again until after the war. 


You can serve your Government by helping us spread the story 
of ROPE CONSERVATION. You can earn the good will of custom- 
ers by showing them how to save their rope. Write to us for free copies 


of The W. P. B. sponsored booklet,““The Rope You Save Fights For You!” 


PLYMOUTH 


THE ROPE YOU CAN TRUST 
PLYMOUTH CORDAGE COMPANY 


North Ply h, M h ts and Welland, Ontario. Division 
Offices: New York, Chicago, H Sen Fr i Warehouse 
Stocks: New York, Boston, Philadelphia, Baltimore, 


Houston, Chicago, San Francisco. 
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CHEMICAL 
CROPS 
SYSTEM 


EVERY VICTORY GARDENER 
WILL WANT THE 





A soilless chemical system for growing vegetable and 
flower seedlings. 


In the home. 
Before the oudoor season starts — Fall — Winter —Early 
Spring. 





} 
——-—- = = oe oe ee ee = oe oe ee ee ee ee ee ee oe ee ee ee oe ee oe ee ae Oe ee oe ee ee ee Oe ee OF OP OE OF OF oe ee ae ae ee a oe ee oe ae ome) 


A waterproofed Seed Tray of 42” lumber, 
3” deep, 22” long and 12” wide. 


WHAT.DOESIT ee aes 1 2 pe tes of speed 


9 Enough chemicals to produce seedlings for . 
INCLUDE ? @ 25° x S0° Victory Garden. 
A “thermometer”, 


An instruction book. 





: | PQ 
2 » WHEN IS ITS All the year yo: “( ’ 
= «\ , vo 
SELLING INES SO 
SEASON? ll. SWRANNS: fF BATT, ee 
ind Pe 


WHAT IS MY 


MARKET! 











Sr WILLIT SELLING PRICE 
FOR AND $7 50 | PROFIT 


WHAT IS MY 
PROFIT! comics WY Ad 
| War restrictions will riot permit us to make as Yolela| 





many as we need, so first come, first served. 
Order yours now! 


Ss Lawn Mower Go, "att 
\ OLD ELL Wn @. NEw YorK 
SSNS MANUFACTURERS OF LAWN MOWERS AND HORTICULTURAL EQUIPMENT SINCE 1867 


& . Zn 
ane ach MARCH 16, 1944 





For Example: Features of 
The Deming “MARVEL” 
Shallow Well Water System 
make it TOPS in its class! 


Everyone with real “sales blood” in his veins 
has his biggest satisfaction when selling a cus- 
tomer unsurpassed VALUES! When you sell 
the Deming “MARVEL” Shallow Well Water 
System, you sell FEATURES which make the 
“MARVEL” the top-ranking VALUE in its class. 


Typical Deming “MARVEL” Features 


castings, insuring LOW COSTS for repair or 
replacements after long service. High grade 
rubber Valves seat on bronze grid seats and are 
quickly accessible without disturbing suction 
or discharge connections. 


Timken Roller Bearings on crankshaft; Ball 
Bearings on crank end of. connecting rod; 
rubber cushions between pump and sub-base; 
those and other features combine to make the 
“MARVEL” unsurpassed for QUIET operation 
and LONG LIFE. 


Sectional Construction: Cylinder, vacuum 
chamber, air chamber, suction valve deck, power 
end, feet, and motor shelf are all separate 











PUMPS AND WATER SYSTEMS 


Many other Features combine to give the owner 
of a Deming “MARVEL” Running Water at 
its Best and at Lowest Cost per gallon used. 


Sell DEMING FOR VALUES! 














The Deming Company + Salem, Ohio 
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CONTROLLED ACCURACY 


insures consistent uniformity in Republic Upson Bolts and Nuts 


Remember this picture of a steel 
ingot being reduced in a Republic 
blooming mill. It means something 
to you. 

It illustrates one of the first of many 
steps in the production of Republic 
Upson Quality Bolts and Nuts. And 
this step, like all others, is under 
the CLOSE CONTROL and undivid- 
ed responsibility of ONE integrated 
organization—Republic Steel. 


The result: Controlled Accuracy all 


along the line, from the processing 
of the ore to final inspection. 


That’s why Republic Upson Prod- 
ucts are consistently uniform. Their 
heads always are full-formed—their 
threads clean and free running— 


their shanks tough, strong and 
accurate in size. 


If you’re looking for bolts and nuts 
that go together easily, tighten 
quickly and hold’ securely, specify 
Republic UPSON. 


REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 1, OHIO AND GADSDEN, ALABAMA 


Berger Manufacturing Division ” 
Niles Steel Products Division ° 
Union Drawn Steel Division 


Culvert Division 
Steel and Tubes Division 
Truscon Steel Company 


Export Department: Chrysler Building, New York 17, N. 


REPUBLIC 


BOLTS AND NUTS 


Other Republic Products include Woven Wire Fe 
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NOW YOU’LL SELL 
MORE DUCO CEMENT 


Over 10,000,000 messages 
each month will help swell 
your sales volume 


In these leading national magazines, 
Duco Cement advertisements now are seen 
every month by your customers; by those 
who want to make the old things do by 
repairing broken articles now hard to re- 
place... by the model builders... and by 
the hobbyists doing wood working, leather 
crafting, and the dozens of other home 
occupations that call for Duco Cement. 


This program means a bigger demand 
than ever for Duco Cement .. . and that 
means extra profits for you! You can rec- 
ommend Duco Cement for almost every- 
thing. It strongly binds wood, china, 
crockery, glass, leather and metal. It’s 
clear, waterproof, flexible. Easy to use— 
dries quickly—joins permanently. 

Tie in with this Duco Cement adver- 
tising. Display Duco Cement prominently 
on your counters . .. see how quickly 
a reminder sells it . . . how quickly profits 
mount up. Check your stock—and order 
Duco Cement from your jobber, whole- 
saler or warehouse now if your supply is 
low. E. I. du Pont de Nemours & Co. 
(Inc.), Wilmington 98, Delaware. 


BUCO CEMENT 


REG. U.S PAT OFF 
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sages 
— L BELT LACING © 
, 
gazines, VERY hardware and implement store 
are seen ean render a real service to the farm 
by those and shop trade by maintaining an ade- 
s do by quate stock of Alligator Steel Belt Lacing. 
tn 00. ang war times belts MUST be kept 
g. 
7 nd by Check your stock today and order the 
leather sizes vou need from your Jobber. 
~j home —And remember there is no substitute eM 
-ement. either in quality or service for Alligator, ‘ 
demand the world’s most universally used steel 
nd that belt lacing. 
ran rec- 
- every- STANDARD BOXES—For the Large User 
china, m | List ay Belt 
. ’ cing Per Box ___ Contents _ Thickness 
al. It’s ‘ - ™ bis ea a 31.40 “6 sets for 6” belts Up to 4a” 
Oo use— Nees . ye a P CA AT) a : 4: | 1.60 6 sets for 6” belts 








1.80 6 sets for 6” belts i to 1" 
| 190 | sets for 12” belts | 1 
adver- | 2.00 4 sets for 12” belts Go ” 10%" 
; 4 2.50 : sets for 12” belts Tho” 
inently Caste: : GR, oe . 2.50 6 sets for 8” belts 
quickly ‘s >) AEB, ah 5 * 5.00 8 sets for 12” belts 
‘profits ' " OTe ‘ +S 4 2.65 “4 sets for 12” belts 14" to My" 
i he ’ deg tie ak ae x 5.30 8 sets for 12” belts 4” to May" 
order : : 2.30 4 sets for 8” belts %” to 4” 


whole- as ] 
50 


pply is oe a ee SS 5.20 
& Co. . ae ois Ree, ; oat ji 6.00 


4 sets for 12” belts %ey” to 4," 

4 sets for 12” belts Yo ‘to mh” 

4 sets for 12” belts Mf’ "to Ag’ 

4 sets for 12” belts Ae” to “16” 

8.80 4 sets for 12” belts 1” to 3%” 
Corrugated pins supplied regularly with Nos. 00, 1 and 5 

Alligator tape fasteners. Sectional steel rocker hinge pins sup- 

plied regularly with Nos. 15 to 75 inclusive. for transmission 

service. Rawhide hinge pins supplied with Nos. 00 to 45 in- 























ECONOMY PACKAGES—For Comventenee of Small ter 
(Shown in view above). No need to break 
standard box. Package contains one set of 
lacing complete with gauge and hinge pins 


for a 12” belt. 


narrower belts. 


Easily broken to length for 
Packed in cartons 10 pack- 


ages of single size to carton. 


Size No. 


.15-E 20-E 25-E 27-E 35-E 


List per carton. .$4.75 $5.00 $6.25 $6.65 $8.50 


PACKED IN CARTONS 


The Economy Packages are packed 
10 of a single size in corrugated 
shipping carton shown in view at 
right. This carton is labelled on 
one end to show contents. The stock 
in Econumy Unit can be main- 
tained by refilling from cartons of 
Economy Packages ordered in ac- 
cordance with size requirements. 
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No. 410 


ECONOMY UNIT 
(Shown at left) 
List Price $5.60 
An attractive unit for 
over-the-counter sales of 
the 4 most popular sizes. 
Contents—10 packages—- 
3 No. 15-E, 2 No. 20-E, 
3 No. 25-E, 2 No. 27-E. 


clusive, only upon request. 


Alligator Lacing is also available in long lengths and in spe- 


cial alloys. 


Extra Hinge Pins Which Can Be Cut to 


Suit Requirements 





Lacing 
Description No. 


Length List 
_ Pi Per Doz 





Corrugated Wire or Rawhide Pins 00 
Corrugated Wire or Rawhide Pins ] 


Corrugated Wire or Rawhide Pins 5 


$0.40 
AO 
Av 





Rocker, Corrugated or Rawhide Pins 15 
Rocker, Corrugated or Rawhide Pins 20 
Rocker, Corrugated or Rawhide Pins 25 
Rocker, Corrugated or Rawhide Pins 27 
Rocker, Corrugated or Rawhide Pins 35 
Rocker, Corrugated or Rawhide Pins 45 


0 
0 
0 
1.00 
1.00 
1.20 








Rocker or Corrugated Pins Only 55-65 
Rocker or Corrugated Pins Only 75 





1.40 
1.70 














All prices subject to discount 


ORDER FROM YOUR JOBBER 











The Formica Insulation Company @ 4646 Spring Grove Avenue @ Cincinnati 32, Ohio 
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EVER - WIDE NING CERC LE S! 4a 
Rid-J; id. influence in a | af : 


value has Increwsed in ever-widening circles. Becayse L, 
of our war work we're not in a position to supply suf- - 
ficient Rid-Jid products to meet current demands— — 
we're planning, however, for that day when we'll be nt 
able to meet all your needs with new; improved and 
even better Rid-Jid products. 


® Rid-Jid 1RONING TABLES 
© Rid-Jid LADDERS 

® Rid-Jid CLOTHES RACKS 
© Rid-Jid WOoODENWARE 


CLARK COMPANY 


MINNEAPOLIS, MINNESOTA 
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“How To Do It” 
Information For 


Crescent Tool Users 








No.19 .... PICKING THE 
PROPER TOOL FOR THE JOB 











A few simple rules will help in selecting the proper 
cold chisel or punch. In making your selection, re- 
member this basic rule: cold chisels are designed to 
cut only metals softer than the tool itself. Use a heavy 
hammer: a light hammer won’t transmit the force of 
the blow to the cutting edge. 




















Probably the easiest way to remove a rivet head is to 
use a Crescent Cape Chisel, as illustrated. Cut through 
center section first, then knock off the two side wings. 














A Crescent Star Drill is the proper tool for making 
holes in concrete or other masonry. Give the drill a 
quarter turn after each blow with a heavy hammer. 
In a pinch, a cold chisel will suffice but work is slower. 
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Use a Crescent Cold Chisel to cut sheet metal with a 
back plate. First scribe the line or design and with 
sheet laid on back plate, cut as illustrated. Finish 
edges with a file. 























Use a Crescent Pin Punch to drive out a rivet or pin. 
Select a punch having a diameter slightly less than 
that of the rivet. A point too small may upset the end 
of a soft rivet and make it seize. 


MAIL THE COUPON FOR FREE REPRINTS 


This is No. 19 in Crescent’s TOOL NOTES 
Series. These informative advertisements 
provide practical information for users of 
hand tools. Mail the coupon today! 





CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 


Crescent Tool Co., Jamestown, N. Y. J-5 
Please send your “TOOL NOTES” Series 


(] for Bulletins (_] for 3-ring binder 


Name 





Address 





City State 
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Make It WISS for 
Prestige and Profits 
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Many Wiss Snips have been 
temporarily discontinued for 


- the duration of the war, and 

the remainder are in limited 
supply and hard to get. « After the war Wiss Snips will 
continue to be the first choice of skilled users. *« When 
you think about your post-war line, ‘‘Make it Wiss 
for Prestige and Profits’’—and don’t hesitate to call 
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upon us for help. 
J. WISS & SONS CO. - Established 1848 - NEWARK 7,N. J.,U.S.A. 


1s 
bit Ml 


sizes. All specially tempered for cut- 
ting hard alloys. 





1. 7” light metal-cutting snips; 
straight or curved blades. 


2. Snips for straight cutting made 
with inlaid steel blades. Available in 
8 sizes. Larger sizes specially tem- 


5. Solid steel (not inlaid) combino- 
tion snip. V-19 13” overall. 





pered for cutting hard metal alloys. 


3. Compound lever aviation snips 
for all kinds of intricate metal cutting. 


4. Combination snips for cutting 
curved or straight lines. Popular as a 
many purpose cutter. Made in four 


&. Bulldog Snips for use where 
extra-powerful leverage is necessary, 
as in heavy bench work. Made in 
three sizes. 


7. Solid steel combination snip in 
convenient 7” size, No. V-13. 
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A timdly message 
from one of America’s 
Hardware Leaders... 
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. . . DAN E. BILLMAN, Director, NATIONAL RETAIL HARDWARE ASSOCIATION 


* AFTER more than 8S 
years in a retail hard- 
ware store, started by my 


‘dad in 1890, I am convinced that inde- 


pendent business is an American institu- 
tion that will survive as long as our nation 
remains a free republic. It is one f the 
things our boys are fighting to come bome 
to after the war. 


“Today, my two brothers, and our sons 
still at home, operate a business that has 
not stopped growing. Our boys in the 
service will come back into the business 
when victory is won and the Freedom of 
Private Enterprise has been preserved. It 
will be the third generation of Billmans 
that will eagerly meet any challenge to 
the system of economical distribution 
through wholesalers and retailers. 








“We have lived through more than ten 
years of depression. We have seen our 
hardware lines — the tools and metals of 
peaceful construction—march off to every 
battlefront in the world. And yet, our 
trade is stronger and better able to serve 
the future than ever before. Hardware 
stores all over America stand as a monu- 
ment to free enterprise and the opportuni- 
ties of tomorrow. ‘ 


“Let’s win the fight on the home front, 
too... for fair trade, decency in business, 
independent merchandising, and equal ad- 
vantages for the small competitor in the 
post-war years ahead!” 


Albee 
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Time was when a file was simply “a many-toothed imple- 
ment for abrading the surface or edges of metals and other 
materials.” From it grew a range of shapes and sizes, with 
selection of cuts, of different coarsenesses, running from 
“single,” “double” and “rasp” to a wide variety of “special” 
cuts for special-purpose files. 

Today, with Nicholson setting the pace, there are liter- 
ally thousands of kinds, cuts and sizes — each designed for 
some particular type of material and operation . . . for doing 
work better and quicker. 

Oddly enough, it is in their minuter details — the teeth 
— that files have one of their greatest distinctions. Look 
at the teeth of different files, through a magnifying glass or 


microscope. Height, thickness, spacing, angle, type of edge, 
relative depth of overcut and upcut — all make for different 
combinations and characteristics. For instance, certain 
Nicholson files have patented serrated-tooth construction, 
in which the teeth themselves have “little teeth” to provide 
successive cutting edges as others wear down. (See micro- 
graph at left.) 

Thus, selecting The right file for the job is vitally im- 
portant. Hardware-store salespeople can become more eff- 
cient by qualifying themselves to help customers in this 
direction — by being able to recommend the right file, say, 
for hard steels, castings, soft metals, rough filing (fast metal 
removal), smooth-finishing, saw filing (hand, crosscut, 
circulars), and so forth. A representative hardware-store 
stock includes most of the general-purpose files needed in 
the average community, 


“FILE FILOSOPHY''—FREE in usable quantities for hardware-store 
employees—contains much elementary and considerable advanced infor- 
mation on kinds, use and care of files. With 48 interesting, profusely 
illustrated pages, ‘File Filosophy,’’ prepared by the world’s largest file 
manufacturer, is the most authoritative book of its kind. How many 
copies do you need? 


NICHOLSON FILE COMPANY, 25 ACORN STREET, PROVIDENCE 1, R. 1., U. S.A. 


(Also Canadian Plant, Port Hope, Ontario! 
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American Weldless Chains and S-Hooks 


* American Chain wholesalers are now being supplied with moderate quantities of 
Americ2n weldless chains and $-hooks. * American weldless pattern chains have 
become extremely popular as a substitute for smaller sizes of welded chains and 
Manila ropes. It is economical to use weldless chain, and it is very convenient with 
S-hooks, swivel snaps, rope snaps, rings and other attachments. * In ordering from 
your American Chain wholesalers, please furnish highest obtainable preference rating. 


AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Portland 


AMERICAN CHAIN & CABLE COMPANY, INC. 
BRIDGEPORT + CONNECTICUT 
ESSENTIAL PRODUCTS... TRU-LAY Aircraft, Automotive, and Industrial Controls, TRU-LOC Aircraft Terminals, AMERICAN CABLE Wire Rope 
TRU-STOP Brakes, AMERICAN Chain, WEED Tire Chains, ACCO Malleable Castings, CAMPBELL Cutting Machines, FORD Hoists, Trolley’ 
HAZARD Wire Rope, Yacht Rigging, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Witt 
READING-PRATT & CADY Valves, READING Electric Stee! Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safet) 
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More Civilian Goods Are Promised, But Don’t 
Expect Too Much, Too Soon:— 


(Reprinted from January 20, 1944, issue by request from many readers.) 


_ several weeks 


there have been predictions 
and finally promises of more 
essential civilian goods pro- 
duction during 1944. These 
developments have been faith- 
fully and promptly reported 
in HarpwaRE AGE. Some of 
these predictions have not ma- 
terialized as quickly nor as 
amply as had been hoped, 
hence any over-optimism pres- 
ent in these reports must be 
charged to Washington officials 
and not to members of our 
long experienced Washington 
staff. 

Briefly, what happens is 
something like this—the Office 
of Civilian Requirements 
(OCR) obtains from War Pro- 
duction Board (WPB) an 


order or directive permitting 
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the production of a_ stated 
number of units of some civil- 
ian item. The basis might be 
a percentage increase or an 
amount equal to production in 
some previous six or 12-month 
period. The good news is re- 
leased and all interested par- 
ties are pleased and hopeful 
that some of the merchandise 
will soon be available. Un- 
fortunately, it is not as simple 
as that. The manufacturers 
engaged in making the par- 
ticular released goods must 
first take steps to acquire the 
materials needed and _ then 
worry about the availability 
of both equipment and man- 
power to complete the author- 
ized production. From these 
factors come the delays. There 
is also expected to be the same 


difficulties in converting from 
war to peace production. There 
are shortages in certain types 
of steel, particularly flat rolled 
products. Likewise, there are 
shortages of components, such 
as fractional horse-power 
motors. 

As the order authorizing 
the civilian goods production 
does not include any immedi- 
ate priority (if needed) for 
materials and does not release 
any war production equipment 
or manpower for the civilian 
production under considera- 
tion, the actual authorization 
order is only the preliminary 
or first major step—a_ long 
way from actual merchandise 
in transit headed for hardware 
stores. In other words, an 
authorization order, signed in 
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Washington, does not put steel 
in a plant’s storeroom nor pro- 
vide extra labor even if the 
steel is obtained with reason- 
able promptness. 

Steel and other materials 
are becoming more available, 
hut the availability is purely 
a technicality until the mate- 
rials are in hand ready to use. 
There are still tight spots in 
the supply of such lines as 
sheets and strips. And then 
comes the biggest bottleneck of 
all—-the manpower problem 
and that cannot be solved 
quickly or easily under present 
day conditions. 

However, all the signs are 
encouraging even though we 
continue to face many discour- 
aging delays all along the line. 
As certain war needs decrease, 
we may properly expect some 
further release of materials. 


facilities and manpower. Both 


WPB and OCR are thoroughly 


conscious of the importance of 


maintaining essential civilian 
economy by making it possible 
to produce more essential 
civilian goods. These two agen- 
cies are giving this problem 
earnest and sympathetic <at- 
tention and have promised that 
there will be an improvement 
during the current year. 

To sum it up, let’s continue 
to be hopeful as more essen- 
tial civilian goods are defi- 
nitely going to be available 
in 1944, but don’t expect too 
much, too soon, for it is a long 
road from the original author- 
ization order to the store door 
delivery of the actual goods. 
If you will remember this and 
the inherent difficulties _in- 
volved you will suffer less dis- 
appointments during 1944, 


x * * 


Sell What You Can Get— 


But Watch Your Inventory:— 


This advice may seem con- 
tradictory but it is not so in- 
tended, nor should it be so in- 
terpreted. Read again, thought- 
fully, the previous paragraphs 
about civilian goods. Don’t be 
stampeded by intermittent or 
scattered reports regarding 
cancellations of big war goods 
orders. These cancellations do 
not as yet have any great long- 
haul significance. Usually they 
represent the result of a better 
production control on parts 
needed, and conversely on 
parts not needed. In other 
words, let’s picture an almost 
unbelievable number of indi- 
vidual contracts for component 
parts for a plane, a tank, a 
type of gun, etc. These are let 
out to many plants and the 
number of units of each part 
are tremendous. Necessarily 
orders of this nature are 
placed in a hurry. “Action” is 
the word. Later a_ control 
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study indicates that certain 
parts are not needed in the 
quantities ordered. A cancel- 
lation goes through. It hap- 
pens again and again, but don’t 
start thinking that such straws 
in the wind mean an early end 
of the war. It is not the case— 
not yet. These cancellations 
are developments, adjustments 
and, in some cases, corrections 
of earlier hasty judgment re- 
garding quantities. This is not 
said critically, as a global war 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 


on page 138 








is an undertaking that liter- 
ally defies control in the early 
stages of its getting under way. 

Also, don’t think that these 
cancellations provide the 
means for producing a great 
quantity, at an early date, of 
certain civilian goods _nor- 
mally produced by the facto- 
ries getting the cancellations 
as this is not necessarily so— 
and probably is not so in most 
cases because of costs factors. 
Remember that war produc- 
tion is inevitably high-priced 
and that a manufacturer could 
not, in many cases, resume the 
manufacture of his normal 
goods at current costs and still 
sell at the arbitrary price ceil- 
ings imposed by OPA. This 
phase of the problem will have 
to be adjusted somehow be- 
fore cancelled war orders will 
create any sizable flow of ci- 
vilian goods. 

So, the best information we 
can get is that you had better 
sell whatever kind of salable 
merchandise you can get, even 
though it is not exactly what 
you would like to feature in 
your stores. This, of course, is 
advice that must be tempered 
with some judgment and with 
some care in selection as you 
will not want to take every- 
thing that comes along. 

Some discretion must also 
be exercised in watching your 
inventory. Turnover is prob- 
ably more important now than 
ever before—but don’t have 
empty shelves because you 
hope or think that you will 
soon have normal hardware 
store merchandise. Let us re- 
peat—‘‘More Civilian Goods 
Are Promised—But Don’t Ex- 
pect Too Much, Too Soon.” 

Toward the end of 1944 
there should be some relief 
and some availability of essen- 
tial civilian goods, but it will 
not be much and it will not 
come too soon. In other words, 
the war is not yet over or 
nearly over. 
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“Pll bet Drew's 


hardware store 
has it!” 





HEN a part or gadget or appliance is hard to find, 
hopeful customers turn to the hardware merchant — 
and under normal conditions they get it. 

His usually large and varied stock has many “outs” in it right 
now —- particularly in critical hard hardware. But there is still 
a remarkable variety and completeness, with many new items 
moving across counters and helping to maintain the valuable 
customer contacts that will build prosperous business in the 
postwar years. 

Appreciative of the way the surviving hardware stores have 
served both manufacturers and public under trying conditions, 
makers of priority products are doing everything possible to co- 
operate with deliveries on essential goods. And like the manu- 
facturers of ILCO Security Hardware, they are making plans 
for quick volume production and early deliveries of much-needed 
items, come V-Day. 


You can still buy ILCO Security Hardware for war essential needs, 
under WPB-547. Such orders will receive our best attention, and we will gladly 
assist you toward interpreting priorities. 19 


Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 
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Hardware Age 


Post-War Forum 





“They shall beat their swords into plough- 


shares, and their spears into pruning hooks” 


M OST hardware 


dealers at this moment are appar- 
ently less in need of advice than 
at any time in their history. I say 
apparently, advisedly, because I 
have, during the past six months, 
read more than 500 financial, his- 
torical and operating reports of 
retailers in Wisconsin, Illinois, 
lowa, Minnesota and Michigan. 
These reports all tell the same 
story: debts paid, cash in the bank, 
receivables reduced, inventory re- 
duced or out of proper balance. 
Your costs have been reduced be- 
cause you have lost help to the 
army or industry, or your cost has 
been increased because of reduced 
sales volume and higher taxes. The 
immediate temporary picture is 
not too bad, but let’s see what the 
future holds. 

I am supposed to talk to you 
about “Conserving Capital for 
the Post-War Era.” Now let’s see 
of what your capital structure con- 
sists. 

First: There is your cash, your 
working capital: the money you 
have to do business with. We 
should, perhaps, include with your 
cash or working capital, your 
credit, which is a cash equivalent 
in times of need. 


+ From an address before Wisconsin 
Retail Hardware Ass’n at Milwaukee, 
Wis., on Feb. 1, 1944. 








Conserving Capital for jh 


By O. H. BERRYMAN* 


Assistant Secretary and Credit Manager 
John Pritzlaff Hardware Co. 
Milwaukee, Wis. 


Second: Your merchandise in- 
ventory, the things you have to 
sell. 

Third: Your receivables, the 
money your customers owe you for 
things they bought and haven't 
paid for. 

Fourth: Your overhead the costs 
and expenses necessary in doing 
business—rent, light, heat, sal- 
aries and wages, taxes, autos, 
trucks, interest, equipment, bad 
debts, etc. 

Fifth: Next, there are your fixed 
assets: Your buildings, machinery 
and equipment, automobiles, 
trucks, and all of the various 
things necessary for the operation 
of your business. 

Sixth: Last, but not least, there 
is your indebtedness. Now let’s 
see what dangers threaten these 
various items that go to make up 
your capital structure and how 
those dangers can be avgiged and 
your capital ,conserved for the 
post-war era. 


Consider the Cash 


1—Let’s consider the cash for a 
moment. Many merchants have 
large sums of cash idle in the bank. 
Idle money in the bank is a temp- 
tation to spend, a temptation to 
invest it in something outside of 
the business, a temptation to tie it 
up into something where it will 
not be readily available when you 
again need it, a temptation to tie 
it up into property where values 
may go down, sales be difficult 
and where it cannot be easily re- 
covered. Our War Bonds are still 
one of the finest investments that 


a merchant can make at this time 
because they pay him a fair return 
on liquid cash. They tie up the 
money so that it cannot be too 
readily spent and yet it is easily 
available when the actual demand 
comes. Bonds can be cashed in 
after they have been held 60 days, 
and therefore, are very liquid. 


The Matter of Credit 


I have said, that in connection 
with cash we should consider 
your credit. Many of you can now 
make the finest financial statement 
that you have ever been able to 
make at any time of your career. 
How many of you have established 
now the proper line of credit to 
rebuild your stock? Have you 
given a copy of that financial state- 
ment to your banker and estab- 
lished now a line of credit while 
you are in a position to do so? 
Most of you, I am sure, have at 
one time or another borrowed 
money. I am just wondering how 
many of you have found how much 
easier it is to borrow money or to 
arrange for a line of credit when 
you don’t need it, than it is when 
you must have it? Now 's the 
time to send a copy of that finan- 
cial statement to Dun & Brad- 
street and have yourself estab- 
lished in the mercantile world as 
a merchant who is entitled to a 
certain line of credit, a merchant 
who pays his bills, therefore, a 
merchant who can buy without 
question. 

Your credit standing is many 
times more important to you than 
money, because it is the equivalent 
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“They shall beat their swords into ploughshares, fan 
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Most hardware dealers are apparently less in 
need of advice now than at any time in their 
history. Their immediate temporary picture is 
not too bad, but what does the future hold? 
Consider these basic factors: 1—Cash or work- 
ing capital; 2—Merchandise Inventory: 3—Re- 
ceivables; 4—Overhead; 5—Fixed assets; 6— 
Indebtedness—and the last is not the least. 
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of money. Many merchants have 
used credit to trade with far be- 
yond any actual cash they may 
have owned. In other words, your 
credit enables you to use your 
total net worth rather than merely 
that part of it which is in cash. 


Inventory 


2—Let’s go on to your inven- 
tory. It should be in proper pro- 
portion to your sales and properly 
balanced for quick turnover. How 
many of you took close, accurate, 
actual count inventory? This year 
of all years every merchant should 
know exactly what he has on hand. 
He should study it carefully to see 
how much of it is slow moving, 
and how much of it is liable to 
become obsolete with the return 
of regular merchandise? Now is 
the time to reduce such merchan- 
dise to an absolute minimum. 
Many large department stores have 
already started such a reduction, 
even to the extent of cutting prices. 
Regular merchandise is still not 
available and some of this substi- 
tute, and in many cases inferior, 
merchandise will have to be used 
as a fill in but should be kept 
under closest control. 

Compare your present inventory 
with that of December 31, 1940, or 
1941, and see how many items are 
out. Estimate how much it will 
cost you to replace those items 
when they do become available. 
Decide whether or not you intend 


to handle major appliances and 
how much of an investment will be 
necessary to put in a stock of those 
items. This all taken together will 
give you some idea of how big a 
figure you should use in talking 
to your banker, your sources of 
supply, or the cash reserve you 
will need in order to meet these re- 
quirements. 


Your Receivables 





3—Now consider your receiv- 
ables, the money people owe you. 
Have you used these good times of 
favorable government credit regu- 
lations and merchandise scarcity 
to clear up your customer ac- 
counts, or, have you permitted 
your customers to use your money 
for every other purpose except 
paying you for the goods they 
bought from you? It would be 
easy to say “Why should we press 
them now when we don’t need the 
money?” The answer to that one 
is that your customers don’t need 
it either, just now. They do have 
it and Government Regulation 
“W” backs you up in going after 
it. Later when you do need it 
and do go after it, your customer 
may also need it, not turn it loose 
so easily. He may have spent it or 
invested it where he cannot easily 
get it back. You are doing your 
customer a real favor by keeping 
him out of debt. He, like yourself, 
will have many needs, many ad- 
justments to make when this fight- 
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ing stops and when merchandise 
becomes available. 

Past due accounts cost, by caus- 
ing you to lose cash discounts, by 
causing you to lose customers, by 
preventing you from increasing 
volume, by increasing bookkeep- 
ing costs, by increasing bad debt 
losses, by increasing interest cost, 
by keeping you from profit mak- 
ing opportunities, by putting you 
in an embarrassing and danger- 
ous position, and by frequently 
causing bankruptcy. It follows 
that the smart thing to do is to 
keep those accounts, current, both 
the accounts your customers owe 
you and the accounts you owe 
your sources of supply. They 
should be in proper proportion to 
your sales and to your terms. 
Your receivables should never 
reach a point where they cause you 
to lose discount, pay ifterest and 
restrict you in your buying. 


Overhead 


4—In the matter of your over- 
head, it is difficult to do more than 
mention some of the general rules 
that apply at all times. Your over- 
head should bear a direct relation- 
ship to the volume of business 
which you do and to the mark-up, 
which you have on your sales. The 
margin of net profit is very nar- 
row, and, if the overhead is out 
of line, it can very easily make the 
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Join the Hardware Age Post-War Forum! 


When peace comes and the lights go on again in every part of the 
world, we will face the beginning of a new conflict—a war in the field 
of commerce. Competition will be keener than it ever was in pre-war 
days and many new factors will enter into the business of distribution. 
Manufacturers, wholesalers and retailers wiil endeavor to make the 
most of the, post-war boom and for the days which will follow that boom. 
They also will endeavor to prepare themselves for the probable period 
of recession which will be in the nature of a time of readjustment. 

The Hardware Age Post-War Forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 





difference between profit and loss. 
Most of you have had your actual 
overhead reduced because you 
have lost employees to the armed 
forces or they have gone to other 
places for industrial jobs. It is 
well to make a careful survey of 
your actual needs before building 
up your staff of workers beyond 
your business requirement and 
beyond the point where the ex- 
pense of overhead will be out of 
proportion to your profit margin. 


Fixed Assets 


5—Fixed assets are an even 
more serious matter. They tie up 
your money and keep it tied up 
so that you cannot use it for trad- 
ing purposes. Here there can be all 
sorts of difficulties. First, I be- 
lieve we should differentiate be- 
tween fixed assets which we al- 
ready own and those which we are 
thinking of because we 
have a little loose money. 


merely 


lf you own buildings, ware- 
houses, or other heavy fixed assets 
which are not paid for, it may be 
wise to refinance at a lower inter- 
est rate and on longer terms, in 
an effort to reduce the outlay of 
cash to a figure near a normal 
rental. Think of your actual cash 
working capital taken out of your 
business for a down payment and 
no longer available for trading 
purposes. 

This down payment is a most 
serious problem to any business 
which operates with limited capi- 
tal. If you can make the down 
payment without crippling your 
working capital or shortening up 
your credit, the next step to con- 
sider is whether or not you can 
finance the balance in such a way 
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that the total payments, interest, 
taxes, insurance, upkeep and re- 
pairs will be very little beyond 
the normal rental you would pay 
for a similar location. This com- 
bined cost is a very important part 
of your fixed overhead and should 
be in proper proportion to your 
sales volume and profit margin. 


Indebtedness 


6—Finally and possibly least, at 
the present moment, is your in- 
debtedness. I am sure that most of 
you have your indebtedness under 
closest control. If your indebted- 
ness is not cleaned up, this is cer- 
tainly the time to push your own 
collections. Try to at least clean 
up in full your trade indebtedness, 
and get in to a position where you 
can discount your bills. 

As I stated before, if you lose 
your cash discount it may be the 
difference between profit and loss. 
If, in addition to losing your cash 
discount, it becomes necessary for 
you to pay interest, it is almost cer- 
tain that the profit will be wiped 
out. If you paid off a mortgage 
on your property or store build- 
ings using the cash which you have 
acquired by reducing your inven- 
tory or by greatly contracting your 
receivables, you may find yourself 
at a disadvantage when you need 
that cash to restock your inven- 
tory or to increase your receiv- 
ables because of conditions which 
may arise. Rather than take your 
ready cash which you will need 
later and tie it up in paying off 
such a mortgage, it may be very 
definitely to your advantage to 
refinance your mortgage at lower 
interest rates and on more favor- 
able long term payments so that 


your expense in connection with 
the liquidation of the debt will not 
be far beyond what your normal 
rental for the same property would 
be. In this manner you will have 
your expense under control, you 
will not tie up your capital, you 
will have it available when you 
need it to go back into the market 
and rebuild your stock. You are 
going to come into times when 
competition will be extremely 
keen. Times when a merchant will 
need to more closely control his 
expense and take every precaution 
to avail himself of all extra ad- 
vantage if he is to survive that 
competition. In general, the dis- 
count to the hardware trade is 2 
per cent 10 days net 60 days. | 
believe you will find that that dis- 
count figures out 14 per cent. Most 
of you are familiar with the net 
profit of the average retail hard- 
ware business. 


Per Cent of Net Profit on Sales 


1940 1942 
3.23% 6.05% 
1.88% 4.49% 
62% 2.72% 


You can readily realize that the 
loss of cash discount and the pay 
ment of interest makes the differ- 
ence between profit and loss. It 
most certainly places you at a 
disadvantage with your competi- 
tors who are able to buy freely 
and avail themselves of the cash 
discount. 

One of the keys to successful 
operation and ability to take cash 
discount is the proper handling 
of your own receivables. Most of 
you sell on terms of 30 days net 
and buy on terms of 60 days net. 
You have ample time in which to” 
collect in your accounts before it 
becomes necessary for you to pay 
your own sources of supply. 

I think you realize without my 
saying so, that when I talk in this 
manner to you, and when I keep 
after our customers to pay their 
bills and take the cash discount. 
that on the surface I am talking 
against our own best interest. If 
the 2 per cent cash discount is 
worth while to the dealer, it cer- 
tainly is worth while to the whole 
saler, if the dealer does not take 
it. If, in addition to the unearne‘ 
discount, he receives interest from 

(Continued on page 96) 


HARDWARE AGE 























lion with 
t will not 
r normal 
tty would 
will have 
trol, you 
ital, you 
hen you 
e market 
You are 
es when 
xtremely 
hant will 
ntrol his 
ecaution 
xtra ad- 
ive that 
the dis- 
ade is 2 
days. | 
that dis- 
nt. Most 
the net 
il hard- 


2 Sales 
42 
1% 
Y, 
% 


that the 
he pay 
» differ- 
loss. It 
u ata 
ompeti- 
- freely 
1e cash 


scessful 
<e cash 
andling 
Most of 
ays net 
ys net. 
hich to 
fore it 
to pay 
r, 

yut my 
in this 
I keep 
y their 
scount. 
talking 
est. If 
unt is 
it cer- 
whole 
t take 
2arne ‘| 
t from 


AGE 

















Reaches 





ON AVAILABLE GOODS 


‘. ONTACT with 


home gardeners and garden clubs, 
an extensive variety of seeds and 
a wide reputation as a store with 
a really big stock are all factors 
which help Herrnstein Hardware, 
in Chillicothe, Ohio, enjoy a good 
volume in such goods. When the 
seed selling season really starts at 
the store, as many as 500 sales a 
day are enjoyed by this one de- 
partment. 


the 500-Customer Mark 


In Daily Seed Sales 


Chillicothe, Ohio, firm gets ar. 
early start with line. Garden 
clubs a source of added sales 


The accompanying illustration 
shows a major portion of the 
store’s seed department, with 
people having their needs attended 
to despite the fact that a snow 
storm was raging outside. Al- 
though reports as to scarcity were 
a factor in causing an early rush 
in many stores for seeds, people 
in this city of 21,000 are in the 
habit of purchasing them early. 
Easily identified seeds play an im- 
portant part in creating interest 
in the store’s big display for there 
are more than 140 drawers con- 


taining at least one, and sometimes 
more, types of varieties of seeds. 
Each drawer bears the name of 
the seed contained in it and, in 
most instances, has a large illus- 
tration in full color of the vege- 
table. On the outside of the draw- 
ers are hooks with rubber stamps 
for immediately marking on the 
package the type of seed it con- 
tains. 

Contact with garden clubs helps 
draw traffic to the seed depart- 
ment, for the store offers awards 


(Continued on page 100) 





Snow was falling on February 14th but people purchased seeds despite it. Garden 
hint booklets, catalogs, seed starters and other essentials are on the counter. 
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QO NE hardware deal- 


er, who is taking his cue from 
war-time 
problems with ingenuity and con- 
servation, yet including 
war period in practically all his 
planned activities, is William 
Mitchell, owner of the E. E. 
Mitchell Co., Morrillton, Ark. 
Efficient changes in store ar- 
rangement have successfully solved 
the problem of reduced personnel 
by eliminating waste steps and 
keeping the salesmen on the floor 
most of the day. The service de- 
partment serves the farmer better 
than ever before, and, at the same 
time, uses service in promoting 
volume for the post-war years. 


Uncle Sam in meeting 


the post- 


William Mitchell, owner 
of Morrillton, Ark., has 
in store arrangement to 
developed services and 
innovations to promote 


William Mitchell checks the 
names of future prospects 


for post-war era business. 





Over-the-counter repair service is given to customers in this store. 


One of the profitable changes 


was throwing the hardware and 
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furniture departments together by 
removing partitions, so that now 
they are completely coordinated. 
Mr. Mitchell says that this is the 
logical store arrangement for the 
dealer who handles both furniture 
and hardware. When a hardware 
dealer once starts a furniture de- 
partment, he finds that he can 
offer complete service to the home. 
And this complete service to the 
home is maintaining good volume 
now and offering opportunities for 
that promising post-war period. 


Open stock dinnerware and glass- 
ware make this one of the most 
profitable sections in the store. 
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E. E. Mitchell Company 
made efficient changes 
aid war-time personnel, 
introduced a variety of 
post-war era business. 


as prospects for 
appliances in the 





The war-time shelving arrange- 
ment takes the place of a good 
salesman lost to the arméd forces 
and is so efficient-that it has been 
adopted permanently. In the hard- 
ware department twin rows of 
shelving are used, which provide 
three sets of shelving instead of 
the customary one. The outside 
facade is the display side. On the 
back of this, and on the other set 
of shelves behind, surplus stock is 
stored. This system has proved to 
be the best step-saver ever ini- 
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Women customers are valued 
household 
future. 


Behind this paint display may be 
seen the narrow passage which is 
between the twin rows of shelving. 








This attractive display represents the outside of the twin shelving. 


tiated. It works out especially well 
in the section where wallpaper is 


stored behind tools and builders’ 
hardware. Formerly wallpaper was 
kept in the rear, which took a 
man off the floor every time there 
was a customer for it. 

Keeping display and_ surplus 
store stock on the twin 
shelves leaves a broad aisle for 
customers to move about in and 
to examine the table displays. 


rows of 


Time was conserved in the re- 
pair department by moving this 
important service point just be- 
hind the service counter. For- 
merly, when it was in a remote 
part of the building, two service 
men were needed for a smaller 
repair volume. The one man in 
charge of all implement and appli- 
ance repairs now is very skilled. 


Mr. Mitchell says he would rather 











have one good man who can do 
the work and handle customers 
than attempt to replace lost men 
with others who are not so skilled. 

The service man _ practically 
takes charge of the store on Ser- 
vice Day in April, an event that 
has been promoted for several 
years. Service Day is publicized 
through the newspapers and the 
dealer’s broadside. Cream separa- 
tors are given the highlight. Cus- 
tomers are invited to bring in 
their separators if they do not 
know what is wrong with them. 
Others merely state the trouble 
and get free advice. On this Ser- 
vice Day there is a big demand for 
parts and dairy equipment of all 
kinds. Cream cans, butter churns 
of various kinds, milk pails, and 
other supplies are prominently dis- 
played at all times near the service 
counter. 

Mr. Mitchell says that pushing 
dairy supplies at this time has an 
important place in his planned 
program of building future post- 
war volume. Encouraging cus- 
tomers to produce more milk for 
home consumption and for sale 
has a direct connection with fu- 
ture sales of electrical appliances, 
he contends. Most farmers inter- 
ested in dairying become inter- 
ested in power lines, even though 
their homes are not wired now. 

Merchandise depended upon 
now for much of the store’s vol- 
ume, he says, is the sort that 
brings women into the store. And 
women are the future customers 
for home appliances. 

The dinnerware and glassware 
department is one of the most 
thriving in the store, and is pa- 
tronized by regular customers who 
start a set in an open pattern and 
add to it gradually. The dinner- 
ware is displayed to best advan- 
tage in broad-based shelves that 
narrow gradually toward the top. 


Mr. Mitchell declares that an 
analysis of the buying habits of 
his customers gives a pretty re- 
liable record of their approxi- 
mate prosperity. This analysis is 
carried out in both the furniture 
and the hardware departrhents 
and is used, in a measure, to co- 
ordinate the two. People who 
have the money to spend usually 
buy a really good mattress as one 
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of their first luxury purchases. 
Then they will buy things for the 
living room. If they are really 
“flush,” they then begin on the 
dining room, buying good din- 
nerware, and, finally, a new din- 
ing suite. These are the names 
that should be kept permanently 
for future use as prospects for 
home appliances not to be had 
now. They are the ones worth 
cultivating as regular customers 
now. Dinnerware customers are 
nearly always paint customers. 
And in this store paints are given 
the spotlight continuously. 


Paint Is Important 


“The dealer who sets out to 
boost the standard of living,” 
says Mr. Mitchell, “cannot over- 
look paints, especially for rural 
customers. When a farmer starts 
painting, he is going to want a 
multitude of other things we can 
sell him. We consider our rural 
customers the most promising 
source of post-war volume, not 
only for farm machinery and im- 
plements but for home equipment 
of all kinds. Supplying the needs 
of the family in its broadest sense 
is our idea of a flourishing hard- 


ware store now and in the post- 
war era. 

The service department that 
gains the customers’ confidence 
now, he points out, is a future vol- 
ume builder. Nothing gives a 
customer a more friendly feeling 
for the dealer than to know that 
parts and repairs can be had when 
needed. 

‘The system of keeping an active 
list of prospects’ names for major 
items in the store was established 
several years ago and is still kept 
going. When a store salesman 
finds a prospect for something that 
requires a little pushing, he puts 
the name in the cash drawer. The 
name is then added to the mailing 
list or used for a personal letter 
or a telephone call. These names 
are especially valuable in the fur- 
niture department, and were for- 
merly worked profitably for elec- 
trical home appliances and farm 
machinery. 

William Mitchell, like his late 
father, E. E. Mitchell, who found- 
ed the business 50 years ago. 
never forgets that future volume 
must be cultivated beforehand. 
And now he is laying a solid foun- 
dation for many sales that will 
come after the war. 


Bulk Display of Lawn Seed Builds Sales 


TINHE bulk display of lawn seed 

at the J. L. Robertson Co. store, 
Wauwatosa Wis., has helped to in- 
crease the sale of this item consider- 
ably in spring and fall. The store 
is the second largest dealer in lawn 
seeds in the state and people come 
from considerable distances just to 
buy and ask advice about lawns. 


A bulk display such as this calls 
immediate attention to lawn seed 
and folks consider buying a 5 or 
10-lb. bag instead of buying smaller 
quantities. Straw hats were also dis- 
played on the lawn seed table last 


year and many of them were sold, 


because gardeners have need of such 
hats. 





This bulk display of lawn seed attracted the eye and influenced 
customers to purchase larger quantities than they had intended. 
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Recommendations Made for Handling 
First Stage of Surplus Disposal 


Plan provides for selling branded goods back to 
manufacturer; adopting uniform lots and types to 
be sold in lots sized for the convenience of the 
purchaser; industry advisory committees to act in 
formulating distribution plans for disposal of 
large lots, and earmarking of necessary surplus 
stocks for the relieving of local shortages. 


Ssce the Surplus 


War Property Administration has 
been established as recommended 
by the Baruch report, no doubt 
many hardware dealers, who are 
interested in obtaining surpluses, 
have been wondering where WPB 
fits into the surplus disposal pic- 
ture. Since SWPA has been estab- 
lished under the Baruch plan, it 
must be remembered that the 
Baruch report made the sugges- 
tion that the Administrator of sur- 
plus property work closely with 
WPB and consider existing WPB 
controls in the formulation of dis- 
posal orders. 

WPB will undoubtedly have 
something to say about the dis- 
posal of surplus materials that 
have become scarce since the out- 
break of the war. The WPB juris- 
diction will hold so long as these 
materials remain scarce or prob- 
ably until the war ends. 


Problem of Distribution 
WPB officials feel that the 


Second War Powers Act empowers 
them to handle the distribution of 
this type of surplus goods, How- 
ever, when civilian goods are 
again available in large amounts 
and the surplus problem becomes 
one of distribution, so as not to 
create chaotic market conditions, 
WPB will drop out of the picture, 
since that agency has no power 
to allocate materials of which there 
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Washington Bureau 
of Hardware Age 


is neither a current nor a potential 
shortage. 

The OCR Wholesale and Retail 
Trade Division has been working 
on a series of recommendations 
as to how the first stages of sur- 
plus disposal should be handled. 
Generally speaking, this OCR plan 
would provide for the relaxation 
of certain end-use restrictions on 
certain types of goods and the lift- 
ing of inventory restrictions in 
cases where this would be neces- 
sary to permit the acquisition ot 
surpluses. 


Relaxed Restrictions 


The inventory restrictions of 
L-63 will probably be relaxed by 
empowering the regional offices to 
allow distributors to purchase sur- 
plus stocks which would raise their 
inventories beyond the maximum 
permissible amount; this would 
not include inventories limited by 
L-219. Most of the surplus stocks 
now becoming available in small 
quantities are MRO stocks, result- 
ing from war contract cancella- 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 138 





tions. These are clearly under 
WPB jurisdiction. 

During the past month a little 
more definite idea of what the 
OCR plan would entail has been 
available. This plan includes the 
following recommendations: 


Recommendations 
1—Branded goods should be 


sold back to the manufacturer who 
is willing to distribute through his 
regular channels at a price which 
would enable him to market the 
goods along with his regular pro- 
duction. 

2—Uniform lots and_ types 
should be adopted so as to avoid 
any favoritism that might be 
shown to the large wholesaler, the 
large retail or department store, 
or speculators, if non-yniform lots 
are sold. 

3—That the lots be sold in lots 
sized for the convenience of the 
purchaser rather than the seller, 
so that everyone would be given 
a chance to purchase. 

4—That when large lots are 
ready for distribution, the Govern- 
ment agency disposing of the 
goods place the problem before 
the industry advisory committees 
for the formulation of a distribu- 
tion plan. 

5—That OCR, as a claimant, 
earmark such surplus stocks as 
are necessary to relieve local short- 
ages and act through the Defense 
Supplies Corp. in distributing. 
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Big Paint and Wallpaper Section 
Helps Build Big Business 





View of the 35-ft. 
paint department. 
The mass display 
of popular - sized 
cans of paint is 
at the store rear 
adjacent to the 
wrapping counter. 


LARGE paint and 
wallpaper department at the Crys- 
tal Lake Hardware Co., Crystal 
Lake, Ill., keeps customers coming 
to the store from considerable dis- 
tances to get these items, accord- 
ing to Otto E. Buhl, manager. 

The store’s stock of paints in all 
sizes is outstanding. The paint 
shelves are about 35 ft. long. 
Paint is even piled above the top 
of the shelves while large stocks 
are carried in reserve in the large 
basement of the firm. 

A handy feature which the firm 
uses is a large mass display of one 
and five-gallon cans of house and 


harn paint, as well as some smaller 
sizes of interior paint. This dis- 
play is near the rear of the store. 
adjacent to the wrapping counter, 
and contains the fast-moving num- 
bers in the paint line. This mass 
display not only helps sell paint, 
but it saves time on the part of the 
staff when customers come in for 
paint. 

“It is very convenient to have 
such stock close at hand,” says 
Mr. Buhl, “especially when there 
are many people to wait on. This 
system speeds up service and 
many a man buys paint merely by 
studying that mass display on the 


Mass display of paint in most 


popular sizes an added asset 


for Crystal Lake Hardware Co. 
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floor and getting the idea that he 
should be doing some painting 
around his premises. too.” 

Color charts and expert advice 
on painting go along with the sale 
of paints and varnishes at this 
store. Mr. Buhl and his staff are 
well qualified to discuss painting 
problems and this helps consider- 
ably in pleasing many customers 
and in solving their problems. The 
staff always tries to sell brushes, 
turpentine and other needed mate- 





ON AVAILABLE GOODS 
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Remiacion DEALER LETTER 





Even Housewtves 





We’ve been in the guns and am- 
munition business for 128 years. 
We’ve seen everything. Nothing could 


surprise us. Or so we thought, until 


the other day! 


But, the other day, in came the re- 
port of a survey of consumer needs 


made by the Office of Civilian Require- 


ments. And that survey, friends, rocked 


us back on our heels, knocked us 
for a row of Remington Hi-Speed 
.22’s, and made us exclaim, “Gosh, 


are we that important?” For it showed 
that even housewives considered the 


shortage of ammunition vital! 


This survey was made among rep- 
resentative homes throughout the 
country to find out what war short- 
ages concerned people most vitally. 
For the most part, housewives gave 
the answers. One question was: 


“What items which are difficult or 
impossible to buy are vital, and. what 
items are merely a matter of con- 
venience ?” 


Highest on the list of vital short- 
ages was, as you’d surmise, the short- 
age of alarm clocks. That was fol- 
lowed by shortages of elastic tape and 
things made with it. Then washtubs. 


But more women reported ammuni- 
tion as a vital shortage than reported 
clothes-pins, radio tubes, pots and 





pans, tableware, scissors — yes, and 
babies’ waterproof pants! 


These were women reporting, mind 
you! WOMEN! 


Well sirs, when the women folk get 
that conscious of a man’s problem like 
the ammunition shortage, you can bet 
your bottom box of Remington Ex- 
press shells that there’s going to be 
an even bigger demand for ammuni- 
tion than perhaps you've suspected 
when ammunition is commercially 





“That’s the guy who takes a bicycle to bed with him so he won't have to 
walk in his sleep.” 


MARCH 16, 1944 





report ammunition vital! 





available again! People are going to 
come a-running, as soon as the good 
news is announced—to buy, buy, BUY! 

Better be prepared for it. Have 
your plans all made — what space 
you’re going to give ammunition — 
how you’re going to display it—how 
you’re going to bring people into your 
store for it—how you’re going to profit 
most by it. 

And the time to do that is right 
now! Remington Arms Company, Inc., 
Bridgeport, Conn. 














Q —A2° 
idelines.. 


Uncle Henry says: Notice how 
some folks expect to get paid a 
dollar an hour for their workin’ 
hours —then spend their leisure 
hours as if they weren’t worth a 
dime a dozen? 

v V V 

Remember, Remington Shu» 
Shot shells have plenty of power 
for upland game—and at a low 
price. While for long range shoot- 
ing and maximum wallop—Kem- 
ington Express shells are tops! 

Vv v ‘ 

“Hi-Speed”, “Shur Shot” and “Ex- 
press” are Reg. U. S. Pat. Off. by 
Remington Arms Co., Inc. 

















Much of the wallpaper stock is stocked in specially built shelves at 


the top of the paint section in the rear. 


rials along with each paint sale. 
These friendly suggestions often 
save the customer another trip 
back to the store for some small 
item he may have forgotten, and 
it also increases the sales volume. 

“We carry 105 patterns in wall- 
paper and do a very good business 
in this line,” says Mr. Buhl. “We 


have numerous days when our 


The firm carries 105 pztterns. 


sales in this line total $65 and $75. 
The person who buys wallpaper 
can usually be sold some interior 
paint as well, and we always make 
suggestions along this line. We 
have found that a large selection 
of wallpaper patterns, and a large 
assortment of paint help to bring 
in many customers.” 

This store is located in a dis- 





trict where there are many pros- 
perous farms. It is also in the cen- 
ter of a fine summer resort area. 
Between these two classes of cus- 
tomers it gets an excellent volume 
of this type of business. 


Easy to Identify 


Much of the spare wallpaper 
stock is carried in specially built 
shelves located at the top of the 
paint section at the rear of the 
store. Each compartment is num- 
hered, and this means that the 
clerks can very quickly find the 
rolls they seek. Plenty of sample 
sheets are on hand below to give 
the wallpaper customer enough 
opportunity to view all the stock 
on hand and to make his or her 
selection. 

The wallpaper stock, even 
though close to the ceiling, can 
readily be seen by anyone entering 
the store. Many a selling impres- 
sion is made because of this stock 
location. Mr. Buhl says that he 
has frequent showings of wall- 
paper and paint in the display 
windows and this helps to increase 
sales. Considerable newspaper 
advertising is also done on both 
paints and wallpaper. 


Janitors a Source of Revenue to This Store 


I* selling cleaning and laundry 
supplies don’t overlook the jani- 
tors in apartment office 
buildings, hospitals, banks and other 
institutions. That is the advice from 
Erben Crew, proprietor of Crew 
Hardware Co., Anniston, Ala. Call- 
ing on them and cultivating their 
trade, as well as that of the house- 
wife has just about doubled his busi- 
ness in brooms, mops, cleaners. dis- 
infectants and related items. 

“We didn’t have any idea how big 
this business of supplying building 
superintendents and janitors was 
until we looked into it,” said Mr. 
Crew. “There are numerous manu- 
facturers whose specialty is supply- 
ing their needs, and dealers are 
missing some of this because they 
are not awake to the demand. We 
find that these janitors influence the 
buying habits of tenants in the 
building, also some of them work 
on their days off in homes of these 
tenants.” 


houses, 
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Here's the firm's 
display of clean- 
ing and laundry 
supplies. Numer- 
ous apartment 
house janitors pa- 
tronize this de- 
partment and it is 
an excellent build- 
er of profits dur- 
ing the entire 
year. 
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From manufacturer, through independent distributor 

yas and independent retailer to the consumer the Tru-Test system 
ring provides a straight line. The low cost of Tru-Test streamlined 
sat distributor and retailer functions results in the most 
t he attractive consumer prices. Economies thus achieved in 
re the distribution of hard lines, toys, furniture and home 
ease appliances permit modern market research to provide 
4 easy-to-sell design, style and quality. Tru-Test 


both 
consumer advertising and improved store 


arrangement and merchandise display 





build unprecedented sales volume. 
Tru-Test, thus applying to independent 
distributing channels the proven 
principles of mass distribution, places 
its distributors and dealers beyond 


the reach of any competition. 











CONSUMERS 


Learn how the Tru- 
Test system works. 
Write for a free 
copy of this Tru-Test 
Booklet. 


TRU-TEST 


Merchandise Mart ° Chicago 54, Illinois 
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Sells Fishing Tackle 12 Months a Year 





Wallis Hardware Company is also 
stressing angling as a means of 
increasing war-time food supply 


A cadee to the 


patronage of the fly and bait 
caster is a specialty with the fish- 
ing tackle department of Wallis 
Hardware Company, Sylacauga, 
Ala. The stock of this depart- 
ment has been expanded in recent 
years from about $100 to $1,000 
worth of merchandise and it is 
so complete that it attracts the 
professional anglers—that is those 
who like to take along a tackle 
box full of lures, flies, rods, reels 
and other equipment. 

“Our appeal is especially to the 
fly fisherman who uses a 9-foot 
rod as against a 5 or 6-foot cast- 
ing rod and gets more the ‘feel’ 
of the fish,” says P. B. Schuessler, 
who is associated with his father- 
in-law, John Ed Wallis in the 
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business. “We carry over 500 
flies of different colors, types and 
sizes ranging in price from 10 to 
65 cents. The average customer 
will buy plenty of these flies at 
a time.” 

Mr. Schuessler doesn’t mean to 
imply that he tries to graduate 
the starting fisherman into fly 
casting because he does not. He 
would rather see the beginner 
start out with simple equipment 
because it is easier to use and the 
loss is not so great in case of 
breakage. Then, if this angler 
continues, he can look forward to 
the thrill of fly or bait casting. 
He then becomes a confirmed 
customer of the tackle depart- 
ment. 

Best selling flies in the depart- 
ment include the water beetle, 
black gnat and the coachman, but 





sales cover a wide range. Nearly 
every fisherman has a pet kind. 
Even old Izaak Walton in his 
“The Compleat Angler,” pub- 
lished in 1653 recommended a 
different fly for each month. But 
many fishermen today have many 
times more than that, Mr. Schuess- 
ler says. 

One reason Mr. Schuessler said 
he was concentrating more on the 
sale of flies, lures, lines, and other 
small items is that most heavy 
equipment such as tackle boxes, 
bait boxes and reels are not avail- 
able. Even the supply of small 
items is limited, but there is about 
enough to take care of the trade. 

While fishing is engaged in 

(Continued on page 97) 


HARDWARE AGE 





MA 





Nearly 
kind. 
in his 
pub- 
ded a 
.. But 
many 
:huess- 


r said 
on the 
| other 
heavy 
boxes, 
avail- 
small 
about 
trade. 


ed in 





tres News/ 2 NEW PRODUCTS 


NEEDED IN EVERY HOME! Nothing in the household field like them at Any Price! 
\| What ‘CRETE-COLOR 


—_ accomplishes that usual floor enamels do not: 


'CRETE” a) 1. PENETRATES into concrete with all its color. 


AROENER AND ENAMEL 2. REQUIRES NO ETCHING — dries overnight. 


| PENETRATING CONCRETE FLOORS 3. HARDENS and WATERPROOFS dusting con- 
' crete floors. 


4. Safely applied over WET, NEW or OLD 
concrete. 


5. MAINTAINS UNIFORM COLOR with wear. 


6. RESISTS SAPONIFICATION or SOFTENING 
due to alkali. 


RESISTS dampness, alcohol, gasoline. 

















& WILLIAMS 































FACTS about NAMEL-ALL 


One of the highest-grade enamels obtainable 
today with these added advantages: 
1. DAMP SURFACES safely painted over. 
2. TOUGH and HARD — yet not brittle. 


3. DRIES in 4 to 6 hours — sprayed or 
brushed. 


4. RUSTED PITS safely painted over. 
RUST STOPPED at its source. 
















L 
ASK FOR NAMEL A 
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| of used 


silverware and cutlery at the West 
End Hardware Store, Elgin, IIl., 
have proved to be a good war-time 
item and have also increased the 
store’s traffic 200 per cent. 

Retailers everywhere have had 
difficulty in getting enough new 
silverware and cutlery to meet the 
demand. After two - and - a - half 
years of war, the average house- 
wife is beginning to feel the pinch 
on such items as extra spoons, 
knives and forks for everyday din- 
ing or kitchen table serving, par- 
ing knives and the like. Many 
hardware dealers will testify to the 
fact that many housewives come 
into their stores to ask for these 
items, then finding none, make 
journeys to other stores. 

Roy Baseman and Fred Nolting. 
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Used Silverware and Cutlery 
Boost Traffic 200 Per Cent 


wy pt 
a 24 
Wy 


Housewives delve into these containers for silverware and cutlery and 
find many-items worth using. The store finds a new source of profits. 





The West End Hardware Store has 
found a new and profitable way 
for gaining many new customers 


owners of West End Hardware, 
knew of a large hog raiser who for 
years had been collecting garbage 
from hotels, restaurants and many 
private homes to feed to his hogs. 
This hog raiser would separate the 
garbage in order to prevent the 
hogs getting any metals, etc., with 








it. In this process, over a period 
of years, he found many pieces of 
silverware and cutlery which inad- 
vertently had been thrown away 
with the garbage. These metal 
items he merely tossed into bushel 
baskets, figuring he could sell 
them for scrap some day. 

Although he didn’t want to sell 
his collection of silverware and 
cutlery outright to Baseman and 
Nolting, he was willing to enter 
into an agreement whereby they 
be sold at retail at the West End 
Hardware Store on a “fifty-fifty” 
basis. 

The hardware store owners 
brought many baskets of the items 
to the store and put five baskets 
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UALITY 


IN PEACE OR WAR 


Only the products are different! 


25 YEARS! That’s how long the Macklanburg-Duncan Co. has 
been manufacturing quality ates for America’s leading hardware and 
lumber dealers. 


And while most of our manpower and material is now being used to 
make vital parts for Uncle Sam’s planes, the quality remains unchanged. 
Only the products are different. 


In America, there are thousands of homes that are thankful for the 
— we have always put into every Macklanburg-Duncan product. For 
these peacetime products have stood the test of time, just as our wartime 
products are standing the test of battle today. 


Most of our line has been absent since the start of the war, but we 
have been able to supply limited amounts of a few non-critical products. 
And you may rest assured that while the quantities are limited, the quality 
is not. Yesterday, today and tomorrow . . . the name Macklanburg- 
Duncan will be synonymous with quality. 


MACKLANBURI 


Manugatt 


OKLAHOMA CITY 1} OKLAHOMA 
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These items still available to 
hardware and lumber dealers 


CALKING & GLAZING 
COMPOUND—will not 
dry out, run, crack, 
harden or pull away. 


Wu Glaze Na tae 
GLAZING COMPOUND Baas as 
Does not dry out, crack 
or peel. Not oily. Clean 
to handle. Applied like § 
putty—but not putty. 


VICTORY WOOD & FELT 
WEATHERSTRIP 

An efficient, easy-to-install weatherstrip. 

Made of high grade felt and wood. 


MMADUCO prastics 


Maduco Plastic Molding and Trim won 
the National Plastic Award for 1941, the 
highest in national plastic competition, 









NUMETAL WEATHERSTRIP * NU-CALK CALKING COMPOUND + NU-ART MOLDINGS AND ony 
Tied Uf NU-GLAZE GLAZING COMPOUND * NU-WAY WEATHERSTRIP + NU-ART LETTERS AND NUMBERS 
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line of fast 
cutting blades 


With Star, you offer a wide 
selection of top quality hack 
saw blades. You offer prod- 
ucts built to satisfy that value-wise 
customer, the ‘skilled mechanic. 

Star range of choice covers such fac- 
tors as number of teeth to the inch; 
thickness of blade; length and width of 
blade; and type of blade (whether All- 
Hard, Special Flexible or Star Moly*). 
Send for your copy of the new Star 
Catalog. It’s packed with merchandising 
data as well as technical information— 
aimed to help you build profits through 
greater hack saw sales. 


STAR ADVERTISING appearing regu- 
larly in these Trade Papers, is aimed at 
educating users of hack saws to the 
better workmanship that can be obtained 
by using STAR products. Mill & Fac- 
tory ¢ Industrial Equipment News « 
Purchasing «+ 


Factory « American 
Machinist * Modern 
Machine Shop -« 
Aero Digest « Iron 
Age « Marine 
Engineering. 









BROS. 


4 


3 i, ibs ry 
MIDDLETOWN © NEW YORK 
*T.M. Reg. —\Bi. bearing the name “Moly” 
are made only Clemson Bros Inc., and affili- 

ated companies. , 
Makers of Hack Saws, Frames, Band Saws, Power 
Saws, and Clemson D-17 Lawn Machine. 


@ 5308 
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on display at one time. Then they 
advertised the fact that they had 
these used items for sale. The ad 
was just a small classified one, but 
it got results. Rich and poor 
women alike began to flock to the 
West End Hardware to look at the 
silverware. 

The used merchandise while 
clean was not burnished, and the 
women immediately began sorting 
through it to find six knives, forks 
or spoons which would match up 
fairly well. They paid as high as 
15 cents per piece for this sal- 
vaged silverware and cutlery. Mr. 
Nolting reports that many women 
bought $2 to $5 worth of this sil- 
verware and cutlery, and some 
have come back time and again to 
buy since making their original 
purchases. 

“Most of this silverware is very 
good,” says Mr. Nolting. “We 
haven’t the time or manpower to 
burnish it. If we had, we prob- 
ably would be able to get higher 
prices. But we have been amazed 
at how anxious women are to get 
it. We see women in our store 
who never came here before. One 


purchaser always tells many of 
her friends and then they come 
here to buy. We tell all these 
women that we expect to have 
complete lines of silverware and 
cutlery after the war and invite 
them to trade with us in the fu- 
ture. I think we will be able to 
add many new customers to our 
list through this stunt.” 

During normal times, Mr. Nolt- 
ing says, he and Mr. Baseman 
would never think of salvaging 
merchandise like this and offering 
it for sale. However, they feel that 
this is a patriotic thing to do. The 
idea is also profitable and is show- 
ing Elgin citizens that here is a 
hardware store which is constantly 
trying to serve its customers under 
war-time conditions. 

“We display only five baskets of 
this silverware and cutlery at one 
time,” says Mr. Nolting. “We 
have many more baskets of it in 
the rear of the store. I don’t know 
whether any other hardware store 
can pick up such used merchan- 
dise, but if they can it can prove 
to be a good will builder for them 


as well as a profitmaker.” 


Conserving Capital for Post-War Era 
{Continued from page 82) 


the dealer, it is even a_ better 
proposition. But we know with 
our customers, just as you know 
with your customers, that this ap- 
parent fact is not true. Immedi- 
ately, wher one of our customers 
or immediately, when one of your 
customers becomes delinquent, he 
either avoids you because he does 
not wish to face you when he is 
unable to pay the bill and takes 
his cash trade elsewhere, or he is 
able to open an account elsewhere 
and takes away from you business 
that more than offsets this appar- 
ent advantage. Now if this con- 
dition goes on to such an extent 
that the customer not only loses 
his discount but is forced to make 
a note arrangement and pay in- 
terest, the chances are that he not 
only will take part of his business 
elsewhere but because of the con- 
dition of the account and the in- 
ability to pay the amount he al- 
ready owes, it may become neces- 
sary to curtail his buying. 

We feel, therefore, that it is very 


much to our advantage, just as it 
is very much to your advantage 
to forego the interest and insist 
upon discount, because we know 
that when you are discounting 
your bills you can buy freely, you 
can buy the things you need, and 
that you will give us a greater 
volume of business, consequently 
a better margin of profit. There 
will be no friction between us be- 
cause of our effort to collect from 
you in an attempt to get you back 
on your feet. The same thing ap- 
plies to your customers. A man 
who owes you a bill and cannot 
pay and starts avoiding you, is 
well on the way to become not 
only a lost customer but an actual 
bad debt loss as well. That in 
turn takes off the profit of a great 
many other good sales. You are 
much better off without such cus- 
tomers and it is a good thing to 
let your competitor have them. 
Your customer may object a lit- 
tle when you first approach him 
for collection, but once the bill is 
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paid he again feels that he is a 
favored customer. He feels that 
he owes you nothing, you have 
lost nothing on him. He will in 
90 cases out of 100 return and be- 
come even a better customer than 
he was before. 


Do Your Planning Now! 


Now is the time for us to do 
our post-war planning. Check 
carefully all the things that we 
have, all of the things we need to 
do business with, see if we have 
them in the right amounts, in the 
right places, and at the right time 
so that we can step right back 
into the normal business picture 
and go ahead and have our busi- 
ness working for us part of the 
time instead of our working for 
the business all of the time. Check 
your inventory, check your cash, 
your receivables, your overhead, 
your fixed assets, your indebted- 
ness, and make provisions now 
for a line of credit which you will 
need in bringing your business 
back to normal. If you made your 
money in the hardware business 
keep it in the hardware business, 
so that you may have it when the 
time comes, as it most surely will, 
when you will have need of it. 


Sells Fishing Tackle 
12 Months a Year 


(Continued from page 92) 


chiefly as a sport in this area, Mr. 
Schuessler said that in his news- 
paper advertising and over-the- 
counter contacts he was stressing 
the food value of fish more. He 
has distributed several hundred 
copies of a 30-page booklet which 
carries the injunction on the front 
cover, “Help Solve Your Country’s 
Food Problem!” With pork and 
beef rationed, Mr. Schuessler says, 
more and more people were fish- 
ing for food, and adds he has sold 
fishing tackle 12 months in the 
year, even in December. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 138 
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WHEN REPAIR crews Jake Cher 


They’re doing a great job — those ground crews — re- 
pairing damaged planes and other fighting equipment at 
front line bases, and everywhere. For operating riveters 
and other repair and assembly equipment, air compres- 
sors are powered by sturdy, dependable air-cooled gaso- 
line engines. ‘One more front line duty for the hundreds of 
thousands of Briggs & Stratton engines now “In Service”. 


J ust as Briggs & Stratton engines 
have been war-proved, so have our 
facilities for manufacture. The way 
those rugged, dependable engines 
have come through with flying 
colors is defihite proof that 
Briggs & Stratton high standards 
of quality materials and precision 
manufacture could be, and are be- 
ing maintained in face of wartime 
production schedules. 


Our engineering and production 
staffs are geared up to hélp you on 
present war needs, or on your plan- 
ning now for future production of 
gasoline powered equipment. 


“It’s powered right — when it’s 
powered by Briggs & Stratton.” 


BRIGGS & STRATTON CORP. 
MILWAUKEE 1, WISCONSIN, U.S.A. 


BACK THE ATTACK 
BUY WAR BONDS 


GASOLINE 
ENGINES 














EMCO 
(INCU-RAY 


Gas beaters 
FOR LASTING QUALITY 


Post-war research data reveals that the greater 
port of wor savings and “pent-up” buying 
power will be used for building new homes 
and purchasing new household equipment. 


This evidence points to. a huge market for 
America's most popular gas heaters—Temco 
and Circu-Ray. 


*Compare these outstanding features and plan 
naw for satisfied customers and "repeat’’ busi- 
net by selling Temco or Circu-Ray Gos 
Heaters: ; 


‘ . 

* A size and model for every heating require. 
ment. 12,000 to 90,000 B.T.U.—vented or 
unvented models. 

* Beautifully designed cabinets finished ir: 
porcelain enamel, “the lifetime finish.” 

* Scientific construction by experienced crafts- 
men assures the maximum in operating ef- 

. ficiency and economy. 

utomatic controls provide a constant, 
ealthful temperature at all times. Avail- 
dle as optional equipment on all models. 

# A. approval—your customers will recog- 

‘qnite the seal of the American Gas Associa- 

s Wan Laboratories as the 4ymbol of efficiency 

‘ap high standards of satety:. 















By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


OFFICIALS HERE have predicted 
a better supply of insecticides for the 
coming spring and summer months and 
barring any production setbacks expect 
this better condition to extend through- 
out 1944, 

The arsenic supply is uncertain, de- 
pending on production, imports and 
military requirements. However, the 
fact that the cotton crop was not se- 
verely infested last year permitted large 
stocks of calcium arsenate to be carried 
over. If production schedules are met 
this will mean a much larger supply. 

Practically no lead arsenate was car- 
ried over, but increased production is 
expected. Production of paris green 
will probably be sufficient to meet all 
demands, including those of the Army 
for malaria control. 

Although expanded crop production 
goals call for an increased copper allo- 
cation for copper fungicides, Depart- 
ment of Commerce officials do not ex- 
pect any greater output this year than 
last. 

Cryolite is plentiful and new produc- 
tion for both natural and synthetic in- 
sectide type is expected from new pro- 


duction. Officials say that industry is: 


urging the use of nicotine,’ also in am- 
ple supply, and cryolite wherever ade- 
quate control with these materials is 
possible. 

The recent loosening up of the mer- 
cury supply should provide adequate 
supplies of mercury compounds for 
treating livestock and poultry and for 
disinfectants, insécticides and fungi- 
cides, except turf.' Supplfes of sulfur 
insecticides will be ample, but labor 
shortages may crop up. in this in- 
dustry. Wiiswe 


The situation in regard to rotenone 
and pyrethrum is exactly opposite from 
that which exists in the supply of the 
above insecticides. 


Rotenone is extremely tight, except 
for certain essential uses, although sup- 
plies should increase due to increased 
Latin American output. Little or no 
pyrethrum will be available for civil- 
ian use, since the Army is taking prac- 
tically all supplies for its insect control 
program. The thiocyanates are plenti- 
ful and available for wide use. 


Container shortages may cut the sup- 
ply of small packages available for re- 
tail sale to Victory gardeners, but this 
is the only bleak part of the insecticide 
outlook from the viewpoint of the smal] 
consumer. 

x* 


POCKET KNIFE MANUFAC- 
TURERS are being held up in produc- 
tion of knives from parts which they 
have available, because these knives 
would not be sizes stipulated in Order 
L-140. This situation parallels that 
which confronted in lawn mower manu- 
facturers last summer. At that time it 
was found there were large stocks of 
lawnmower parts available throughout 
the country, but WPB would not per- 
mit their assembly. It was also prom- 
ised by WPB, at that time, that if 
parts were still available production of 
lawn mowers would be permitted this 
spring. No word has yet come out of 
WPB as to what is contemplated. There 
is a strong feeling in various sections 
of industry that WPB should permit 
assembly of all items, for which parts 
and manpower are available, regardless 
of the provisions of any limitation 
order. 
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AMMUNITION ALLOTMENTS 
ee expected to be increased during the 
second quarter. WPB says that once 
the ordérs for the Defense Supplies 


Corp. have been completed distributers | 
will probably be able to order from | 


manufacturers directly. 
5 x * * 


DESPITE* THE SEVERE | 


SHORTAGES of leather a limited 


program for the production of sporting | 


goods, worked out by one of the lead- 
ing manufacturers in the business, is 
underway in OCR. Necessity of main- 


taining a healthy morale by means of | 


facilitating outdoor exercise is said to | 


have brought about this decision. 
xx* xk 


NONE OF THE ELECTRIC 
IRONS now under production will be 
released for sale until OPA brings out 
a satisfactory price schedule, according 
to WPB. 

xx*rk 

MALDISTRIBUTION OF EN- 
AMELWARE has come to the atten- 
tion of government officials. Some 
manufacturers are attempting to get 
promises from wholesalers for postwar 
advantages in return for stock. An in- 
vestigation is reported to be underway. 

xe 


THE WAR FOOD ADMINIS- 
TRATION will present a program 
calling for the production of 25,000 
farm freezers to WPB early in April, 
Harpware AcE has learned. 

Government officials and representa- 
tives of the refrigeration industry‘ have 
agreed that both processing and storage 
facilities should be provided and that it 
would be preferable to specify a mini- 
mum size of 15 cubic feet and a maxi- 
mum of 40-45 cubic feet, each manufac- 
turer included in the program to build 
two sizes within that range. It is ex- 
pected that about 15 manufacturers will 
participate in the program. 

It has been proposed by WPB that 
the same production pattern provided 
under L-38 would hold for this pro- 
gram. The 25,000 freezers would be 
distributed as produced through the 
Agricultural Adjustment Agency’s ra- 
tioning committees of the Department 
of Agriculture. 

xk*t 


WPB HAS TURNED DOWN the 
request of the refrigeration industry 
that a regulation be issued limiting the 
service guarantee on new equipment. 
This proposal has been given careful 
consideration by WPB, and while it 
would conserve materials and manpower 
it has been decided that it would be 
unwise for WPB to undertake such a 
regulation. 

xk 


WPB REPORTS an urgent need 
for increasing production of woodbor- 
ing bits. At present this industry has 
an eleven months’ backlog of unfilled 
orders. Skilled workers cre needed for 
approximately 80 per cent of the pro- 
duction operations and the industry is 
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Rec ENTLY we asked a number of the larger appliance dealers these questions: 
How well is Toastmaster* toaster quality holding up? Do you have any complaints 


from owners? Do you have many returned for repairs? 


Typical of the answers received was this one from an outstanding dealer in 
Chicago: “Of all the appliances that come in here for repairs I can count the 
Toastmaster toasters on the thumbs of one hand.” 

Many dealers have told us that the quality that has been built into Toastmaster 
products is a great source of satisfaction to them, especially during a time like this. 

Users are well satisfied because Toastmaster products continue to serve them 
faithfully. Dealers benefit from the goodwill generated by the original sale of 
quality merchandise and continue to benefit by seeing that repairs are made as 
quickly and expertly as possible, whenever they are required. 

If you are equipped to repair Toastmaster appliances please return the old parts 
when you order new ones. Otherwise, send the appliances with a report of the 
customer’s complaint to the nearest authorized service station listed below. 

Many appliances of all kinds are damaged in transit due to improper packing. 
This not only increases the repair cost but also requires the use of more parts 
at a time when there are none to spare. So, be sure always to protect appliances 
against possible damage by packing them properly for shipment. 


AUTHORIZED TOASTMASTER SERVICE STATIONS 


FACTORY 
Elgin, Ill... .. McGraw Electric Co. 


FACTORY BRANCH SERVICE 
STATIONS 
Chicago, Ill. . ..222 W. Adams St. 
Los Angeles, Cal........316 East 
Third St. 

New York, N. Y. . . 196 Lexington 
Ave., Corner 32d St. 
AUTHORIZED SERVICE STATIONS 
Atlanta, =. - Georgio Power Co. 

Electric Building 
Ratipers, Md.. Baltimore Elec 
Lt. Co., 300 W. Cold Spring Lane 
Boston, = hawine Farrington Elec. 
2 18 Boylston St. 


Cincinnati, O... Whittle Elec. Co. 
1711 Elm St. 


Cleveland, O..... Elec’l Repair & 
Senet, sate 811 Prospect Ave. 


Dallas, T: aera Elec. App. 
et 3 W. Davis St. 
Denver, my re + Midwest Elec. 


Wiring Co., 323 W. Colfax Ave. 
Detroit, Mich. . Cooley-Van Howe 
Service Co., 744 Mich. Theatre Bldg. 
Miami, Fla..... Florida Appliance 

Service, 751 W. Flagler St. 
Minneapolis, Minn., E.B. Kelly & Co. 
214 S. Seventh St. 

New Orleans, La. . Reliance Elec’! 
Works, 814 Carondelet St. 
Philadelphia, Pa. . Joseph T. Fewkes 

137 N. Twelfth St. 


Pittsburgh, Pa...... Quick Service 
lec. Co., Jenkins Arcade 
Portland, Ore. . .Bressie Elec. Co 
909 Southwest Fifth Ave. 
Reading, Pa. .Singer Crockery Co 
419 Washington St. 


San Diego, Cal FZ 
eRe TEs o05 MB Syne” 


Seattle, Wash... Appliance Parts & 
rv. Co., 214 Stewart St. 
Spokane, Wash... Maxwell & Franks 
First Ave. at Wall St. 
San Francisco, Cal. .Radelfinger 
Bros., 544 Natoma St 
St. Louis Me... Kaemmerlen Elec 
18 Locust St. 
Washington B ad) Cod, named 
2320 18th St., 


TOASTMASTER Axoduch. 


etc yu S. eat, OFF, 


**TOASTMASTER™ is a registered trademark of McGraw Evectric Company, Toastmaster Products Division, 
Flgin, Ill. Copyright 1944, McGraw Electric Co. 
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BATHROOM CABINETS 


MIAMI Wood Bathroom Cabinets are doing 
an essential job in wartime housing and 
wherever replacements are necessary. These 
modernized Wood Cabinets are attractively 
streamlined, with mirrors framed in STEEL (by 
permission of WPB). Write Dept. HA for new 
illustrated folder. 


3 Distinctive 
CABINET MODELS 


No. 103W _ 





The MIAMI Line con- 
sists of three attrac- 
tively designed, fully 
equipped wood cabi- 
net models; also wood- 
framed wall mirrors in 
six sizes. Bodies of 
cabinets are made of 
kiln- dried hardwood 
with joints double- 
locked, glued and ten- 
oned; door back of 
moisture-proof compo- 
sition board. 





WOOD FRAMED MIRRORS 


Available in six sizes. 
Mirrors are No. | plate 
glass with hardwood 
frame; mirror back 
of Carey Utilizit 
Board; finish in 
three coats 
baked-on white 
enamel. Ideal for 
installation in 
public washrooms, 
schools, clubs, of- 
fice buildings, 
theaters, railroad 
and bus stations, hospitals, hotels, etc. 


MIAMI CABINET DIVISION 
THE PHILIP CAREY MFG. COMPANY 
Dependable Products Since 1873 


MIDDLETOWN, OHIO 
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unable to work at full capacity because 
of manpower shortages. 

The industry has also reported to 
WPB on the simplified practices estab- 
lished for woodboring bits by Schedule 
VIII of Order L-157. They have recom- 
mended that the manufacture of certain 
sizes, now prohibited, should be per- 
mitted. WPB has promised to give 
these recommendations full considera- 
tion and it is possible that an amend- 
ment to the order will be issued. 


2? 2 


THE RETURN OF PRODUC- 
TION of iron and steel in toys, in the 
expressed opinion of members of the 
newly organized Toy Industry Advisory 
Committee, would save manpower and 
critical materials and at the same time 
result in more serviceable, lower-cost 
products. Industry members estimated 
that the 20 manufacturers who made 
wood toys before the war used about 


10,000,000 board feet of lumber a year 
As a result of restrictions on the use oi 
metal, considerably more than this 
amount of wood ie being used for toys 
now. 

If iron and steel, now permitted to 
be employed only for joining hardware, 
could be used more freely, the industry 
members said, a large quantity of wood 
could be saved, and more serviceable 
toys could be manufactured. Since it is 
easier to stamp metal toy parts than to 
fashion wood toys, manpower would be 
saved also. The proposal to permit re- 
substitution of materials will be given 
consideration by WPB, the committee 
members were told. 

Increased production of toys is im- 
possible, however, until the outlook of 
military operations in Europe becomes 
clearer, WPB officials stressed. The 
present must be regraded as a waiting 
and planning stage. 





Southern Jobbers’ Conventions 
Held Out of the South 


Eprtor, HarpwareE AGE: 
SHORT while after the an- 


nouncements sent out by Mr. 
McAllister and Mr. Rockwell that 
the Southern Jobbers had selected 
Cincinnati for their convention in 
April, I received a message from a 
member of the American Hardware 
Manufacturer’s Association—“Have 
the Southern Jobbers Association 
ever held a convention outside of 
their own territory?” 

They have held meetings in and 
out of the South, in the following 
places—in some of them, more than 
one convention: Memphis, Rich- 
mond, Atlatta, Savannah, Jackson- 
ville, Miami, Palm Beach, White 
Sulphur Springs, Old Point Com- 
fort, Lookout Mountain, Saratoga 
Springs, N. Y., Biloxi, Nashville, 
Louisville, Pittsburgh, Birmingham, 
Mobile, San Antonio, Dallas, Hous- 
ton, Galveston, Hot Springs, Ark., 
and Hot Springs, Va., Atlantic City. 
N. J., New Orleans, and Asheville, 
N. C. 

The National Wholesale Hardware 
Association has held its meetings in 
Pittsburgh, New Orleans, Richmond, 
Memphis, Chicago, Cleveland, Wash- 
ington, D. C., Atlantic City, Buffalo, 
Milwaukee, New York City. 

Because of growing membership 
and increasing interest in the South- 
ern meetings, some very desirable 
meeting places of necessity have 
had to be eliminated, as the selec- 
tion of a meeting place has become 
almost as important a matter as the 
convention itself. Nearly all mem- 


bers of the Southern Jobbers’ organ- 
ization are members also of the Na- 
tional body, so they attend two con- 
ventions a year. During the past 
few years there is an increasing 
number of National members, not 
members of the Southern group, who 
attend Southern meetings. The 
three Associations can boast of their 
largest gatherings in 1943. 

The Cincinnati meeting of the 
Southern Jobbers will be their 54th 
convention, the 87th semi-annual 
meeting of the Hardware Manufac- 
turer’s Association, the 36th Annual 
Meeting of the Old Guard and the 
16th semi-annual luncheon meeting 


of the X Club. 
Georce H. Harper. 





Reaches the 500 Mark 
In Daily Seed Sales 


(Continued from page 83) 


to members of these organiza- 
tions. Clubs select their own 
judges and determine the method 
of distribution of awards, the 
store’s part in the events being 
limited to the giving of advice on 
gardening and providing the 
awards. Garden club members 
participating in such contests are 
under no obligation to buy seeds 
or any other merchandise from 
the store. Awards are usually in 
the form of seeds, given either for 
the current season or provided in 
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the following year. In judging 
the various entries, garden club 
officials consider such matters as 
appearance of the gardens, varie- 
ties grown and the quality and 
quantity of the yield. ; 

It would take considerable time 
to estimate the quantity of seeds 
sold by this store. However, the 
activity of this department is in- 
dicated by the fact that more than 
5,800 lbs. of bean seeds, exclusive 
of white beans, and nearly two 
tons of corn seed were obtained 
this year. Like other firms han- 


dling seed, Herrnstein Hardware | 


was unable to obtain all the seed 


requested, but will enjoy excellent | 


volume in this line. Business is 


always good early in the selling | 


season for the first seeds the 
dealer gets are the prime ones and 
so people buy early. Window dis- 


plays late in the season also help | 


to pull in customers for seeds and 
related lines. 


In addition to its volume in 
garden seed, the store also enjoys 
sales in four special lawn seed 
mixtures of its own and four of 
the grower’s mixtures. 

A. E. Herrnstein is a past presi- 


dent of NRHA. 


Production Prowess 
MERICA not only has amazed 


its enemies, but has astonished 
itself as well, with its marvelous 
wartime production. 


Two years ago, they were telling 
us that, like Germany, we had to 
choose between bullets and butter. 
The fact is that our war production 
today is by far the greatest of any 
nation in the world, and at the same 
time the output of our factories and 
farms is more than sufficient to meet 
all of our essential civilian needs. 

If the war in Europe continues, it 
is estimated that war output this 
year will increase by about 20 per 
cent over last year, with only a 
slight growth in the war labor force. 

This means that we are getting 
better utilization of our facilities and 
more efficient results from our indus- 
trial workers. 

We are demonstrating what an 
all-American team of management 
and worker can do when working 
toward a common end. 


-From Wilmington, N. J., address 
by Eric Johnston. 
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Remember ROYAL — 
a good name to 
“go buy” 
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WIRE 
PLUG FUSES 
CARTRIDGE FUSES 
CORD ASSEMBLIES 
CHRISTMAS OUTFITS 


om ROYAL 


4 ELECTRIC COMPANY, INC. 


95 GRAND AVENUE + PAWTUCKET, R. I. 











Dinner plates are 
displayed to ad- 
vantage along the 
sidewalls and are 
tited so custom- 
ers may view the 
various patterns. 


China and Glassware a Number One 


War-Time Department 


\ ie china, glass- 


ware and gifts had always been a 
profitable department at Bohn 
Hardware Co., Woodstock, IIl., it 
took the war to lift that section 
into the number one spot as a 
volume and profit maker. 

This store’s china, glassware 
and gift section is built around 
the idea that the average woman 
wants to beautify her kitchen, her 
dining room and her home, and 
that social life, as it pertains to 
the family and to friends, can be 
enhanced by good food, dishes, 
glassware and pleasant surround- 
ings. 

For this reason, the Bohn 
Hardware Co. carries as complete 
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The Bohn Hardware Co., Woodstock, 
Ill., gets results because of its 
ample stocks and fine displays 


a war-time stock as is possible of 
china, colored pottery, quality 
glassware, and a variety of gifts. 
The store does not do much busi- 
ness with transients on this line. 
Many town and farm families in 
this area have bought at this store 
for more than 50 years. They 
know the china and glassware 
stocks which are carried, and 
many families buy regularly to 
add to their kitchen and dining 
room equipment. 

One entire sidewall section up 
at the front of the store is given 


over to the display of china and 
colored pottery. Popular priced 
sets in stock range in price from 





ON AVAILABLE GOODS 
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For the current season, Kyanize national advertising steps out with a 


jaunty, carefree air. Its typical American tempo, its determination to 
make the best of things, in tune with the times. Kyanize display cards... 
dominant in size and radiant in color ... carry the same cheery message 
of thrift right into the display window. Sure; they pack the punch 
of Kyanize beauty, durability, speed and washability. They drive these 
points home with a smile . . . but with power. 


There’s a mighty market of mounting paint sales 
awaiting the dealer who stages this Kyanize 4-Star 
Display Group in his window. Better join up today. 


BOSTON VARNISH COMPANY 


1524 S. Western Ave. 419 Evst Third Street 
CHICAGO 8, ILL. Everett 49, Mass. 105 ANGELES 13, CAL. 


SAVE the NATION 
vom \NFLATION 


USE IT UP 
WEAR IT OUT 
MAKE IT DO 
OR DO WITHOUT 


Riyanize 


PAINTS * VARNISHES « ENAMELS 














Window displays feature china and glassware on cloth-covered tables 
and interior displays of these items are accorded similar treatment. 


$6.95 to $49.95, with the $25 and 
$30 sets very much in demand by 
both town and farm families. 

The firm believes in getting the 
shelf displays of dinner plates up 
where people can see them and 
finds that this helps sales much 
more than if the plates are stacked 
flat. Salespersons have found 
that china customers look first at 
the large dinner plates, and if 
they like the design and color, 
then they will inspect the rest of 
the stock. 

The store does a large business 
in china for weddings and other 
occasions. The Christmas business 
on this line has been especially 
fine the last few years. This has 


been helped by attractive window 
and interior displays. 

A sufficient variety of patterns 
is displayed in the china section 
to make the browsing housewife 
stop and inspect. In almost every 
instance the dinner plates are dis- 
played on end and at an angle in 
order to catch the eye. 

Colored pottery, especially the 
cookie jars, have caught the atten- 
tion of Woodstock housewives dur- 
ing the past year, and many of 
them have been sold. Other pot- 
tery, especially in the line of 
flower vases and plant pottery, is 
carried on a long table adjacent 
the sidewall china display, and 
this makes for unity of presenta- 





tion. The housewife who buys 
china often stops to inspect the 
flower vases and frequently makes 
a purchase. 

Farther back toward the center 
of the store, the housewife can 
find a section of glassware, neatly 
arranged and displayed. Glass- 
ware business at Bohn’s has been 
very heavy during the past two 
years, as housewives, with their 
purses heavy with war cash, have 
shown no hesitation in purchasing 
fine china and glassware for their 
homes. 

Near the glassware sidewall dis- 
play there is also a table contain- 
ing a showing of figurine and 
other small gifts, for which there 
is also a considerable demand in 
this area. 

Sales of china and glassware 
are promoted at Christmas time 
each year on tables, covered with 
white cloths and with the mer- 
chandise displayed on them in an 
attractive manner. The Christmas 
shopper, looking for appropriate 
gifts cannot help getting the idea 
that china and glassware make 
wonderful gifts. On such occa- 
sions additional stocks of these 
items are also displayed on side- 
walls, 

Window displays of china and 
glassware at holiday seasons fre- 
quently contain a table and table- 
cloth showing. Such a display 
always attracts the attention of the 
housewife, for the kitchen and 
dining room are hallowed ground 
to her. 


A Display for Gardeners and Sports Enthusiasts 


P. J. Tarzian of 1224 Ful- 
ton St., Brooklyn, N. Y., 
emphasized the spring- 
time angle with two 
window displays. At the 
left are featured lawn 
and garden goods and 
seeds with kegs of fer- 
tilizer and soil foods 
aligned at the entrance. 
The window at the right 
stresses fishing. base- 
ball and tennis ecuip- 
ment with a number of 
housewares items in the 
comer. Attention is at- 
tracted by the display 
of fishing rods which 
are shown standing up. 
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Military needs must have the right-of-way. 
The demand by the Armed Forces for Athletic 
Equipment, together with an acute shortage 
of essential raw materials, have created pro- 
duction difficulties. 


It is our hope that with the release of vital 
raw materials increased production will again, 
in the near future, provide a surplus for our 


distributors” needs. 


Remember that the Athletic Equipment at 
present not available to you is doing double 
duty with the Armed Forces on the home front 
and in every far-flung outpost of the world. 


THE DRAPER-MAYNARD CO. 


400 YORK STREET CINCINNATI, OHIO 














Modell. CHAINS 


is“ for War | 
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-and for Post-War, too! 


Today hundreds of different Hodeli chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 
help you. Send blueprints for a prompt estimate. 

















FOR 71 YEARS 


eaders in 
HARNESS 


HARDWARE 


BITS 
RINGS 
LOOPS 
SNAPS 
HOOKS 
BUCKLES 
ROPE GOODS 











COVERT MFG. CO. 


TROY, NEW YORK 


That “V” in Covert is a “Vic- 
tory V”. It means a major 
share of our planning and pro- 
duction is directed in “Win the 
War” channels. That is why we 
ask you, please, to continue to 
order only for current require- 
ments and to allow ample time 
for delivery ... until Victory is 
accomplished and we can all 
get back to normal ways. 








” JEWELRY 
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An Electric Fence Battery 
with 15 Lives 





THE WILLARD CR-2-3 fits 
approximately the same 
space as a G6-volt dry battery. 











A New Willard . . . for Electric Fences, Ignition, Bell 
Ringing, Alarms, and Other Applications involving low 
current drain over long periods of time. This specially 
built Willard is Charge-Retaining*— it will stand for a 
full year or more, even in warm weather, without running 
down. That means long she/f life as well as long service life. 
It delivers steady voltage and steady shocking power even 
when almost discharged—and even in dry, sandy soil. Serv- 
ice on one charge is approximately equal to the entire life 





of a dry battery—and it can be recharged at least 15 times. CR-2-3 
That’s why it is called, “The battery with 15 lives!” MERCHANDISING HELPS 
Jor. agemknee Willard CR-2-3 merchan- 


Change - Relauning dising helps include free 


BATTERIES easel counter displays, 


advertising folders, spe- 
cial display tags, catalog 
inserts, mats for local 
advertising. 


Army-Navy “E,” awarded a=: 
e Ships — for Cars, Trucks, Tractors and Buses at home the Willard Storage Battery 


Willards at war: for Tanks e Combat Cars e Jeeps « Walkie-Talkies 
Company, Cleveland factory. 


for high achievement in the 


-have the power to carry on Bo; ssemnwras oe 


WILLARD STORAGE BATTERY CO. * CLEVELAND - LOS ANGELES - DALLAS - TORONTO 
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All over America, the CP Gas Range Business Building Plan is creat- 
ing a backlog of profitable, peacetime business. If you haven’t received 
your kit showing how this flexible, practical, pre-selling plan will 
build business for you, write for it today. 


This is the plan that helps create good jobs for service men... 
increases sales of War Bonds . . . pre-sells your customers on peace- 
time Gas Ranges bearing the famous CP Seal . . . and makes your 
showroom Postwar Home-Planning Center for your community. 


———) If you want to meet your customers’ present and postwar demands— 
if you want to produce more profitable business now and after the 
PS war, tie-in with this national CP Gas Range promotion. It will make 
money for you. For information on how to put the CP Business Building Plan 
ee to work for you and for a complete set of promotional helps, 
s, write to CP Gas Range Div., Association of Gas Appliance and 
e- Equipment Manufacturers, 60 East 42nd St., New York 17, N.Y. 
> 
. Gas Ranges bearing the CP Seal are manufactured by: 














A-B Stoves, Inc. Detroit-Michigan Stove Co. Gurney Foundry Co., Ltd. Geo. D. Roper Corp. 

American Stove Co. The Estate Stove Co. Hardwick Stove Co. Standard Gas Equipm’t Corp. 
c: Caloric Gas Stove Works Glenwood Range Co. Moffats, Ltd. The Tappan Stove Co. 

Clare Bros. & Co., Ltd. James Graham Mfg. Co. O'Keefe & Merritt Co. Western Stove Co., Inc. 

Cribben & Sexton Co. Grand Home Appliance Co. Roberts & Mander Stove Co. 


AMERICA’S SYMBOL OF CERTIFIED PERFORMANCE 
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Compact and Unique Fixture 
Features Seeds in Season 


Machin & Kratovil, Inc., uses 
a double-purpose unit which 
is adaptable for other items. 
Sales of seeds increased 50 
per cent last year over 1942. 


This unusual unit can be changed 
in order to show various types of 
merchandise. It is responsible for 
a very large volume of business 
in seeds in the spring and summer. 








Te firm of Machin 


& Kratovil, Inc., Springfield, 
Mass., has a unique fixture which 
serves a double purpose and per- 
mits the efficient use of space 
which is at a premium in the store. 
During the early spring and sum- 
mer this fixture is converted to 
show seeds and other garden 
goods. At other times, it is 
changed and used to display other 
seasonal merchandise of the store. 


Special Front Added 
A special front is added to the 


fixture when seeds are to be dis- 
played. Each unit of this front, of 
which there are two, consists of 12 
bins. When they are installed the 
table has 24 bins for stocking bulk 
vegetable seeds. Glass quart jars 
are used for other seeds and these 
jars are arranged in narrow shelv- 
ing above the table part of the fix- 
ture. 
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Special shelving at the rear ex- 
tends 3 ft. above the table top. 
Other garden supplies and equip- 
ment are shown here in addition 
to seeds. 


Sales Up 50 Per Cent 


“During the season last year, 
sales of seeds increased 50 per 
cent over the previous year,” says 
Emil Kratovil, partner. “We fea- 
tured Victory Garden seed assort- 
ments and these were most popu- 
lar with customers who were 
planting gardens for the first time. 
These packets sold for $2.49, 
$1.00, and 50 cents.” 


This firm carries 54 varieties of 
bulk seeds and many others in as- 
sortments supplied by seed manu- 
facturers. Several large manufac- 
turers’ units of this type are on 
display in our store. 

“We always feature canvas 
gloves on our garden goods table,” 
says Mr. Kratovil, “especially dur- 


ing the early spring. Practically 
every woman will buy a pair of 
gloves when she buys seeds. Gloves 
are removed so sprinklers and 
other items used in the care of 
lawns and gardens can be shown 
as the season progresses.” 

The fixture occupies a promi- 
nent place in the store and can be 
seen without difficulty by the cus- 
tomers who may be passing. 





ON AVAILABLE GOODS 
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“U" PLAN CHECK LIST — Quantities of 
“U” Plan Check Lists are being supplied 
to “U” Planners free of charge. They 
can be used as an economical mailing 
piece with your own letter on the back 
and can then serve as a basic part of 
your priority or preference system. 


NATIONAL ADVERTISING—Every “U” 
Planner reaps the benefit of full page 
color advertisements running in 14 
national magazines throughout the 
year. Forty million messages featur- 
ing the “U” Plan will be addressed to 
present and post-war customers. To 
take advantage of this advertising 
campaign now in full swing, you 
=| must identify your store as “U” 
_— _— Plan Headquarters. 






| PROMOTIONAL PACKAGE — The 
gi, free Promotional Package includes 
blow-ups of National Advertising, 
Counter Cards, Window Cards and 
Window Banners that tell custom- 
ers at a glance you area“U” Planner. 
Consumer Booklets, War Bond En- 
velopes and Check Lists help you 





PLAN BOOK—The “U” Plan for “V” 
Day takes concrete form in the 20-page 
four-color Plan Book which explains 
every phase of the activity in detail. 
The Plan Book alone is a contribution 

i mer to intelligent, down-to-earth post-war 
— Ray sie sages Beg pas bee “ Meerinese planning. Send for it today as your first 
for you to announce the “U” Plan = step toward becoming a “U” Planner. 


in local newspapers. 
Ask yourself—can | afford to miss tying in with the “U” Plan for “V" VOURS \PE 
Day. Universal is contributing the Plan, the National Advertising, 
Plan Book and Promotional Package. You invest no money—merel: VA 
fill out the coupon fo get started. Do it now! F FOR THE ASKIN G: 
é » FRARY & ARK 
i, sana! New Britain, Conn. a I 
2 @ 2: ~ | Gentlemen: | 
RTS — I wish to become a “U” Plan Dealer — please send 
S| fcc Pa for VY" Day Plan Book co j 
Fl Ss i ll {ps viv fy Now | 
(Fan A - y =|_} 
re iii) os I eee a = gn Y & St 4M “| Address. 


LANDERS, FRARY. & CLARK © NEW BRITAIN, CONN. | Ci State I 
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Time to “Pep Up” the Store 


FTER the cold, drab winter 
months, every store needs 
some “pepping up.” One 

way to accomplish this is to create 
an entirely new store atmosphere. 
Overhead decorations will do it. 
So dress up the store for spring 
so that your customers will know 
that something different and un- 
usual is going on. 

It’s really not difficult to change 
the atmosphere of a store, once 
you are set up to do it. Put sev- 
eral wires across the store to hold 
streamers and banners. These 
wires should be at least 8 or 9 
feet above the floor. In the aver- 
age length store, one wire near 
the front, one at the rear, and 
one in the center will be sufficient. 
If your store is very deep another 
wire may be necessary. 

Pennants and banners can be 
thrown over the wires. Staple or 
tape them together. Decorations 
of this type can be put up and 
taken down easily. 

Be sure to dress your store in 
this manner for spring. Launch 
the spring season with a bang! 


Look at Your Stockroom 


Keep your stockroom neat and 
clean. If this is done you will 
prevent any merchandise losses. 
Many items depreciate in value if 
they get dirty. Other items are 
easily damaged unless they are 
properly stored on stock shelves. 

A clean stockroom, and one 
where merchandise is placed in 
proper storage bins as soon as it 
is checked, will pay big dividends. 


Extra Sales 


Many extra sales can be made 
if you suggest items to customers 
at the right moment. Show cards 
do this job in a tactful manner. 

Cards can accomplish the de- 
sired result in several ways. They 
should always be used on table 
displays. Also use a show card 
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with a display of bulky goods 
when it is shown on a platform. 
Cards placed on the glass of 
the front door can suggest timely 
or seasonal merchandise. Place 
them at eye level so customers will 
be sure to read them as they open 
the door. You can sell snow 
shovels in this manner on a snowy 
day. You can sell door mats on 
the rainy or sloppy days. Try it! 


Price Merchandise Promptly 


and Accurately 


There is nothing quite so em- 
barrassing to a salesman as being 





unable to find selling prices on 
merchandise. It wastes time, is 
inconvenient and creates a bad 
impression with the customer. 
When prices are not on goods, 
salesmen must spend time looking 
them up or must bother other em- 
ployees for this information and 
will often guess at the price. In 
such instances, they may over- 
charge the customer, sell the mer- 
chandise at no profit to the com- 
pany, or lose the sale. 

Good store managers check the 
pricing of merchandise continu- 
ally. This is the only way to in- 
sure that all merchandise is 
marked accurately and correctly. 





Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80, good; 60, fair; 40, poor, and 


20, very poor. The correct answers to these questions will be 


found on page 160. 


Work the problem first—then substitute the figures 
of your own business for those in the problems. 


1—A customer received a statement at the first of the month 
for $58 representing purchases for the period. She is en- 
titled to take a 2 per cent cash discount if paid by the 10th. 


Figure the amount of the cash discount the customer can de- 


duct. 


2—A dealer’s sales of galvanized ware at cost were $500 
during the year. He decides that a three months’ stock will 
provide an adequate normal inventory. Determine the value 


of the ideal stock. 


3—Figure the amount of the installment payment due every 
other week in the following case. The article to be financed 
costs $50 to which is to be added a $2 carrying charge. 
Payments are to be spread over one year, and are to be made 


every other week. 


4—Freight on a shipment of dinnerware amounts to $25. 
The invoice cost of the goods is $500. What is the delivered 


cost of the goods? 


5—Margin on a line of fishing tackle is 35 per cent of sales. 
The owner allows 10 per cent discount to employees of local 
plants and 70 per cent of his volume of $30,000 in this de- 
partment is received from this source. Determine the actual 
dollar margin for the department. What percentage is it of 


sales? 


(Answers on page 160) 
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For centuries, the substantial part of a hardware 
merchant’s inventory has been non-perishable 

. Under present conditions, a shrewd poli 
which coincides with this old, proven fact wil 
pay out. 

1. When non-perishable but seasonable merchan- 
dise is left over, it may be stored and sold 
profitably during the next season. 

2. Non-perishable and non-seasonable merchan- 
dise eventually brin, rofit without a “it 
must be sold, regardless attitude.” 

3. Non-perishable goods may be carried from 
war to postwar markets. 

4. When strictly hardware, non-perishable items 

are in your inventory, a postwar shifting of 
buying habits will be less hazardous. 
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| WEBSTER Also Gives the Answer 
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NO. 5 
STANDARD CLAY 
OR RAILROAD PICK 





hard/ware (hard/war’)), n. Ware made of 
metal, as fittings, trimmings, cutlery, 


tools, parts of machines, etc. 


Tas can cus eth tee eun-enwell 


5. With non-perishable goods, you keep closely 

identified as a hardware merchant. 

Warren Tools, for example, know no season, no 
style changes, and no depreciated value. This line 
and many others will ride gallantly through pros- 

rity and depression. They are truly a cubetantial 

rdware item with which you will have no in- 
ventory worry. 
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=. GLASSWARE of unusual grace and refinement. 
Its subtle pastel tints and frosty satin finish make it as 
appealing and appetizing as a dainty sherbet! You'll find it 


worthwhile to make a display of SATINTONE .. . because 


and want it in their own home. Available in a 


wide variety of patterns and prices. 


Century Melatrafl oy 
5960 Broadway Corp. Chicago, Ill. 





women everywhere are quick to recognize its unique charm J 
‘ x Orns, \ 
uy 











41% PROFIT MARGIN... 





Candles are a big new hardware-store item— 
especially during these times of war shortages! 
For a quick and continuous response—for real 
profits, order your striking new counter display 
of Will & Baumer Taperlites. 


Taperlites are the only popular-priced hand- 
dipped candles with the new Firmfit End that 
prevents tipping and dripping .. . and they're 
made with all the style and fine craftsman- 
ship that are Will & Baumer standards. War- 
time uses and emergencies make fast-selling 
Taperlites a must on your counter. 


Free! This Handsome Counter Display Stand 
. » with your order for the new Introductory "Assortment 1,000" containing: 





8 doz.10” Taperlites to retail at 15¢ a pair Standard Color Arrangement—2 doz. White; 
8 doz.15” Taperlites to retail at 20c a pair 2 doz. Old Ivory; 1 doz. Blue; 1 doz. Peach; 1 
TOTAL RETAIL VALUE......... $16.80 doz. Foliage Green; 1 doz. Yellow. 

COST TO DEALER ............ $10.00 Other colors available if desired: Cream, Pink, 
DEALER'S PROFIT ...... $6.80 or 41% Red, Dark Blue, Apple Green, Sunshine Yellow. 


Display Dimensions: Length 24”, width 17”, height 6”. Six compartments hold four each of 10” and 15” sizes. 
ORDER Your Introductory Assortment from Your Wholesaler TODAY! 


If He Can't Supply You, Mail Your Check for $10.00 Direct—Terms: Less 2%, F.O.B. Factory, Syracuse, N. Y. 


with Nw TAPERLITE Streamlined Assortment 











WILL & BAUMER CANDLE CO., INC, fstablished 1855 


Fancy Candle Sales Office: 15 East 32nd St., New York, N. Y. Factory and General Offices: Syracuse, N, Y. 
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BOY! THIS DISPLAY REALLY 
SELLS LIGHTNINGPAKS FAST/ 


woe oe 
nl HEAT PADS 


Hor water / 








@ 


HOW TO 
lad 99 
YOUR LIGHTNINGPAK SALES by G 


Sales records prove that stores adequately displaying 


Lightningpak sell four times as many as stores that YOUR PROFIT IS PROTECTED 


fail to display ‘em. by Fair Trade Retail Price 
That 8 because customers recognize Lightningpak > I iciitiiciticie 
practical features at first sight—and buy Lightningpak 
pronto for home medicine chests, traveling, or for RETAILER’S PRICE $9.00 alias 
gifts to servicemen and women. $2.60 

ew ae REFILLS °D 2 per some 
So display Lightningpak prominently on counter or 
table and in your window. It'll pay you quick profits. 
Send now for your Lightningpak advertising mats. Neat, compact, attrac- 
They’re free. They’ll bring the customers to your eWay og _— 
store. Your displays will do the rest! quires no hot water or electricity. Stays 


hot 8 hours every time you add two 
bl fuls of . Heat i 
LIGHTNINGPAK, CHAPEL ST., NEWTON 58, MASS. Gils. Wood whssocer asa io oeemm> 
mended, Lightningpak helps relieve 
minor aches, sprains, sore muscles. 


THROUGH YOUR Easily replaceable heat units lasts about 
100 hours, bri jou steady re 1 
Buy LIGHTNINGPA LOCAL JOBBER ee 
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Feature Dairy Supplies, Golf, Tennis 


And Fishing Equipment 


HARDWARE AGE Original Window Display IDEAS 







































































Dairy Supp.ies 
MILKERS~SEPARATORS ESSENTIAL TO MILK. COOLERS 
ae age GREATER FOOD oe ee 
Sse PRODUCTION 
ee? } £ 
Fy lca TT 
i ws | | Moun 
oe nc a, 
Faren + (fone = : Fiuven FOscs 
GOLF AND 
TENNIS 
WINDOW 
MERCHANDISE: 


Tennis rackets, ten- 
nis balls, nets, racket 
presses, eye visors, 
golf balls, golf tees, 
badminton rackets 
and sets, badminton 
nets, birds, table 
tennis sets. 


FISHING 
TACKLE 
WINDOW 


MERCHANDISE: 
Casting rods, fly 
rods, creels, tackle 
boxes, bait boxes, 
fly boxes. minnow 
pails, landing nets, 
fishing line, reels, 
hooks, plugs, baits, 
sinkers, floats, fish 
stringers. 

BACKGROUND: 
Center panels of 
bright green corru- 
gated material or 
painted wallboard. 
Side strips of dark 
green or ivory. Cut- 
eut letters in ivory. 
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RELAX OUTDOORS 


TENNIS AND 
BADMINTON 
EQUIPMENT 


FisHi 





DAIRY 
SUPPLIES 
WINDOW 


MERCHANDISE: 
Cream separator, 
dairy pails, churns, 

i cans, milk 
stools, milk bottles, 
butter molds, cream 
cans, bottle brushes, 
scrub brushes, filter 
discs, bottle caps, 
dairy thermometers, 
dairy scales, cow 
bells, bull rings. 

BACKGROUND: 
Center panel of deep 
blue corrugated ma- 
terial or painted 
wallboard. Side 
panels of light yel- 
low material. Cut- 
out letters of yellow 
and blue material. 


ACKLE 


SOON 


HARDWARE AGE 











MAI 





SE: 
or, 
ns, 
lk 
les, 


es, 
iter 
Ps, 
Ts, 
ow 


ep 
1a- 
ed 














ae 


eae atte Ma, 


tar Pes a7 
2 Rifle 
t rifle field, 
and oper. 


-One Automatic .2 
h 


tic in th a 
le for automatic fone lish 


87 Three-in 
automa 


b 
Peater, or single shot rifle, 





FIRST 
Adjusta 
ated re 








MARCH 16, 1944 











a ee  asats, COME Rone S 
° TE ‘Arms 
@ sTEvES 


To Inerease Your Future Business 












Advertisements like the one illustrated are charging 
the battery of future demand for sporting arms built 
by Stevens. Look for a far bigger business on these 
popular products as soon as Government regulations 
permit. 

J. Stevens Arms Company 


Division of Savage Arms Corporation 
Chicopee Falls, Mass. 
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AMERICAN 
MOLDED PLASTIC 


PLUMBING FITTINGS 









u 
mM ake more c 
isfied customers 






































«pment: J. M. BUTTS CO. +++291 Peachtree Bldg. CLYDE CARY 703 Market St. 
Ship Atlanta, G 
d fittings. ame, SO. San Francisco, Cal. 
nv J. M, KANE ...P. ©. Box 1552 
Fort Worth, Texas PRODUCTS PREFERRED, Inc. 47 Kemble St. 
Trade J. W. PURCELL 1306 Stewart St. Boston, Mass. 
located in Principe! Seattle, Wash. PAUL R. SPENCER CO. 4000 York St. 
ces FOC" _——— MITCHELL LOVE 712-16 No. 6th St. D Colo. 
Branch off Cities Philadelphia, Pa. enver, Colo. 
POTTER-ROEMER CO. 2432 E. ath $+, JOHN G. KELLY, Inc.. 24-14 Bridge Plaze South, 
Los Angeles, Cal. Long Island City, New York 







Canadian Distributors: W. H. Cunningham & Hill, Ltd., 269-271 W. Richmond St., Toronto 2, Canada 






1758 N. Honore Street, 


AMERICAN MOLDED PRODUCTS SALES CO. (1600 nontn-is00wesr) 


Chicago 22, Illinois 


WHEN DOWEL AND BIT AGREE IN SIZE 















tI] 

INDIVIDUALLY “miked” at the factory, Russell Jennings THAT'S aa 
Auger Bits agree in size with standard dowel stock. Such A BIG TIME SAVER! find o 
accuracy saves time, not only in doweling but in hundreds of ~e 
other jobs where the fitting is fussy. The sizes marked on the dealet 
shanks of Russell Jennings Auger Bits mean what they say! We it 
invest 

Also ... the screw is always in the center, the lips and spurs you t 
are hand-sharpened, there is perfect chip clearance, and only em 
the best edge-holding tool steel almos 
is used. With joiners, cabinet lh 
makers, responsible carpenters The f 
and serious amateur craftsmen, or shi 
these points mean much. Use eet 
them in your selling and make some 
not only customers, but friends. i on 


Was, 


Sold only through wholesal- 
ers—and as war time demands 
permit. 


1840 ings, AUGER BITS biesa 


Manufactured Only By THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN., U. S. A. 
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et acquainted with the family 


eg 


before you ask for her hand 


BEFORE you select the manufacturer who will 
supply you with domestic water systems... 
find out what engineering and manufacturing 
experience he has with which to back up his 
products. Find out what his distributors and 
dealers have to say about him. 


We invite you to make your own independent 
investigation of Goulds Pumps, Inc., but for a 
starter we'll open up our family album and show 
you that we are the world’s largest manufac- 
turers of pumps exclusively. . . We have been 
manufacturing pumps, nothing but pumps, for 
almost a hundred years. All through this war 
we have been manufacturing pumps, nothing 
but pumps. 


The famous dual purpose Jet-O-Matic for deep 
or shallow well service, the Cid deep well, and 
the Cid shallow well water systems will supply 
the needs of most of your customers. They have 
some big brothers that have pioneered modern 
pump developments and have shown the way 
to greater endurance, efficiency and economy 


COULDS 


SENECA 


for the Goulds domestic water systems you will 
stock and sell. These big brothers pump every- 
thing from mud to high test gasoline and we 
mean everything—including molten salt and 
molten lead. 


Before you tie the knot on your domestic water 
system dealership, investigate Goulds. Write for 
descriptive literature on our complete line of 
pumps and water systems. 


UPPER RIGHT 


Goulds famous Jet-O-Matic 
Domestic Water System... 
one unit for shallow or deep 
well operation. 


CENTER 
Goulds "'Cid”’ Shallow Well 
Pumping Unit. 


LOWER LEFT 


Goulds "'Cid”’ Deep Well 
Pumping Unit. 








PUMPS Inc. 
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American Hardware Dealer Operates 
Hotel for Service Men in Tunis 


Joseph G. Farrell of the Colonial 

Hardware Co., West Hartford, Conn. 

now managing Red Cross hotel for 
enlisted men in North Africa 


E..., the Colonial 


Hardware Co., West Hartford, 
Conn., to Tunis in Tunisia, North 
Africa, as a hotel manager for the 
American Red Cross is one big 
jump, but it was made some 
months ago by Joseph G. Farrell, 
partner in the Colonial Hardware 
Co. since 1928. His experiences 
as a hardware dealer have proven 
to be mighty handy to Mr. Far- 
rell when it came to equipping the 
Carlton Hotel, formerly privately 
operated under another name. 

Long before the American Red 
Cross opened what is now the 
Carlton Hotel for providing clean, 
comfortable, decent over-night 
leave quarters for American en- 
listed men, he was there getting 
the place and its 43 rooms in 
shape. 


140 Guests a Night 


Every night the Carlton Hotel 
is filled to capacity, yet it operates 
at a loss since none of its guests 
are asked for a fee for sleeping 
quarters. Blankets are supplied in 
plentiful numbers—but how he 
managed to get hold of so much 
bedding remains a major mystery 
which he refuses to explain. Even 
soap and towels for use in the 
showers are supplied free to the 
guests. The register lists an aver- 
age of 140 guests a night, and 
when there is a real rush a few 
extra mattresses are placed on the 
floors of the rooms to boost occu- 
pancy to 160, without too great a 
difficulty. 
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While the Carlton’s chief func- 
tion is to provide sleeping quar- 
ters, it also offers a comfortable, 
though small lounge, and the 
check room is nearly always 
jammed to the ceiling with para- 
chutes, helmets, gas masks, bed- 
ding rolls and parts of uniforms. 

Joe Farrell’s warm hearted per- 
sonality helps to make the hotel 
an unusual place. Devoted to his 
job, he is literally on duty 24 
hours of each day. In fact his 
room is a combination of sleeping 
quarters, office and consultation 
room, for he never knows at what 
hour of the day or night a soldier 
will knock at his door with a rou- 
tine request or for consultation. 
He might be requested for the lo- 
cation of facilities for getting a 
drink of water or may be asked 
for an extra blanket. Sometimes 
he has had to look after a service 
man who has been celebrating just 
a bit too well, or has been called 
on to comfort some heartbroken 
chap who has lost his buddy in 
action. All in all, he has to be 
father, mother, big brother and 
confidant, all rolled into one. 

One special service in which he 
takes particular pride is taking a 
snapshot picture of any boy de- 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 138 











- 


JOSEPH G. FARRELL 


siring one and sending it, without 
cost, back to the States to his fam- 
ily. Such pictures are always ac- 
companied by a personal letter 
from Mr. Farrell saying that 
“Junior” has stayed overnight at 
the hotel, and has talked with him 
and that he is well and happy. 
Although this added service to 
those in the armed forces takes 
time from his busy 24 hours of 
activity, he says the letters pay 
rich dividends in thanks from 
grateful parents in the States. 


He Understands Soldiers 


As a veteran of the First World 
War—he was a private in the 
American Army—he knows his 
fighting men and thus is able to 
make American uniformed guests 
feel so much at home that they 
constantly return to the hotel, 
when on leave. 

“I have never had a job that 
gave me half the ‘kick’ this one 
does,” Joe Farrell says, mod- 
estly adding, “Maybe it isn’t 
much, but I think we’re filling a 
need here.” 

Back in West Hartford, Conn., 
his partner T. W. Brazel, carries 
on the business of The Colonial 
Hardware Co., Inc., at 21 La 
Salle Rd. 
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MANUFACTURERS, SOUTHERN JOBBERS 
CINCINNATI MEETING PROGRAM | 


Joint annual convention of Southern Hardware Job- 
bers and American Hardware Manufacturers Associa- 
tion to be held April 17-20, inclusive, in Cincinnati, 
Ohio, at Netherland Plaza Hotel. 


The 
the 
Association 
Hardware 
will 


annual 
Hardware Job- 
and the Ameri- 
Manufacturers’ 
be held at the 


joint 
of Southern 
ers’ 
can 
Association 


Netherlands Plaza Hotel, Cincin- 
nati, Ohio, April 17-20. Marking 


the 88th semi-annual gathering of 
the Manufacturers this meeting 
will be the 54th annual meeting 
of the Southern Hardware Job- 
bers’ Association. As in previous 
war sessions of the two groups 
this convention will be a stream- 
lined, strictly business gathering, 
with all general convention en- 
tertainment features omitted. 
Registrations will start Mon- 
day morning, April 17, with sep- 
arate meetings of the executive 
committees of the two 
tions that day and a special meet- 


associa- 


convention | be 


| 





ing of the Texas Wholesale 
Hardware Association. Joint busi- 
ness sessions will be held Tues- 
day and Wednesday morning. | 


Separate 


business sessions will | fronts. 


conducted by the 


on Tuesday and Wednesday 
afternoons and Thursday morn- 
ing. There will be no meeting of | 


manufacturers on Thursday. The 
registration desk will be located 
in a “Hardware Lobby” 
third floor adjoining the Hall of 
Mirrors where all convention 
business sessions will be held. 
Eric A. now 
his second term as president of 
the United States Chamber of 
Commerce, will address the as- 
semblage.. Another speaker will 
be Dr. James S. Thomas, noted 
scientist, author and _ lecturer, 
whose topic of discussion will be 
“The New World of Tomorrow.” 
Henry J. Taylor, war correspon- 
dent, and commentator, 
who has recently returned from 
a 21,000-mile tour of the Euro- 
pean theater of war, will speak 
about war progress and prospects 
as they appear on the battle 
Outstanding economid 


on the 


Johnston, serving 


news 








ASSOCIATION 
A.H.M.A. 





8. T. OLIN 
Western Cartridge Co., | 
East Alton, Ill. ' 
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PRESIDENTS 
S.H.J.A. 





W. A. PARKER 
Beck & Gregg Hardware Co., 
Atlanta, Ga. 


er sale rs 


the subject of 
owe address by Oliver C. Car- 
michael, Chancellor of Vander- 
bilt University, veteran of World 
| War I, and a leading educator of 
the South. 


problems will be 





| meetings of the Southern Hard- 
| ware Jobbers’ Association, on 
| Tuesday and Wednesday after- 
noons, will be the WPB clinics. 
in which important officials of 
the WPB Wholesale and Retail 
Trade Division and of the Hard- 
ware Supplies Section will ex- 
plain the work they are doing, 
and handle questions and an- 
swers relating to all WPB regu- 
lations affecting the jobbers. 
Other government officials will be 
to discuss steel regula- 


present, 


tions, farm supplies, etc. Also 
included in the program is a 
general informal discussion of 


many of the present important 
trade problems. 

The Thursday morning session 
of the Southern Association will 
be concluded with a further dis- 


lems, the election of officers, and 
other association business. 
As previously announced the 








A feature of the open business 


| Stove Co., Cleveland, 


cussion of current jobber prob- | 


| Netherland Plaza Hotel will be | 
| convention headquarters and the | 
| scene of all convention meetings, | 


| although many of the convention | 
| dele gates will have their rooms 
| in the Gibson and Sinton Hotels. | 

No more rooms are now avail- 
able in the Netherland Plaza, 
however, that hotel is acting as a 
clearing house for the few rooms 
still available at the Sinton and 
Gibson and at the Fountain 
Square Hotel. 

Charles F. Rockwell, 342 Madi- 
son Ave., New York City, is 
secretary of the manufacturers’ 
association. T. W. McAllister, 
1020 Grant Bidg., Atlanta, Ga., is 
secretary of the Southern Hard- 





| ware Jobbers’ 





Association. 


ROGER E. SARGENT 


CLEVELAND STOVE CO. 
CREATES NEW DIV.— 
CLEVELAND DIST. CO. 


D. L. Edelmuth, vice-president 

the Cleveland Co-Operative 
Ohio, Te- 
cently announced the creation of 
a new division to be known as the 
Cleveland Distributing Co., 2323 
East 67th St., Cleveland, Ohio. 
Roger E. Sargent, who for 25 
years has been in sales executive 
posts in this area with Apex 
Electrical Mfg. Co. and Electric 
Vacuum Cleaner Co., has bee. 
appointed general manager of 
the new organization. 


of 


ELECT W. F. HOPKINS 
VICE-PRESIDENT OF 
DECATUR & HOPKINS 


William F. Hopkins was elected 
vice-president of Decatur & Hop- 
kins Co., wholesale hardware dis- 
tributors, 93 Berkeley St., Bos- 
ton, Mass., at a recent meeting of 
the stockholders and directors 
held at the office of the company. 
Gordon W. Farr was elected to 
the board of directors. William 
Hopkins is the son of the presi- 
dent, Frank E. Hopkins, and has 
been with the company since 
1932. At the present time he is 
on active duty as an ensign with 
the Air Corps of the U. S. Navy. 
Gordon W. Farr has been with 
the company since 1922, serving 
in the capacity of a buyer, and 
has recently been appointed 
assistant general manager. 
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AGE WHILE IT’S NEWS 


THE TRADE 





CLYDE B. WELLS 





ROWLAND H. COLEMAN 


Wells and Coleman Promoted 
By Remington Arms Co., Inc. 


Clyde B. Wells, formerly as- 
sistant director of sales for the | 
Remington Arms Co., Ince., 
Bridgeport, Conn., has recently 
been named general assistant di- | 
rector of sales. Rowland H. Cole- | 
man, formerly manager of the 
promotion division, has been ap.- | 
puinted assistant director of sales 
in charge of advertising and pro- 
motion, 


| 

Mr. Wells has been a member | 
of Remington’s sales organization | 
since 1912. For several years he | 
traveled throughout the south and | 
southwest and, through successive 
promotions, acted as sales mana- 
ger of the Little Rock, Ark., 
Memphis, Tenn., and St. Louis, 
Mo., districts before going to 
Bridgeport, Conn., as assistant 
director of sales. Mr. Wells is 
well known as an expert marks- 
man, has won many trap-shooting 
championships, and is co-holder 





| Zerone 


| of a world’s record in this sport 


and an expert pistol shot. 

Mr. Coleman was formerly as- 
sociatéd with E. I. du Pont de 
Nemours & Co., Inc., Wilming- 
Del., and in subsequent 
vears, served as advertising man- 
ager for smokeless 


ton, 


cals, and other products. In 1936 
he 
construction and operation of the 
duPont exhibit at the Texas Cen- 
tennial Exposition. In 1937 he 
joined Remington Arms Co., as 
advertising manager for Reming- 
ton and Peters products, later 
advancing to the position of ad- 
vertising and promotion manager. 


He was then appointed manager | 


of the promotion division, from 
which position he moves to that 
of assistant director of sales in 


charge of advertising and pro- 


motion. 








~" LANDERS, FRARY 
APPOINT TWO NEW 


DISTRIBUTORS 
Landers, Frary & Clark, New 
Britain, Conn., recently an- 


nounced the appointment of the 
Strong, Carlisle & Hammond Co., 
Cleveland, Ohio, and Appliance 
Wholesalers, Youngstown, Ohio, 
as exclusive franchised distrib- 
utors of Universal major appli- 
ances including home laundry 
equipment, vacuum cleaners, elec- 
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| tric ranges and water heaters. In 
| addition these firms will dis- 


| tribute Universal small appli- | 
ances in their territories on a 


| non-exclusive basis. 





WEAVER ELECTED A 
VICE-PRESIDENT OF 
| AM. WIRE FABRICS 


B. L. Weaver was recently 
elected a vice-president of the 
American Wire Fabrics Corp., a 
subsidiary of the Wickwire 





years 


powder, | 
anti-freeze, organic chemi- | 


was placed in charge of the | 


Spencer Steel Co., 500 Fifth Ave., 
New York City. From 1902 to 
1916, Mr. Weaver was associated 
with the Pennsylvania Steel 
Corp., and then when that com- 
pany was absorbed by the Bethle- 


| hem Steel Corp., Bethlehem, Pa., 


became associated with the latter 
company. From 1918 to 1941, 
he devoted himself to industrial 
engineering, specializing in con- 
sulting and designing. 
he offered his services to the gov- 
ernment, and for the past two 
has been connected with 


In 1941, | 


the WPB as Chief of the Steel | 


Casting Section, with authority 


| over all steel casting operations 
; in the U. S. 


In his new position 
with American Wire Fabrics 
Corp., he will have direct charge 
of and the responsibility for all 
operations at the Mt. Wolf plant, 
Mt. Wolf, Pa. 


RENSHAW SMITH, JR., 
| APPOINTED SECRETARY 
DEVOE & RAYNOLDS 


Renshaw Smith, Jr., general 
sales manager of the Devoe & 
Raynolds Co., Inc., was recently 
appointed secretary of the com- 
pany. Mr. Smith has _ been 
affiliated with the company since 
| 1922, and has served successively 


New York branch 


as 





RENSHAW SMITH, JR. 


Chicago sales manager, and as 
general manager of Wadsworth 
Howland Co., Boston, Mass., an 
| affiliate of the company. 


manager, | 











FRANK WOLCOTT, JR., 
ELECTED PRES. OF 
SILEX COMPANY 


Frank E. Wolcott, Jr., was 
elected president and Wesley R. 
Becher was elected vice-presidnt 
and general manager of the Silex 
Co., Pliny St., Hartford 1, Conn., 
at a recent board of directors 
meeting. Clayton R. Burt was 
elected to the board of directors 
of the company. He is chairman 
of the board of Niles-Bement & 
Pond Co., and a director of 
Arrow-Hart & Hegeman Co. Mr. 
Wolcott succeeds his father, the 
late Frank E. Wolcott, Sr., to the 
presidency, and has been con- 
nected with the company more 
than 10 years. At the present 
time, he is in government ser- 
vice. Mr. Becher has been asso- 
ciated with the company for 13 
years, and has been vice-presi- 
dent since 1935. 

The directors of the company 


are: Mr. Burt, John R. Cook, 
president, Arrow-Hart & Hege- 
man Co.; Oliver B. Ellsworth, 


president of the Riverside Trust 
Co.; A. G. Newton, president of 
Rockbestos Products Corp., New 
Haven, Conn.; Frazar B. Wilde, 
president of Connecticut General 
Life Insurance Co.; Mr. Wolcott 
and Mr. Becher. 


L. A. VER BRYCK N. Y. 
DIST. SALES MGR. 
PITTSBURGH STEEL 


L. A. Ver Bryck has recently 


| been appointed New York dis- 


manager for Pitts- 
burgh Steel Co., Grant Bldg., 
Pittsburgh, Pa. Mr. Ver Bryck 
has been the company’s Washing- 
ton, D. C., sales representative 
since 1942 and previously was 
Pittsburgh district sales man- 
ager. W. F. Boore, who has been 
acting district sales manager in 


trict sales 


| New York has been made assist- 





ant manager of sales, steel and 
wire products, at the company’s 
general office in Pittsburgh. 

Joseph G. Smith, who has been 
acting district sales manager of 
the Pittsburgh district sales office 
has been named district sales 
manager at that office. W. J. 
Meyer, from the company’s tubu- 
lar sales order section in Pitts- 
burgh will assist Mr. Ver Bryck 
in the New York office. 
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KELLY ELECTED TO 
DEVOE BOARD 
E. P. Kelly, Louisville, Ky., 
was recently elected a member 
of the board of directors of Devoe 
& Raynolds Co., Inc., paint, var- 





F. P. KELLY 


nish, and lacquer manufacturers, 
according to an announcement by 


E. S. Phillips, president of the 
company. Mr. Kelly is a vice- 
president of Peaslee-Gaulbert 


Paint & Varnish Co., Louisville, 
Ky., a Devoe affiliate. 


TURNEY RETURNS TO 
BLACKSTONE CORP. AS 
DIVISION SALES MGR. 

George Turney recently re- 
turned to the Blackstone Corp., 
Jamestown, N. Y., washing ma- 
chine manufacturers, after serv- 


ing in the AAF. His position 
will be that of division sales 
manager with headquarters in 


Houston, Tex., and his new terri- 
tory will include southeastern At- 
lantic and all Gulf coast states, 
including Texas. 


PYRENE ADVANCES 


FOUR IN SALES 

EXECUTIVE DEPT. 
Nelson Bauer, Newark district 
manager since 1929, has recently 
been appointed assistant general 
sales manager of Pyrene Mfg. 
Co., 560 Belmont Ave., Newark 
8, N. J. Raymond F. Poole, 
formerly assistant district mana- 
advances 


ger in Chicago, to 
Newark as district manager. 


Frank R. Kachel, a Pyrene sales 
representative in Chicago since 
1938, has been appointed as- 
sistant district manager to suc- 
ceed Mr. Poole. 

Mr. Bauer joined Pyrene’s re- 
search department in 1922, later 
served as production superin- 
tendent of the company’s tire 
chain plant and then in 1928, 
entered the sales department. 
Mr. Poole has been with the 
company for five years, acting as 


122 


| sales representative in Wiscon- 








| land, 





sin for two years before assisting 
in the management of the Chi- 
cago district. 


ATLAS STEEL BARREL 
PURCHASED BY THE 
BETHLEHEM STEEL CO. 


Atlas Steel Barrel Corp., 
Bayonne, N. J., has recently been 
purchased by the Bethlehem Steel 
Pittsburgh,, Pa. Robert 
Campbell, president of the con- 
cern, will be retained as general 
manager under the new owner- 
ship, and the employees will be 
retained in their present or sim- 


Co., 





ilar capacities. 


— | 


PERFECTION STOVE | 
CO. PROMOTIONS 


D. C. Branhan has recently 
been appointed western manager 
of Perfection Stove Co., Cleve- 
Ohio, succeeding W. J. 
Bruce, who will replace O. H. 
Larimer as branch manager at 
Kansas City, Mo. Mr. Branhan’s 
headquarters will be in Oakland, 
Cal. Mr. Larimer has been trans- 
ferred to the home offices in 
Cleveland. 

Mr. Branhan joined the organ- 
ization in 1920 to manage the 





Angeles office and _ ware- 
In 1930, he went into the 
sales division and the following 
year was transferred to the Oak- 
land office. In 1936 he was ap- 
pointed credit manager. Mr. 
Bruce started with the company 
in 1920 as a salesman working 
first out of Denver and then Salt 
Lake City and San Jose, Cal. In 
1928, he was moved to Oakland 
as district manager. Before join- 
ing Perfection Stove Co., he was 
associated with Wright & Wil- 
helmy Co., wholesale hardware 
distributors, Omaha, Neb., and 
The Salt Lake Hardware Co., Salt 
Lake City, Utah, wholesalers. 


Los 
house. 


THOMPSON GEN. MGR. 
FOR SELLER BROS. 


Clyde M. Thompson, who has 


been buyer for the Western 
Metal Supply Co., San Diego, 
Cal., hardware wholesalers, for 


the past 24 years, has recently re- 
signed to become general mana- 
ger of Seller Bros., & Co., 177-181 
Fremont St., San Francisco, Cal., 
wholesale hardware distributors. 
E. F. Woolery, and M. R. Ross- 
man, who were formerly Mr. 
Thompson’s assistants while he 
was with Western Metal Supply 
Co., will now act as buyer for 
that company. 








Disston Man Receives Chamberlain Co. Award 


Harold Spurgeon, Henry Diss- | 
ton & Sons, Inc., Philadelphia, | 
Pa., was recently awarded the | 
Distinguished Service Pin of the | 
Chamberlain Co., Los Angeles, 
Cal., manufacturers agents. The 
Chamberlain Company instituted | 
this award to be presented yearly | 
to “that member of their organi- | 
zation who had demonstrated | 
during the year an outstanding 
contribution over and beyond the | 
normal requirements of his, or | 


her position to such advancement | 


of thé company and its contri- 
bution to the war effort.” Gordon 
F. Sondraker, vice-president and 
general manager of the Chamber- 


| lain Co., stated that although this 


award was intended to be pre- 
sented only to an employee of the 
Chamberlain Co., the achieve- 


| ments of each company employee 


were reviewed and it was decided 
that Mr. Spurgeon merited the 
award through his connection 
with Chamberlain as a represen- 
tative of Disston. 





Left to right: Harold Spurgeon, and Gordon F. Sondraker 








ELLIOTT APPOINTED 
SALES MANAGER OF 
SCHICK, INC. 

Joseph B. Elliott, who was 
formerly sales manager of the 
radio, radio-phonograph and tele. 





JOSEPH B. ELLIOTT 


vision sales of RCA Mfg. Co., 
Camden, N. J., has recently been 
appointed general sales manager 
in charge of sales and advertising 
for Schick, Inc., 644 Atlantic 
Ave., Stamford, Conn. The posi- 
tion of sales manager in_ the 
Schick organization was previ- 
ously held by Kenneth C. Gifford, 
who is now president of the com- 
pany. Mr. Elliott was educated 
at the Georgia School of Teck: 
nology, Atlanta, Ga., and he 
started his business experience 
with the Coca-Cola Co., in 1923. 
In 1928, he joined the Brunswick 
Radio Corp., as branch manager 
in charge of the company’s New 
England branches, and later in 
the same capacity was transferred 
to Baltimore, Md. He then be- 
came affiliated with the Mavis 
Bottling Co., of America, New 
York City, as secretary in 1932. 
In 1935, he joined the Radio 
Corp. of America as district 
manager in charge of all sales in 
the New England territory. Four 
years later he was advanced to 
the position of assistant field 
sales manager with headquarters 
in Camden, N. J., the home office 
of RCA Mfg. Co. 





MULLEN ATLANTA DIST. 
SALES MGR. NATIONAL 
CARBON EVEREADY DIV. 


John L. Mullen, who has been 
with National Carbon Co., Inc., 
New York City, since 1924, has 
been recently appointed Atlanta 
district sales manager of the 
company’s “Eveready” Division. 
Mr. Mullen succeeds Frank 
Warnell, Atlanta district manager 
since 1938, who has now bee? 
promoted to the general sales de- 
partment in New York City. 
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BEWARE MR. DEALER ... it won’t be a 
genuine ZIPPO ... you'll have to wait just a 
little while longer . . . here’s why— 


ZIPPO’S are still at the front— 

Our boys on the battle line, in task forces and in 
air action need more and more ZIPPO Wind- 
proof LIGHTERS. 

Every service man’s poll proves that—you 
should read some of the letters from generals 
and gobs praising the unfailing performance of 
this sure-lighting lighter. 


A ZIPPO is really USEFUL— 

Not only for lighting pipe or fag in terrific winds 
and blinding storms . . . but a ZIPPO is often 
needed for lighting fires and lanterns .. . as a 
rescue flare or guiding light . . . in raid work, etc. 
They like its faultless wick—the long lasting flint. 






PATENT 
No. 2032695 











They “dunk” it into the gas tank of a jeep or 
plane to fill up its big fuel capacity. 


That’s why the U. S. Army Quartermaster 
Corps and Exchange Service SPECIFY ZIPPO 
Windproof LIGHTERS. 


BEWARE OF IMITATIONS— 

With WPB restrictions lifted—is it any wonder 
that imitators should seek to cash in on the “back 
home” market, while ZIPPO is still at the front? 


ZIPPO may be offered soon— 

We have been given every encouragement that 
when overseas demands are fully met, a given 
quantity of ZIPPO Lighters may be permitted 
for sale through our regular dealers. 


ZIPPO Lighters will be clearly trade-marked 
and packaged. They will carry the famous 
ZIPPO LIFETIME GUARANTEE — no one 
ever paid one cent to repair a ZIPPO, not even 
the return postage. 


The very moment that ZIPPO Wind- 
proof LIGHTERS are released for sale, 
our regular customers will be advised by 
mail. Dealers wishing to receive notice 
should write on their firm letterhead, 
giving the name of their supply house. 


ZIPPO MFG. CO., Dept. D, BRADFORD, PA. 
New York Office: 52 Vanderbilt Avenue 


FOR YOUR PROTECTION Look for this engraving [7zie9 “s Co BRADFORD PA on the bottom of every genuine ZIPPO LIGHTER 
IPPO 
PAT 2032695 MADE IN USA 
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“WANTA BUY A WIN’PROOF LIGHTER?” 


LIGHTER 
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THE FAMILY, 
LAUGHED: ‘. 
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a Voittn dealer 


Waren Johnny fell into 
the mud puddle he was a 
sight to behold. But it was no 







' 
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SONORA RADIO OPENS 
NEW OFFICES IN NYC 


Sonora Radio & Television 


| Chicago, Ill., recently announced 
the opening of new offices at 730 
Fifth Ave., New York City, which 
| will be the headquarters for all 
recording activities as well as 
eastern sales headquarters. Deal- 
ers and Sonora jobbers in various 


eastern states attended the open | 


house that was seld to celebrate 
opening of the new offices. 
Among the Sonora recording 
| stars who were present to enter- 
tain the visitors at the open house 
were: Lani McIntire and his 
orchestra; Enric Madriguera and 
his singers including Bob Lido, 


Patrica Gilmore and Nita Rosa; | 


and Noy Gorodinsky and his 
Gypsy Ensemble. 


MacLACHLAN GEN. MGR. 
NEW YORK OFFICE 
H. K. PORTER, INC. 


Thomas MacLachlan has re- 
cently been appointed general 
| manager of the enlarged New 
| York office of the H. K. Porter 
| Co., Inc., 6 Ashland St., Everett, 
| Mass. Mr. MacLachlan was 
formerly New York manager of 


Corp., Carroll & Hoyne Avenues, | 


| 


| 
} 


| 
| 





HAROLD F. SULLIVAN 


Well known in New England 
| for many years as a hardware 
| manufacturers’ agent, is nou 
| Connecticut district manager 
| for the Elbert Steel Corp., New 
| York City. r 








CAMPBELL HDWE. NOW 
HAS NEW OFFICERS 


Campbell Hardware & Supply 
| “o., Seattle 4, Washington, whole 
| salers, has recently announced 
| the election of the following offi- 
|cers at a directors meeting: 
| president, Wallace Campbell; 





tragedy because Mother had 
plenty of clean clothes wait- 
ing—thanks to the foresight 
of her Horton dealer who had 
been making regular service 
calls. 





In these days of irreplaceable 
laundry equipment, custom- . 
ers appreciate the extra life . 

and operating efficiency that : 
comes from having machines % fi 
fit as a fiddle. 


And it is not only profitable 
for the dealer, but he creates 
confidence and good will— 
forerunners of future sales. 






hig — My pla vice-president & treasurer, John 


: | Campbell; 

managed the New York office of | Ps we tg san tanto i — 
Quimby Pump Co., before its | chasing agent for the aaniel 
ae pe — » directing | Mr. Campbell is chairman of the 
ne p 0 hme oe New | oc Selective Service draft 
guimby rump Vivision 1 board, a member of the War 
England and the New York dis-| 7 hor Board, a trustee of the 
trict from the new efice 50| Seattle chamber of commerce, 
Church St.. New York City. |and chairman of the war plants 

| committee of the Seattle cham- 

ber of commerce. 


ST. LOUIS HOUSEWARES 
RE-ELECTS OFFICERS 


The St. Louis Housewares Club 
at the annual meeting held at 
Garavelli’s restaurant, St. Louis, 
Mo., re-elected all of its officers Codie Seaen® wie ted 
and named a new board of direc- \ hoon tainee sepmecatition of 
tors. The re-elected officers are | The National Screw & Mfg. Co., 
as follows: president, P. L. Les- | Cleveland, Ohio, has recently 
sard, N. Brown Supply Co.; first | heen appointed district sales 


NATIONAL SCREW 
ANNOUNCES SALES 
DEPT. PROMOTIONS 


MANUFACTURERS OF AMERICA’S FIRST AND FINEST WASHERS FOR 72 YEARS 
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Horton employees, for continuing 
excellence in the production of war 
materials, have received a renewal 
of the Army-Navy “E” award. And 
as always they are exceeding War 
Bond quotas. 








vice-president, L. J. McKay, Gen- 
eral Electric Supply Co.; second 
vice-president, E. J. Camos, E. J. 
Camos Co.; treasurer, C. B. 
Lynn, manufacturers’ agent; and 
secretary, B. H. Cox, Union Elec- 
tric Co., Mo. The new directors 
| are: Jack Boulais, Stix, Baer & 
| Fuller Co.; R. F. Janda, Graybar 
| Electric Co.; A. L. Francisco, 
Famous-Barr Co.; B. H. Frede- 
rich, Cupples Co.; and Charles 
Watt, Puro Co., Inc. The club 
plans to give a housewares show 
annually as soon after the war 
as possible. 





| manager for Cleveland and adja- 
cent territory. S. M. Washa- 
baugh, for the past two years 
manager of the production de 
partment, was made district sale: 
manager in the Philadelphia, Pa., 
territory. E. A. Derby, whose 
headquarters are in the Singer 
Bldg., New York City, has been 
advanced to the position of dis- 
trict sales manager of the metro- 
politan New York territory and 
the New England States. Don D. 
Greenshields has been appointed 
manager of the production de- 
partment in Cleveland. 
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N. Y. Paint Makers, Jobbers 
and Dealers Inaugurate 


Series of Trade Clinics 


A continuing Paint Merchants 
Clinic, in which dealers, jobbers, 
salesmen, contractors and manu- 
facturers will consider problems 
of management, credit and mer- 
chandising in the Metropolitan 
New York area was inaugurated 
on Feb. 24. Originated by the 
trade sales committee of the 
New York Paint, Varnish & Lac- 
quer Association and sponsored 
by the Paint Dealers Institute, 
the clinics will be held at 60-day 
intervals as a means of examin- 
ing industry practices and de- 
veloping sales, profits and service 
to the public. The first session, 
entirely explanatory, was _at- 
tended by more than 350 mem- 
bers of the interested industry 
groups, who enthusiastically en- 
dorsed the basic plan, first of its 
kind ever launched in New York 
City’s great marketing area. 

Milton Lieber, Paint Dealers 
Institute, presided. Renshaw A. 
Smith, secretary and trade sales 
manager of Devoe & Raynolds, 
Inc., New York, gave the key- 
note address. Fundamental pur- 
pose of the clinic, he said, was 
to analyze and correct individual 
and group weaknesses in doing 
business so that the industry 
could strengthen itself to meet 
post-war competitition. 


Ivor Kenway, formerly advertis- 
ing manager, Devoe & Raynolds, 
Inc., and now with the Blue Net 
Work, gave a brilliant summary 
of post-war possibilities for the 
paint industry if manufacturers, 
dealers, salesmen and contractors 
developed and executed a co- 
operative plan of going after 
business. Mr. Kenway told of 
the tremendous public purchas- 
ing power which was being 
stored up for use when civilian 
markets were again opened up 


fully. Not only would the unpre- | 


cedented sum of one hundred bil- 
lion dollars be available, he said. 
but there would be a psychologi- 
cal desire to spend on the part of 
the consuming public; these fac- 
tors would produce a powerful 
competitive situation in the post- 
war market, involving every con- 
ceivable type of product. 


Opportunities for the paint in- 
dustry to get its share of this vast 
dollar accumulation, said Mr. 
Kenway, lay in the full achieve- 
ment of the purposes of the Paint 
Merchants Clinic, in aggressive 
merchandising, in telling the real 
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story of painted color as a home- 
styling factor, in better main- 
tenance of store appearance, in 
imaginative use of seasonable 
window displays, in the introduc- 
tion of seasonable and “impulse” 
items, and in the use of all 
selling tools, including 
consistent, direct-mail campaigns. 

Michael W. McCarthy, presi- 
dent, Painting and Decorating 
Contractors of America, told the 
meeting of how his organization 
was collaborating with the paint 
manufacturers to assure the high- 
est possible service to the public 
and of how cooperation with em- 
ployee organizations was being 
developed as a current and post- 
war factor in his branch of the 
industry. 

Edward Hicks, speaking for 
William Zinsser, of William Zins- 
ser Co., New York City, spoke on 
quality products, pride in busi- 
ness, courage and confidence in 
the future of the industry and of 
the country. 


known 


LUCAS GEN. SALES 
MGR. NATIONAL 
ALUMINUM MFG. CO. 


E. K. Lucas has recently been 


appointed general sales manager | 


of the National Aluminum Man- 
ufacturing Co., Peoria, Ill. Pre- 
vious to his appointment, Mr. 
Lucas was sales manager of the 
Leyse Aluminum Co., Kewaunee, 
Wisc. For 10 years before that 
Mr. Lucas had directed advertis- 
ing and sales promotion for the 
National Enameling & Stamping 
Co.. Milwaukee, Wisc. 





E. K. LUCAS 


‘T his Hammer Is 
No War Baby o 0-6 
Tacneutvareprimeneltrrieervemenann 
are being used today for the 
purposes of wat but this tool 
Was designed for the uses of 
peacc and after the last shot has 
been fired in this holocaust... 
Fairmount tools will again re- 
sume their natural function in 
supplying industry with de- 
pendabl . balanced hand tools 
to service the equipment of 


peace ume manufacturers. 


The FAIRMOUNT 
TOOL & FORGING COMPANY 


Hand Tools * Special Tools * Forgings 





ad ” 10611 QUINCY AVENUE » CLEVELAND, OHIO 
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Zenith Radionics Corporation Formed; 
H. J. Wines Appointed General Manager 


The Zenith Radionics Corpora- 
tion of New York a subsidiary of 
the Zenith Radio Corporation, 


has been formed and offices 
opened in the Empire State | 
Building, it was announced 


March 2 at a press luncheon by 
J. J. Nance, vice-president and 
director of sales of the parent 
company. 

H. J. Wines, for the last 17 
years general sales manager of 
the New York and Chicago 
branches of the Frigidaire divi- 
sion of General Motors Corpora- 
tion, has been appointed general 
manager and a director of the 
York corporation, Mr. 
Nance announced. E. F. Me- 
Donald, Jr., president of Zenith 
Radio Corporation, will also head 
the new corporation. Toni 
Strassman has been appointed 
sales manager of the Zenith 
Radionic Hearing Aid 
of the subsidiary. 

Ray Hoeffler, for the last two 


| years New York regional mana- 


ger for Zenith, has been pro- 
moted to manager of the Zenith 
Radio Distributing Corporation, 
wholesale distributor of Zenith 
products in the Chicago area. 
Occupying 4,000 sq. ft. of office 
space, the Zenith Radionics Cor- 
poration of New York will serve 
as distributor for Zenith radionic 
products. Under the direction of 


Mr. Wines, distribution will be 
handled direct in the territories 
formerly covered by Colen & 








H. J. WINES 


Division | 


Gruen, New York, and E, B. 
| Latham, New Jersey. 

In announcing Zenith’s 
parture from its long established 
| policy of franchised distributor- 
| ships, Mr. Nance stressed that 
the parent company intends to 
adhere to its program of inde- 
pendent distributors for Zenith 
radionic products, except for the 
highly concentrated areas of New 
York and Chicago. 


de- 











WELCH ELECTED TO 
BOARD OF DIRECTORS 
HORTON MFG. CO. 


S. B. Welch, eastern sales 
manager of Horton Mfg. Co., Fort 
Wayne, Ind., has been elected 
to the board of directors of that 
company. Mr. Welch has been 
with the company since 1936 and 
until the beginning of the war 





8. B. WELCH 


acted as the company’s repre- 
sentative in the eastern part of 
the United States, with head- 
quarters in Harrisburg, Pa. Since 
the war started he has been at 
the home office in Fort Wayne 
maintaining sales contacts and 
assisting in the company’s wat 
production program, 





NEE ATLANTA DIST. 
SALES MGR. EDISON 
GEN. ELEC. APPLIANCE 


J. T. Nee, formerly Hotpoint’s 
war housing installation super: 
visor for the southeastern area, 
has recently been appointed At- 
lanta district sales manager for 
| Edison General Electric Appli- 
ance Co., Inc., 5600 West Taylor 
St., Chicago 44, Ill. This will 
be Mr. Nee’s 26th year with the 
Hotpoint organization. Since 
1919, he has been in the southern 
area as commercial cooking ser- 
vice supervisor, electric range 
sales representative, and com- 
mercial cooking sales manage 
successively. Immediately before 
the war, he was Atlanta district 
range sales specialist. 
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LEBOHNER MANAGES | cer Steel Co., 500 Fifth Ave., 
SALES FOR FIWALE | New York City. Mr. Allington 

= Esl des eh | will be in charge of the develop- 
been appointed sales manager 4 and expansion of markets 


Fiwale Equipment Mfg. Co., 


and and petroleum fields. 


Allington Co., Inc., for 12 years. 
He has also been associated as 
district sales manager with the 
Sharpsville Boiler Works 


ager of the Schlanger Division of 
American Machine & Metals, 
Inc., E. Moline, Ill. 











E. K. LEBOHNER 


Church St., New York City. In 
this capacity, Mr. Lebohner will 
direct both foreign and domestic 
sales and advertising. A gradu- 
ate of Alfred University, he had 
been previously affiliated with 
The Cyanide Co., Rhoades & Co., 
and the New York office of Dixon 
& Co. Mr. Lebohner has been 
connected with the Fiwale or- 
ganization for over a year. 








* GEORGE M. DAVIS 


Whose appointment as acting 
| sales manager of Western Cart- 
| ridge Co., E. Alton, Ill., and 
executive assistant to Robert 
Wier, Jr., the newly appointed 
sales manager, was announced 
in the Feb. 17th issue of Harp- 
WARE AGE. 


ALLINGTON SALES 
RESEARCH ENGINEER 
FOR WICKWIRE SPENCER 

H. C. Allington has recently 
been appointed sales research 
engineer for the Wickwire Spen- 











WESTCLOX HONORED BY ARMY-NAVY “E” PENNANT: 
Westclox, division of General Time Instruments Corp., 
Salle, Ill., was recently presented with the Army-Navy “E” 


award for excellence in production. Col. John Slezak of the 
Army and William Mauritzen, the oldest non-supervising em- 
ployee in the company, are shown holding the pennant. 
Directly in back of Mr. Mauritzen is Lt. E. B. Bremer of the 
Navy; A. J Wilson, president of General Time Instruments 
Corp., which owns and operates Westclox, is in the center 
and to his left is D. J. Hawthorne, general manager of 
Westclox. 
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165 | for the company’s products, with 

particular emphasis in the oil | 
Prior | 
to his affiliation with Wickwire | 
Spencr Steel, Mr. Allington was | 
district manager of the Logan- | 


Co., | 


Sharpsville, Pa., and sales man- | 








Sometimes so 





people talk 
the 
period that they seem to 


much about post-war 
have forgotten the war. 

Probably we have no vision. But we are 
ready to make the admission that the war 
is all we can see. 

We are not making any bathroom cabi- 
nets of metal. 

Our minds are not occupied with the bath- 
make tomorrow. 


cabinets we'll 


(They are too full of the Something-Elses 


room 


we're making today.) 

Nor do we see how making Something- 
Elses now will be a bit of help in making 
bathroom cabinets by-and-by. (After all, 
that’s not why we’re making them.) 
We don’t like being even temporarily out 
of the bathroom cabinet and other house- 
hold furnishings field. We hope that you 
miss us and will be glad to weltome us 
back. 

But—we don’t expect an armistice next 
Tuesday. And until one does come, our 
war-job is full-time work. 





- BATHROOM: 
“CABINETS 





THE F. H. LAWSON COMPANY 


Cincinnati, Ohio 
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How to make an 
Extra Sale to every 
paint customer 





PAINT AND DU PONT PRO-TEK —the hand-protective 
cream—just naturally go together. With them ‘Related 
Selling’’is so easy. 

Every time you sell a can of paint, suggest a jar of 
PRO-TEK as well. If the customer happens to be one of 
the few who don’t yet know PRO-TEK’s benefits (millions 
are learning about PRO-TEK through Du Pont’s national 
advertising), tell this brief story: 

PRO-TEK is a greaseless cream which prevents paint 
and grime sticking to the skin. PRO-TEK is applied to 
hands and arms before starting work. It acts like an in- 
visible work glove, then washes off quickly after the job 
is done, leaving the hands free from stains. 

If you sell only one paint customer in three, you’ll do a 
fine business on PRO-TEK! E. J. du Pont de Nemours & 
Co. (Inc.), Wilmington 98, Del. 





SELL PRO-TEK 
WITH PAINT 


Make Extra Profits 


a <a 



















PRO-TEK is sold in 8-oz. jars listing 
at 35/, also in gallon and 5 gal. cans 
for the factory trade. 


DU PONT 


REG 





J S. PAT FF 


HAND PROTECTIVE CREAM 
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| Fla., District, to the War Pro- 
| duction Board, Wholesale & Re- 
| tail Trade Division, Products Dis- 
| tribution 


| of The Sporting Goods Dealer, 





MALLON NOW WITH 
WAR PRODUCTION BD. 


E. H. “Gene” Mallon, in peace 


| times a representative of Chicago 
| Spring Hinge Co., was recently | 





E. H. MALLON 


transferred from the War Depart- 
ment, U. S. Engineers, Miami, 


Branch, Washington, 
D. C. Prior to his duties in 
Miami he was affiliated with the 
U. S. Engineers Procurement Sec- 
tion, North Atlantic Division, 
New York City. 


SPONSORS BASEBALL 
DISPLAY CONTEST 
THIS SPRING 


J. G. Taylor Spink, publisher 


recently announced that as in 
previous years, the magazine will 
sponsor two contests in observ- 
ance of National Baseball Week, 
one on window display and the 
other on newspaper advertising. 
Any hardware dealer or other 
outlet for athletic goods, is eli- 
gible to participate. Dealers are 
required to use the words “Na- 
tional Baseball Week” in either 
their displays or advertisements, 
and then send photographs or 
tearsheets of the same to The 
Sporting Goods Dealer, Tenth 
and Olive Sts., St. Louis, Mo. 
The award in each competition 


will be a $100 defense bond. 


CHELSEA HARDWARE CO. 
PURCHASES PROPERTY 


Chelsea Hardware Co., 2709- 
2711 Atlantic Ave., Atlantic City, 
N. J., recently purchased the 
property which the firm has oc- 
cupied since the business was 
first established in 1901. Officers 
of the company are: Charles T. 





Baker, president; Frank Camp, 
vice-president; LeRoy J. Black. 
man, secretary; and Edwin L. 
Crowell, treasurer. 


MILCOR STEEL NAMES 
THREE EXECUTIVES 


The Milcor Steel Co., Milwau- 
kee 4, Wis., has recently ap- 
pointed C. G. Wollaeger vice- 
president in charge of sales, 
W. P. Schwarm sales manager, 
and E. J. Cullen manager of sales 
of sheets and roofing products, 
Mr. Wollaeger has been in charge 
of the firm’s war contract divi- 
sion, which has supervised the 
company’s work for the Army 
Ordnance, Army engineers, Navy 
Department and Chicago Chemi- 
cal Warfare Procurement Dis- 
trict. He has been with the 
company since 1926, and has 
been active in almost every 





Cc. G. WOLLAEGER 


branch of the business. W. B. 
Turner will continue as manager 
of sales of the fireproof materials 
division, and G. H. Schneider as 
manager of sales of the heating 
and ventilating division. During 
the past two years the output of 
the company has been devoted 
almost entirely to war materials, 
and now the management is ac- 
tively planning its post-war busi- 
ness. 





W.P.SCHWARM' E. J. CULLEN 


HARDWARE AGE 
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AM. CHAIN & CABLE 
NAMES HALL ASST. 
GEN. MGR. OF SALES 
Alton Parker Hall has recently 
been appointed assistant general 
manager of sales of the Ameri- 





ALTON PARKER HALL 


can Chain & Cable Co., Inc., 
Bridgeport, Conn. He will assume 
his duties March 1, with head- 
quarters at 230 Park Ave., New 
York City. Mr. Hall has been 
with Bethlehem Steel Company 
since 1922, having first served in 
the operating department, and 
then in the sales department 
since 1925. Mr. Hall graduated 
from Princeton University in 
1922, and during World War I 
he served in the army and sub- 
sequently became an officer in 
the Field Artillery Reserve 
Corps. 


GOODYEAR TIRE & 
RUBBER NAMES 
MAGENNIS V..-P. 


Frank T. Magennis has re- 
cently been named a vice-presi- 
dent of The Goodyear Tire & 
Rubber Export Co., Akron, Ohio. 
Prior to his promotion Mr. 
Magennis was an assistant man- 
ager of the Export Co. He has 
been with the company for more 
than 25 years, practically all of 
which has been with the Export 
Co. 

Mr. Magennis was first em- 
ployed in the service department 
of the domestic company until 
joining the Naval Flying Corps 
in the first World War. Mr. 
Magennis rejoined the company 
in 1919. His first overseas 
assignment was as general line 
salesman in Central America, 
Colombia, Ecuador, Peru, and 
Bolivia. For the next couple of 
years up to 1926, he covered 
Central America, the West In- 
dies and South American coun- 
tries. In 1926, he was made 
manager of Goodyear Cuba with 
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headquarters at Havana. After 
| four years in Cuba, he was made 
| manager of Goodyear interests in 
| Brazil at San Paulo. In 1937, 
Mr. Magennis became vice- 
president of Goodyears’ opera- 
tions at Buenos Aires, Argentina. 
In 1941, he was recalled to this 
country as assistant manager of 
the Goodyear Export Co. 


NORGE DIVISION 
OF BORG-WARNER 
WINS WHITE STAR 


Norge Division of Borg-Warner 
Corp., Detroit, Mich., recently 
received a star for its con- 
tinued excellence in production 
of war materiel. The company 
first received the Army-Navy “E” 
award in July of last year. The 
company also received a letter 
from Alfred Marchev, president 
of the Republic Aviation Corp., 
commending the company for the 
part it has played in making pos- 
sible large scale production of 
the Thunderbolt fighter planes. 





LLOYD SMITH JOINS 
HELLER BROTHERS CO. 


Lloyd C. Smith, who has been 
associated with the file industry 
since 1912, has recently become 
affliated with Heller Brothers 
Co., Newark, N. J., in a sales 
capacity. To accept this position, 
Mr. Smith resigned as sales 
representative in the New York 
metropolitan area, for the Nichol- 
son File Co., Providence, R. [., 
| with whom he had been con- 
nected for the past 32 years. 
During the time spent with 
| Nicholson, Mr. Smith covered all 
sales territories east of Chicago 
and south as far as Washington. 
His headquarters will be located 
in the main offices of Heller 
Brothers, in Newark. He is a 
member of the New York Hard- 
ware Trade Association, the 
Hardware Square Club, and the 
Hardware Boosters. 








| 
| 








LLOYD C. SMITH 


Hoover leadership in the electric cleaner field. 


Tre HOOVER 





Hoover Dealers Have a Head Start... 
Overwhelming Consumer Preference 


LET'S LOOK AT SOME CLEANER FACTS — 


The Hoover Cleaner enjoys a 5 to: 1 preference among 
consumers, impartial surveys show. Nearly six million 
Hoover Cleaners have been sold. 

Facts like these tell the sales head start that Hoover 
dealers have, and will have again, when highly competi- 
tive selling days return. 

There are others ...such as the product itself, the 
consistent national advertising, the prestige of the Hoover 
name .. . But they all point up to one all-important fact 
for any Hoover dealer 





overwhelming consumer preference. 
These days Hoover is busy building equipment to 
shorten the war—and has just been awarded the second 
star for its Army-Navy “E” flag in recognition of “‘con- 
tinued outstanding production of war material.” 
When the time comes, Hoover will be ready with 
a new and finer Hoover to hold and increase this 






REG. U.S. PAT. OFF. 





IT BEATS...AS IT SWEEPS... AS IT CLEANS 





THE HOOVER COMPANY, North Canton, Ohio 


Canada: Hamilton, Ontario +* England: Perivale, Greenford, Middlesex 
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You'll get more 
PURITAN Cord 
when it’s 

over—over there! 


Our armed services have scores of uses 
for sash cord—all necessary — many 
vital. They get priority, ’til it’s over— 
over there. 

Meanwhile, to supply them and serve 
you, too, the Puritan Mills continues to 
operate at full capacity — night and day! 
In the post-peace era, we'll be able to 
serve you better than in the pre-war 
period. Bear with us, as you do with 
our fighting forces! 


PURITAN CORDAGE MILLS, Inc. 
LOUISVILLE e KENTUCKY : 

Mf’rs of sash cord, clothes line, and So 
braided and twisted cotton cords. 
BUY MORE WAR BONDS! 
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| jointly owned by The Mengel 


RENAU MANAGES 
MENGEL PLYWOODS, INC. 
UNIT WAREHOUSE 


L. B. Olmstead, vice-president 
and general manager of U. S. 
Mengel Plywoods Inc., Louisville, 
Ky., recently announced the ap- 
pointment of Kenneth H. Renau 
as manager of the company’s 





Louisville, Ky., distributing unit- 
warehouse. This company is 


Co., and United States Plywood | 
Corp., and was formed as part of 


| their post-war plywood expansion | 


| ing of a chain of plywood distrib- 
| uting units, of which the Louis- 
| ville warehouse is the first. 


| ciated with Mengel since 1940, 


sales program, involving the open- 


Mr. Renau, who has been asso- 


after obtaining plant experience 
with the company, was appointed 
Mengel’s Florida representative. 
In 1942, he was made Mengel’s 
representative in Washington, 
D. C., servicing government 


SYRACUSE ORNAMENTAL 
OPENS NEW SHOWROOMS 


The Syracuse Ornamental Co., 
Syracuse, N. Y., manufacturers 
of a line of decorative wood ac- 
cessories that was formerly han- 
dled by a representative of gift- 
wares items in The Merchandise 
Mart, has recently opened its 
new show rooms in room 1548 in 
The Mart. The company’s line 
of pressed wood products, manu- 
factured under the trade name of 
Syroco Wood, includes mirrors, 
wall brackets, consoles, utility 
items, as trays and boxes, station- 
ery items and accessories, smok- 
ing articles, and a complete line 
of photo frames. Charles W. 
Bange will be in charge of this 





sales territory, and will make his 
headquarters in The Mart show- | 
rooms. 


JOHNSON GEN. SALES 
MGR. NORTON CO. 


Ralph M. Johnson has recently 
been appointed general sales 
manager of grinding wheels and 
abrasive grains for the Norton 
Co., Worcester, Mass. He will 
make his headquarters in Wor- 
cester, but will travel extensively. 
His former position was that of 
western sales manager for the 
company. 

Mr. Johnson was graduated 
from Worcester Polytechnic In- 
stitute in 1915 with a bachelor 
of science degree in chemistry. 
Shortly after graduation he 
joined the Norton Co., research 
staff, working first in the organic 





| group. 
| paint 


laboratory and then in the me- 
chanical laboratory. He was in 
the sales engineering department 
for five years eventually becom- 
ing assistant sales engineer. In 
1932 he was placed in charge of 
the Connecticut sales territory, 
and in 1934, he went to Wor- 
cester, Mass., as chief sales en- 
gineer. He left that position to 
take charge of sales operations 
in the central and far western 


| sections of the country. 











D. S. PHILLIPS 


D. S. Phillips, president of 
Devoe & Raynolds Co., Ince., 
manufacturers of paints, var- 
nishes and lacquers, New York 
City, who is serving as chair- 
man of the paint division in 
the Commerce & Industry 
group of the Red Cross War 
Fund Drive. George Jenkins, 
vice - president of Benjamin 
Moore Co., has consented to 
act as vice-chairman of the 
paint manufacturers and raw 
material group, and Milton D. 
Lieber, executive secretary of 
the New York Paint Dealers 
Association, will serve in the 
same capacity with the dealer 

The committee of the 
manufacturers and raw 
material group is comprised of 
Thomas Brennan, American 
Can Co.; D. J. Healy, Spencer 
Kellogg & Sons, Inc.; David 
H. Litter, D. H. Litter Co., 
Inc.; Thurlow Campbell, Val- 
entine & Co., Inc.; Samuel 
Klein, Calco Chemical Divi- 
sion, American Cvanamid Co.; 
Arthur Crary, Continental Can 
Co.; Graham Corddry, Titan- 
ium Pigment Corp.; C. F. 
Beatty, Socony Paint Products; 
Ralph Everett, M. J. Merkin 
Paint Co.. Inc.; E. B. Prindle, 
Devoe & Ravnolds Co., Inc.; 
Renshaw Smith, Jr.. Devoe & 
Raynolds Co. Inc.; Bert L. 
McConn, Imperial Paper & 
Color Corp. and E. S. Black- 
ledge. 








HARDWARE AGE 
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BONFIG NAMED 
VICE-PRESIDENT 
OF ZENITH RADIO 


Henry C. Bonfig recently re- 
signed as a commercial vice- 
president of the Radio Corp. of 
America to join the executive 
staff of Zenith Radio Corp., Chi- 
cago, Ill., as vice-president in 
charge of the household radio 
sales division. B. J. Farwig, for- 
merly assistant general sales 
manager for Cities Service, ‘was 
appointed sales manager of the 
hearing aid division. E. R. Tay- 
lor, who in prewar days handled 
sales promotion for Pontiac, 
heads the newly created sales 
planning department, which will 
coordinate sales promotion for 
the company’s principal sales di- 
visions. 


ASSOCIATES HOSTS TO 
N. Y. ASSN. MEMBERS 


Following the annual banquet 
of the New York State Retail 
Hardware Association, during the 
fecent convention in Syracuse, 
N. Y., at the Syracuse Hotel, the 
Associates entertained dealers 
and their guests with an enter- 
tainment and dance. 

G. C. Costello, Burhans & 
Black, Inc., Syracuse, N. Y., 
wholesale hardware distributors, 
was elected president of the 
group, A. J. Andet, Hardware 
Mutual Co. of Minnesota being 
the new vice-president and N. H. 
Kiley, Syracuse, secretary, New 
York State Retail Hardware As- 
sociation is secretary-treasurer. 
Directors are: Clancy Hopkins, 
Benj. Moore & Co.; Gordon 
Newton. The Geo. Worthington 
€o.; John Gibbons, manufac- 
turers agent; A. C. Klotz, Bar- 
ker, Rose & Kimball, Inc.; and 
E. J. Williams, Corbin Screw 
Corp. 


HARDY NAMED VICE- 
PRES. HOME RADIO 
DIV. PHILCO CORP. 


Larry F. Hardy has recently 
been elected vice-president in 
charge of the home radio divi- 
sion of the Philco Corp., Phila- 
delphia, Pa. Mr.’ Hardy, who 
has been connected with the 
company since 1932, will be in 
charge of Philco’s entire home 
tadio businéss, including radio- 
phonographs, consoles, table 
models, and small sets. He was 
previously connected with Lan- 
ders, Frary & Clark, New Britain, 
Conn., later with General Elec- 
tric Co., Schenectady, N. Y., as 
New York City manager of motor 
appliances, and subsequently 
with Ceco Mfg. Co., as mid- 


western division manager. After 
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joining the Philco organization 
in 1932, he became manager of 
the company’s Chicago branch, 
and was later named division 
manager for the northwest divi- 
sion. In 1937 he was-made vice- 
president and general manager 
of the Simplex Radio Co, a 
Phileco subsidiary. Mr. Hardy 
was transferred to the home 
office of the company in Phila- 
delphia in 1939, to take charge 
of the Philco small radio set busi- 
ness. In 1941 he was appointed 
manager of the entire home set 
division. 


FRED C. WOOD FORMS 
OWN AGENCY FIRM 


Fred C. Wood has established 
his own business as a manufac- 
turers’ agent under the firm name 
of Fred C. Wood Co. in the 
Merchandise Mart, 1355 Market 
St., San Francisco 3, Calif. Mr. 
Wood will make his headquarters 
in San Francisco and will have 
branch offices in Los Angeles, 
Calif. and Portland, Ore., at ad- 
dresses to be announced at a 
later date. 

Mr. Wood has been a factory 
representative on the West Coast 





FRED C. WOOD 


since 1930. From 1936 until the 
time he entered business for him- 
self he was manager of the Conti- 
nental Sales Co., manufacturers 
agents, and for the Drip Cut 
Sales Co. 


PELLETT COMPLETES 
30TH YEAR WITH 
P. A. GEIER CO. 


William Pellett, wholesale sales- 
man for The P. A. Geier Co., 
Cleveland, Ohio, manufacturers 
of Royal vacuum cleaners, re- 
cently completed 30 years of ser- 
vice with the company. Mr. Pel- 
lett is now employed in tae office 
of the company, but will take up 
his old position as salesman when 
vacuum cleaners are again avail- 


able. 
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A Complete Line 
of Extra-Value 


LINOLEUM 
St 


For the home and commercial user, here is every 
item in linoleum adhesives and accessories for which 
there is a real demand. Packaged in convenient 
units. Priced to allow full margins for you and at 
the same time unusual value to your customers. 
Lino-Paste (Linoleum Paste) 
Lino-Cement (Linoleum Cement) 
Waterproof Cement 
Damp-Proof Cement 
Sink Top & Cove Base Cement 
Cotton Back Linoleum Adhesive 
Asphalt Emulsion 
Asphalt Primer 
Asphalt Tile Cement (cut back) 

34 |b. -dry Linoleum Felt Lining 
1 Ib. Semi-saturated Felt 
14 lb. semi-saturated Felt 








WRITE TODAY! 


For complete price list and name of neorest distributor. (Dis- 
tributor's Note: Some territory still open—write for details). 


NO-PHOTE | 


CHICAGO, ILL. 


"Largest exclusive makers of linoleum adhesives 
in the country” 
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Cast iron boiler prices—A 
10% per cent increase in manufac- 
turers’ maximum prices for all types 
of cast-iron heating boilers has been an- 
nounced by OPA. Jobbers of these 
boilers, however, will continue to sell 
at manufacturers’ list prices, under this 
recent amendment to regulation 272, 
effective immediately. 

. > . 

Chain shortages—Complaint 
is general as to the serious shortage of 
chain items for farm use, and jobbers 
are given scant hope for large relief, by 
the over-busy manufacturers. Farmers 
are really in a bad way for replace- 
ments of chain for traces, halters and 
ties, as well as for the heavy duty jobs, 
and the lack of really dependable rope 
intensifies their problems of hauling and 
lifting. 

. 7 - 

Furniture price rules—Pric- 
ing methods to cover seven situations 
which may arise in the manufacture of 
upholstered furniture have been pro- 
“tad by OPA, following the recent 
baa ~*trictions on the manufac- 


easing of n. “Ned furniture by 
ture of metal spring-.... +t ngehe 


WPB. The new rulings chang. 
of the circumstances under which up- 
holstered furniture manufacturers may 
use one of the four methods formerly 
provided in the price regulation cover- 
ing household furniture. 
. . . 
Paper towel use curbed— 
WPB has announced reduction of 1944 
manufacture of paper towels, permitted 
for home use, from 100 to 80 per cent 
of the 1942 base period output. Con- 
servation order M-24la was thus 
amended to divert more material into 
industrial towel production. 
> = = 


Insecticide revisions — The 
War Food Administration announces 
changes in two insecticide orders, one 
of which is designed to reserve pyre- 
thrum for the most essential agri- 
cultural needs. The other is to relieve 
a problem in the merchandising of 
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rotenone. Only about one-twelfth as 
much pyrethrum is available for. agri- 
culture this year as last, so WFA has 
authorized the director of the Office of 
Materials and Facilities to determine 
specific uses for which pyrethrum will 


be available. 
i &-* 


Farm products prices — The 
average price level of farm products 
declined a trifle, between mid-January 
and mid-February but still was 11 
points above a year ago, the Depart- 
ment of Agriculture reported. The 
level on February 15 was 195 per cent 
of the 1909-14 average compared with 
184 per cent a year ago. The mid- 
February level was 15 per cent above 
the “par” of farm values, measured in 
relation to the values of non-farm goods 
and services. 


Machine tools—A preliminary 
report hy the Tools Division shows that 
machine tools shipments in January 
totaled $57,001,000, or about six per 
cent less than in December of last year, 
continuing the decline that began in 
Jan., 1943, the War Production Board 
said recently. Total firm orders in 
January of this year had a value of 
$31,030,000, or eight per cent less than 
the $33,728,000 value in Dec., 1943. 
Cancellations in Jan. were $3,229,000, 
leaving a total of net new orders of 
$27,801,000. January cancellations 
were 47.4 per cent less than the Decem- 
ber cancellation total of $6,138,000. 
Net new orders in December were $27,- 
590,000, slightly less than in January. 
Ths backlog of unfilled orders for ma- 
chine tools at the end of January was 
$182,333,000, a reduction of 13.7 per 
cent from the $211,278,000 backlog at 
the end of December. The preliminary 
report of the Tools Division is based on 
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By Geographic Regions, for January, 1944 





















































’ SALES REPORTEO 
$$ —-- 
Per Cent 
="GI0N January teed trom | Thousands of Dollars 
N oo - 

of December January | January | December 

Firms ina” 1943 1044 1043 1943 

New England......... 21 ~12 -17 $745 846 $898 
Middle Atiantic...... 80 b +13 5,520 5,519 6,336 
East North 40 —4 -6§ 2,994 3,108 3,152: 
West North Central..... 31 +18 -—6 3,618 3,069 3,852 
Atlantic. .... @7 +2 -2 3,068 3,007 3,125. 

East South 18 +14 +11 250 2,010 2,085: 
West South Genjraj..... 24 +16 -1 4, 3,772 4,40¢ 
a 8 +§ —19 662 596 808 

22 -3 —6 5,799 5,985 6,136: 

U.S. TOTAL a........ | 204 +4 -6 29,103 27,060 30,816 

Bureau of the Current Statistical Service 


Census 
a Includes data for three firms not allocated to geographic regions. 


b Lees than 0.5 per ¢ont 
States comprising 


regions: 
New England—(Conn., Maine, Mass., N. H., R. I, Vt.) 


Middle Atlantic—(N. J., N. 


East North Central—(lil., Ind., Mich., Ohio, Wise.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., 8. D.) 


Mountain—(Ariz., Celo., Idaho, 
Pacific—(Calif., Ore., Wash.) 


Fia., Ga., Md., N. C., 8. C., Va.,-W. Va.) 
Ky., Miss., Tenn.) 
tral—(Ark., La., Okle., Texas) 


Mont., Nev., N. M., Utah, Wyo.) 
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A tank track is no stronger than 
its pins. And it is the privilege 
of Lindemann & Hoverson to 
produce tank track pins that 
meet the exacting requirements 
of Uncle Sam. 

Sheet metal workers of this 
pioneer stove manufacturing or- 
ganization are also making steel 
cases for electrical controls, 


HELP THE VICTORY DRIVE 


truck tool boxes and met- 
al containers for bomb par- 
achutes. Small shells for 
anti-aircraft are among 
L&H wartime products. 
Air compressors are as- 
sembled and mounted on 





In thus serv- 
ing Uncle 
Sam, a new 
precision is 
being achiev- 
ed that will be 


apparent in 


U.S. Army trucks. And improved L&H postwar products. 
from L&H looms comes _In your plans for peace, keep L&H 
cartridge belt webbing. _ in mind. Itwill be a good line to tie to. 





A.J. Lindemann & Hoverson Co. 


MILWAUKEE + Since 1875 + WISCONSIN 


cq aelen ts) MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS 
a GAS RANGES...OIL STOVES...PORTABLE OVENS...OI1L HEATERS...WICKS 
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Wholesale Hardware Inventories 


By Geographic Regions, for January, 1944 











REGION | 


} 

| Number | | 

of Jan. Dec. | 

Firms | 1943 | 1943 | 

| 

New England 13 ~9 b | 

Middle Atiantic 47 -§ | +4] 

East North Central 27 —13 +8 | 

West North Central 21 -1 | +3 | 
South Atlantic 34 6 +6 
East South Central | 8 4) <8 

West South Central....| 15 7 -3 | 

Mountain | 6 | —12 ei 

Pacific | |] -0] ef 

| | 
U.S. TOTAL a | ws | -9 | +2 | 
Bureau of the Census 


END-OF-MONTH INVENTORIES (Cost) 


Sanary 1900 | Thousands of Doliars 
om 


de be 
| 


STOCK-SALES RATIOS 
ee Se Suit anion 
| 
| 

| 


| 

Jan. | Jan. | Dec. | Jan. Jan. Dec. 

1944 | 1943 | 1943 | 1944 | 1943 1943 
| | 

$1,041 | $1,138 | $1,038 187 | 1 151 
5,237) 5,538 5,044| 149 152 133 
3,482 | 4,018 | 3.211) 171 197 148 
8,721 | 6,444 | 5,571 | 189 271 | «+175 
3,049 | 3,235 | 2,882) 152 167 | 146 
1,547 | 1,614 | 1,681) 134 | 181 | 184 
5,131 | 5,494 | 5,172| 187 232 | 187 

654) (748 662 238 
5,784 | 6,518 | 5,810) 215 | 253 | 178 
31,731 | 34,831 | 31,051 | 175 | 205 | 162 


Current Statistical Service 


a Includes data for three firms not allocated to geographic regions. 


b Less than 0.5 per cent. 


Stock-sales are percentages obtained by dividing the cost value of stocks by sales for an 


identical group of firms. 


reports from 303 companies, whose ship- 
ments in December represented 84.2 per 
cent of the machine tool industry. The 
report assumes that shipments of the 
remaining companies declined by the 
same average ratio. 

* * * 


Tin plate—Production for the 
second quarter of 1944 will be 75,000 
tons more than originally estimated, the 
War Production Board revealed re- 
cently. First estimates placed second 
quarter production at 750,000 tons, but 
final figures announced indicate that it 
will reach 825,000 tons. 


+ ” * 


Chinaware shipments—Ship- 
ments of vitrified chinaware by United 
States producers in 1943 totaled about 
132,000,000 pieces, WPB states; of these, 
some 81,600,000 pieces were shipped to 
war plant cafeterias, hospitals, hotels, 
other 
users. The rest went to fill army, navy, 


restaurants, and institutional 
and other preferred orders. 


* * * 
Wood household furniture 
dining dinette, 
breakfast room, kitchen and bedroom 
chairs have been added by OPA, to the 
household furniture 
which an 


Frames for room, 


wood items on 


increase in manufacturers’ 
and jobbers’ prices was approved Dec. 
17, 1943. This amendment to price reg- 
188 was effective Feb. 21. 

* * * 


ulation 


Warm-air furnaces — Warm- 


air furnace including 
Winter air-conditioning units, reported 
to the U. S. Census Bureau that orders 
1943 amounted to 172,917 
units, with a valuation of $15,565,026. 


This contrasts with 255,715 


manufacturers. 


hooked in 


units in 
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1942, valued at $24,292,004. Complete 
Winter air-conditioning units, including 
warm-air furnaces, blower, air-cleaner, 
humidifier and control equipment, to- 
taled 21,415 in 1943, as against 63,045 
units in the preceding year. Cast-iron 
coal-fired furnaces held their volume, 


but steel furnaces, and all oil-fired 
types were sharply curtailed. 
+ - * 


Lumber—Activities of the Tim- 
ber Production War Project, set up to 
increase the output of forest products, 
have resulted in the production of an 
estimated 385,000,000 board feet of es- 
sential wood products, WPB reported 


Feb, 29. Other important contributions 
not susceptible of quantitative evalua- 
tion have also been made by the Timber 
Production War Project, a joint organi- 
zation of WPB and the Forest Service, 
Department of Agriculture, since its in- 
ception in Aug., 1943. Of the wood 
products that, WPB said, probably 
would not have been produced without 
the assistance of TPWP, sawed lum- 
ber accounts for 40 per cent and logs 
*account for 35 per cent, with pulpwood 
maikng up 20 per cent. Other products 


are fuelwood, crossties, cooperage, 
chemical wood, mine props, and piling. 
8-28 


Asbestos—Figures on 1942 and 
1943 production of nine asbestos build- 
ing products were released Feb. 23 by 
the War Production Board’s Cork, As- 
bestos, and Fibrous Glass Division. Data 
are based on monthly reports from all 
major producers and represent virtually 
the entire production in each field. 
There is at present sufficient supply of 
asbestos fibre to meet all necessary re- 
quirements for these products. The in- 
dustry is faced with some manpower 
problems, but most plants are not sit- 
uated in areas where manpower is crit- 
ically short. Production figures follow: 
Asbestos cement shingles and clap- 
board: 1942: 3386 squares (material 
to cover 100 square feet) 1943: 2451 
squares. Asbestos cement corrugated 
sheets: 1942: 550 squares; 1943; 380 
squares. Asbestos cement flat sheets 
and wallboard: 1942: 115,500 square 
feet; 1943: 161,700 square feet. Hi-tem- 
perature insulation pipe covering: 1942: 
34,800 tons; 1943: 33,800 tons. Hi-tem- 
perature insulation blocks: 1942: 56,600 





Wholesale Hardware Collections 
on Accounts Receivable 


By Geographic Regions, for January, 1944 
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ACCOUNTS RECEIVABLE 


Collection Percentages 

















| | | | 

| Per Cent Change | 

REGION January 1944 [| Thousands of Dollars | | 

asthe | 

lanier 

of Jan. Dec. Jan. Jan. | Dec. Jan. Jan. Dec. 
| Firms | 1943 | 1943 | 1944 | 1943 | 1943 | 1944 | 1943 | 1943 
| . ~~ eo. } ges 
New England 18 —12 +3 $731 | $828 $711 93 86 102 
Middle Atlantic | 7 —4 — 3 6,540 | 6,841 | 6,726 81 74 90 
East North Central. . 37 —19 —12 2,645 | 3,274 | 3,005 108 93 | 109 
West North Central....| 31 —19 -—9 3,101 | 3,835 | 3,426 104 94 154 
South Atlantic ; 45 —25 —4 3,156 | 4,211 | 3,287 89 m | 94 
East South Central... 17 —1 +20 1,603 | 1,621 | 1,341 82 87 101 
West South Central.| 19 | +3 | —4 | 2'881| 2'796| 3:001| 95 a4 | (101 
Mountain... . 6 —15 —17 279 329 338 89 70 | 98 
Pacific. . 22 —12 —3 | 6,676| 7,616 | 6,866 87 76 93 
U. S. TOTAL a.. 271 —12 | —4 | 27,651 | 31,398 | 28,745 91 80 103 

i ! 

Bureau of the Census. Current Statistical Service 


a Includes data for three firms not allocated to geographic regions. 


Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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Holding a Ship’s. Shape bie 


Tuat sup. . . defying a rough-and-tum- 
ble ocean .. . needs stiff-willed stamina 
in the bolts and nuts that secure its ribs 


That stove . . . built on a fast-moving 
schedule . . . needs bolts and nuts that are 
quick on the get-away and take tighten 
ing without fumbling or jamming. 

For fastening strength that will resist 
whatever beating your customer's prod- 
uct will get in service . . . for accurate 


mating that hurries your customer's prod- 
uct along an assembly line: advise him to 
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Shaping a Stove’s Course 


fasten with RB&W bolts and nuts. 


RB&W developments in cold-forming 
and cold-punching have set new stand- 
ards in holding power, accuracy and ap- 
pearance for all kinds of fastening devices. 

The dependability a customer would 
expect from the accumulated experience 
of 99 years and the results of hundreds of 
thousands of dollars’ worth of research 
work . . . is wrapped up with every ship- 
ment of RB&W products. If you make 
sure your customers realize this, you can 


AND ALLIED FASTENING DEVICES SINCE 1845 





develop a substantial and profitable vol- 
ume on your RB&W line. .. and, at the 
same time, be assured yourself that the 
RB&W fasteners, in use, are performing 
in a way to protect your own reputation 
for providing quality merchandise. 


RBcW 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices af: 
Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle 


° mrIEe 4 
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board feet; 1943: 49,400 board feet, 
Asbestos paper pipe covering: 1942: 
37,500 linear feet; 1943: 34,100 linear 
feet. Asbestos paper sheets and block 
insulation: 1942: 5400 board feet; 1943: 
3800 board feet. Asbestos paper: 1942: 
87,300 tons: 1943: 91,200 tons. Asbes- 
tos billboard: 1942: 17,400 tons; 1943: 
22,000 tons. 
. > o 

Superphosphate require- 
ments for 1941-45 have not been 
definitely established, the War Produc- 
tion Board announced Feb. 28. The 


ers and migrant workers. Usually such 
families or groups greatly need all 
housekeeping necessities. 
* * 6 

Natural vs. synthetic rubber 
—Despite the improving success of the 
synthetic rubber program, we are con- 
suming natural rubber at a consider- 
ably greater-rate than we are receiving 
it from the few sources still available. 
Synthetic rubber has not ended many 
vital needs for natural crude rubber, 
for experience to date indicates that 


certain products such as surgical goods, 
truck and bus tires and a variety of 
essential war items still require varying 
percentages of natural rubber. Tech- 
nical experts on both sides of the At- 
lantic have made large strides in learn- 
ing how to use synthetic rubber in place 
of crude. Efforts must be continued to 
increase the proportions of synthetic 
rubber in tires and all other products 
in which some natural rubber still is 
being employed. Despite everything, it 
(Continued on page 146) 
































1943-44 program provided for produc- 
tion of 7,000,000 tons of the fertilizer. SALES OF 1,162 INDEPENDENT RETAIL HARDWARE 
It is estimated that by the first of the 
1944-45 season, operations will be at DEALERS IN UNITED STATES 
the rate of 8,000,000 tons of superphos- January, 1944, Comparisons 
phate a year, estimated minimum re- SUMMARY 
quirements for the year are 9,000,000 
tons, however. - —_ —— 
e ¢ «6 an. an, 
No. Stores vs. v 
Farm hand tools—WPB has Jan.’43 Dec Jan. "44 Jan. 43 Dec. *43 
promised especially favorable consider- Total .........- 1,162 — -—= $5,901,166 $5,682,159 iar 
ation for jobbers’ applications for hand Per Cent Change 
tools, if destined for farm use, and the — Jan. "44 Jan. "44 Dollar 
i o ate of firms vs. vs. 
mccary aig or roma suey Reine _ rites dates “a 
tools covered by the farm plan are New England ..........-..+-++: 75 ne —37 392.585 
those listed in Order E6, mamely:— —NOMismoshire & Vermont. MS A 92.336 
echanics’ cold chisels and punches; Massachusetts ...........<0+« 35 —y —82 167,996 
metal cutting files; machinists’ ball Rhode Island ..............-- . We eee... Fae 
pein hammers; metal cutting snips and Connecticut ...........+---+-: 16 —5 —32 61,711 
shears; pliers, slip and solid joint; es — ieee sense oss - + ; == rotgoes 
metalworking punches, lever type; East North Central ............ 361 +6 —36 1,336,909 
screw drivers, all types; and wrenches, | a ley Sens MS Sr aher Toe 103 +4 —38 430,131 
including socl-et, driving, open end and Indiana .................00- 54 +10 —25 210,169 
combination box, adjustable and auto, ye ee ne pee a pt = at 
monkey and pipe wrenches. Whende .............5g 2? .+8eiaae 225,755 
* *¢ « West North Central ............ 151 “+5 —30 ase 
Waterproof paper demand— —Wiwouri a 6 "95148 
WPB estimates that the demands for re ia + 6 —27 61.274 
commercial types of waterproof papers Kansas .............:seseeeee 39 + 3 —31 82,050 
in 1944 approach 50,000 tons a month, —_ fy we fhe ified oh el = Be on : oannes 
including extensive army requirements. acai _ - ee ae 18 Tio —13 119,375 
Since last August these demands have TS oe al ae +9 —2 149,577 
nearly doubled, largely because of East South Central ............. 14 +17 — 3 113,097 
military requirements. Due to the prob- a Gute... R.. 1% ‘ea 3 894.610 
able “open-air” storage of 70 per cent if ii ARR a +20 —17 121.241 
of supplies going abroad to liberated Oklahoma .......... ee 2 39 —2 —38 149,804 
countries, almost every shipping bag TemMe 26. eee cceeeeecee eco ees 51 +34 + 6 623.565 
must be constructed of asphalt lami- ~—— Sepia aaE RE - “s = ry 
nated paper to keep the products dry. = deh 52.528 
> | 39 Colorado cece seeeeeeeeeeeenees 25 +8 —28 
Mets house trallers—Predne- —_ een Lk Weas cee. : re; = = Cy 
tion of 3000 house-trailers in the next RE Tica osc ccauiaddaessdeas ee SA 
four months was authorized by WPB, NG ohn x tmasns Regwakeens . aie eae’  _ ' Drgumieees N 
to provide dwellings for pipe line work- Pacific -......-..-+e0seeeeee ees a —— = yt . 
ers, building crews, mining prospectors — Lovee rae = ti 30 127.622 F 
= a essential migratory workers. iin. ....,--.Stencctatee cle —16 a 870,941 
ut 100 companies wil] shafe the pro- = 
duction program, but participation will poy a. t. + oe : a 9 Ba 
be limited to those which produced San Francisco ................. 21 t —I6 72,268 
house-trailers in the first eight months eee ets 10 —13 —20 45,110 
age! re . arene of * Note while stores In these states are included in grand total, figures for these 
may be used in each states are not shown, in this chart, because of insufficient data. For states 
trailer. Many hardware retailers find marked # the change was less than 0.5 per cent. Compiled by Bureau of the 
a profitable market among trailer dwell- ee eee 
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and Heaters 3 are Back! 


(P/p Lo 








OW YOU CAN DELIVER the 
goods! Once more you'll have 
Perfections to sell—once more Per- 


fection profits will be coming in! 


Though we’re working day and 
night on war production, the 
government has authorized us to 
make five models of our line, in 
limited numbers, to meet.your 


customers’ essential needs. 


Not too much variety, but you'll be 
selling standard prewar Perfection 
quality. The best that money can 
buy—sturdy, efficient ... guaranteed 
to give clean, economical perform- 


ance and years of reliable service. 


We’re lining up customers for you 


with a national advertising cam- 








paign running in 34 leading maga- 
zines—55,000,000 messages telling 
women that Perfections are again 


available. 


Get your orders in now—they’ll be 
filled in order received. Immediate 
delivery on Portable Heaters and 
Water Heaters. Delivery on stoves, 
ranges and Space Heaters will 
start early in the Spring. 


Keep.a good supply of 
PERFECTION WICKS AND 
REPLACEMENT PARTS 
on hand 


It’s your patriotic duty to help 
your customers get the longest 
possible service from their present 
Perfection-made appliances. And 
satisfied owners today are custom- 
ers for new appliances tomorrow. 











No. R357— Perfection 4-Burner Range. 
Patented High-Power Burners. Roomy “Live 
Heat” oven with heat indicator. Removable 
clean-up tray under burners. In pure black and 
white porcelain and baked enamels. Ration 
certificate required. 





No. 353 — Perfection Flat-Top Stove. 
Wide cooking top. Three High-Power Burners 
giving quick, steady heat. Finished in pure 
black and white baked enamel. Ration 
certificate required, 











No. 2201— “Ivanhoe” Fuel Oil Space 
Heater. Produce 28,000 B.T.U. per hour. 
Compact—occupies only 18 x 26% in. floor 
ae No. 525 — Perfection Portable Kerosene No. 406 B —“Puritan” Water Heater. space. Grille pattern on sides to aid radia- 
67 Heater, Lightweight, popular, low-cost Insures continuous hot water at low cost. tion and circulation, In attractive dark brown 
04 heater. Easy to carry, air-cooled handle. Two steady flow heating units, removable “Criralac”’ enamel finish. Ration ceptificate 
22 Ration certificate required. jacket. Glass reservoir. Priority required. required. 








4 he of 


; PERFECTION STOVE COMPANY IX” 


se 7676-A PLATT AVENUE CLEVELAND, OHIO 


MORE WAR BONDS AND SWEAT en oe BLOOD AND 
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PR-23 in Final Discussion Stages, 
Would Work in Conjunction With 
Proposed Equitable Distribution Order 


(Washington Bureau 
of HARDWARE AGE) 

The new proposed priorities 
regulation, which will be called 
PR-23, is in the final stages of 
discussion in WPB and should be 
issued in the near future. Since 
the quantity of goods OCR is 
responsible for is relatively small 
it was found to be impractical to 
distribute them by means of 
ratings. Therefore an allocation 
system has been used. In some 
cases, according to OCR, this sys- 
tem has not been able to pick up 
inequities caused by shifts of 


population or by the conversion | 


of a manufacturing plant to war 
production. 

This situation brought about 
the birth of PR-23 in the Whole- 
sale and Retail Trade Division 
last fall. The basic principle of 
the regulation is to set aside a 
certain percentage of the civilian 
needs to pick up such inequities 
on an emergency basis. This 
would build up a reserve and dif- 
ferences in ratings would then be 
less important. 

The goods would be set aside 
at the manufacturing level and 
would include all products desig- 
nated as essential to the civilian 
population as well as those on 
the OCR Class “B” product list, 
which has been considerably ex- 
panded. 

Items on the list, included in 
the order, will also include those 
suggested by the chiefs of the 
various OCR sections as well as 
those advanced by members of 
the distributing trade. The pro- 
posed order has been submitted 
to the wholesale hardware dis- 
tributors’ groups on several qcca- 
sions. At the last meeting of the 
group the order, as revised, was 
generally approved. 

WPB feels that the rule which 
provides a certain percentage of 
production for unrated orders 
will cut down on the necessary 
paper work and effect a more 
equitable distribution. Form 
WPB-547 will be used less fre- 
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quently, it is expected, although 
some emergencies will still re- 
quire its use. 

PR-23 will work in conjunction 
with the proposed equitable dis- 


tribution order, which will con- | 


trol other commodities in addi- 
tion to hardware. As the order 


| now stands it possesses a great 


deal of elasticity. For example, 
a product in short supply can be 
placed entirely on WPB-547’s and 
adjusted as the supply eases. 
The proposed equitable distri- 
bution order is also rapidly near- 
ing a final stage. However, dur- 


ing the past several months its | 


has been widened con- 
siderably. The order was fully 
reported in the Jan. 20 issue of 
Harpware Acer, Since that time 


scope 


the system whereby a buyer who 
| feels he has been unfairly treated 
| may make a complaint to WPB 
| has been widely discussed. 

| The wholesale distributors at 
their last meeting with WPB 
recommended that the order 
makes it compulsory for a retailer 
to notify his supplier cf his intent 
to make a complaint before such 
a complaint is filed with WPB. 
To facilitate the complaint pro- 
cedure a form which will require 
appropriate information is being 
prepared to accompany the order. 
The complaint procedure has 
been deemed necessary because 
of the apparent discrepancy be- 
tween population shifts and dis- 
tribution patterns, turned up in 
the survey conducted last fall. It 














this will 


that 
strengthen the position of manv- 
facturers’ and distributors’, for 
otherwise many retailers in areas 
where production has not been 


is felt move 


permitted, or drastically cur. 
tailed, would complain if they 
were cut in the amount of mer- 
chandise allotted to them by 
distributors. 

The distribution order also pro- 
vides for a complaints board. 
After thorough hearings on the 
complaint before it the board will 
make a decision, which in ex- 
treme cases, will recommend the 
issuance of directions. After a 
direction has been issued, a man- 
ufacturer or ‘wholesaler who 
violates it is subject to penalties 
under the law. 

In general, compliance with the 
order will be a voluntary matter, 
for not all complaints will result 
in a direction, many of them will 
be screened in the field. Ever 
after a case comes before the 
complaints board, WPB will try 
to secure voluntary settlement 
before a direction is issued. 








$25.00 Limit Under CMP. 9A 
For Materials for Installing 
Any Plambing, Heating Unit 


Repairmen may use only up to 
$25 worth of material purchased 
under procedures contained in 
Controlled Materials Plan Regu- 
lation No. 9A for installing any 
unit of cooking, plumbing, heat- 
ing or used air-conditioning or 
refrigeration equipment, the Con- 
trolled Materials Plan Division 
of the War Production Board 


announced Feb. 26. 


However, if a new air-con- 
ditioning or refrigeration system 
has been authorized under the 
provisions of Limitation Order 
L-38 and authorization to con- 
struct has been granted under the 
terms of construction Order L-41, 
a repairman may use up to $250 
worth of material purchased 
under CMP Regulation No. 9A 
to instal] the new system. 

These general rules, which are 
contained in Direction No. 2 to 
CMP Regulation No. 9A, do not 
increase the over-all amounts of 
materials that repairmen are per- 
mitted to purchase under the 


| CMP Regulation No. 9A _pro- 
cedure. 

Previously repairmen who de- 
sired to make these types of in- 





stallations were required to file 
specific applications with WPB 
for the materials needed to make 
each such installation. Under the 
modified procedure, this is no 
longer necessary, unless the re- 
pairman needs more materials 
than the specified limits permit 
to make the specified installa- 
tion. 








WPB amended on Feb. 14, 
order M-51, which permits dis- 
tributors to carry paint and var- 
nish brushes, or others cofitain- 
ing bristle, in stock, upon WPB 
approval of their WPB 547 appli- 
cations. The brushes will con- 
tain 55 per cent bristle and 45 
per cent horsehair. 

The quantity will be limited 





and will be allotted by quarters, 





Distributors May Stock 
55% Bristle, 45% Horsehair 
Brushes. Uses Enlarged 


and according to the needs of 
each area as revealed in a careful 
survey. The permitted uses have 
been enlarged, and are in list A 
as a supplement to the Order. 
This is in addition to the in 
dustries on Schedule 1 or 2 of 
CMP Regulations 5 or 5A. 
Quite a few customers of an 
industria] distributor come undef 
this category. 


HARDWARE ACE 











nove will 
of manu. 
utors’, for 
rs in areas 
not been 
ally cur. 
n if they 
it of mer- 
them by 


r also pro- 
ts board, 
zs on the 
board will 
ch in ex 
mend the 

After a 
od, a man- 
aler who 
| penalties 


e with the 
ry matter, 
will result 
them will 
Id. Ever 
efore the 
B will try 
settlement 
sued. 


ed to file 
‘ith WPB 
d to make 
Under the 
lis is no 
3s the re- 
materials 
ts permit 

installa- 


rged 


needs of 
a careful 
uses have 
in list A 
ie Order. 
» the in- 
or 2 of 
or 5A. 
s of an 
me under 


E ACE 











AVAILABLE 









pROFIT MAKERS! 


PRO-TEX 


LOOKING AHEAD AND TABLE PAD 
TO FULL-LINE PRODUCTION STOVE 
As rapidly as production facilities are re- This popular housewares item 
leased, allotments now available only is back on the market! Solid . aie oa 
th 3 i asbestos Construction ... not a wartime “substitute. 
sine tee tae se be stepped up to Glossy white enamel surface, with same attractive 
iri at Coffee Cup pattern in red or black. Durable, fire- 
proof. Full range of —_ Has 101 “ig in ~ 
home . . . protecting surfaces against heat an 
CAN OPENERS scratches. 






and EGG BEATERS PRO-TEX BURNER PAD A big money-maker! Solid 


asbestos, size 714” x 714”. Keeps foods from sticking 
or burning. An unusually durable Pad at a remark- 
ably low price. 


NO-LIFT IRON PAD Printing on this Pad tells the 
story! Entirely new and different. Fireproof asbes- 


tos ... protects ironing board and cover .. . saves 
time and energy .. . non-skid surface. 


WRITE FOR ILLUSTRATED CIRCULAR AND PRICES 


FYE Re) (eo) ds aia7 Vm te) tlatmae) 


1820 EAST 37th ST . CLEVELAND 14, OHIO 


SOME FAST SELLING BOOKENDS 


Made of Terra Cotta Composition, and Decorated in Natural Colors 


No. 4098Z HORSEHEADS 


Very Realistic, Works of Art in every detail 


$18.00 per doz. sets 


We also have them in following styles: 
































#4099Z Collies #4101Z Police Dogs 
#4100Z Scotties #4102Z Boston Bulls 
ne #4103Z Wolfhounds 






1/6 doz. per number smallest quantity sold, when shipped with other goods. 


No. 4151Z Dachshund 


Very unique, inasmuch as the 12 inch long dachshund is cut in half, the two 
halves forming the bookends. 


$18.00 per doz. Packed 1/6 doz. in carton. 
We carry in stock a large assortment of Gift Goods, in all sorts of 


material, ranging in price from $1.80 to $90 per doz. Complete set Z of 
illustrated price lists will be sent to any hardware dealer on application. 












| ee 008 Merwe 115-119 Z South Market St.,, Chicago 6, III. 
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it helps 
McKinney dealers 


meet postwar competition 


McKinney’s new war work (the making of part, 
for numerous war items from aircraft to hand 
grenades and landing mats to tanks) is adding 
much to McKinney’s production skill—is mak- 
ing McKinney more broadly known than ever 
before. 

Add that to McKinney’s 75 odd years of ex- 
perience in meeting changing trends and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
..« then talk McKinney and display McKinney 
for building after the war. 








Returned Armed Force Men 
May Get Loans From RFC to 
Reestablish Their Businesses 


Jesse H. Jones, Secretary of 
Commerce, recently announced 
that the Reconstruction Finance 
Corporation had extended its 
smal] business loan program to 
include loans to those returning 
to private life from the Armed 
Forces of the United States to 
assist them in reestablishing busi- 
ness operations which they were 
forced to liquidate or to turn 
over to others on entering the 
service. 

The applicants will be ex- 
pected to show prior business ex- 
perience, to have a _ proper 





amount of equity - capital, and 
there should appear a sound 
economic need for the business. 
It is the desire of the Corpora- 
tion that these loans be made 
and serviced by local banks 
throughout the country, with a 
satisfactory participation agree- 
ment by the RFC. 

Applications should be filed 
through the banks or other 
financial institutions, but where 
it is not so the bank can or will 
make the loan, they should be 
filed with the RFC directly 


through its Loan Agencies. 








Ease Requirements on Electric 
Extensions for Irrigation Needs 


Acting to assure increased 
food production in areas de- 
pendent upon irrigation systems, 
the Office of War Utilities has 
provided for extensions of elec- 
tric power to water pumps that 
serve to irrigate at least 5 acres 
of land each, 

Supplementary Utilities Order 
U-1-i, as amended Feb. 23, sets 
forth the conditions under which 
such electrical connections may 
be made. An applicant must se- 
cure from his County Agricultu- 
ral Conservation Committee a 
certification to the effect that he 
is eligible under the terms of the 
new order and that in the opinion 
of the committee the connection 
requested will result in a sub- 
stantial increase in farm pro- 
duction. This certification must 
accompany the application to be 
addressed to the utility company 


. 





which will supply this power. 

A limitation of $1500 is im- 
posed on any extension of service 
which may be made, Other re- 
strictions confine new connections 
to consumers owning electrically 
driven irrigation pumps of at 
least 25 gallons per minute ca- 
pacity and to those who can 
obtain such a pump without 
priority assistance or to whom a 
preference rating of AA-5 or 
better has been assigned for the 
delivery of one. 

By permitting county agri- 
cultural conservation committees 
and utility companies to operate 
under this decentralized authori- 
zation, it is expected to eliminate 
paperwork previously involved in 
making individual appeals to 
Washington and to speed up 
installation of service to produc- 
ing growers. 











30 More Types Work Gloves 
Under Specific Price Ceilings 


Thirty additional types of 
staple work gloves have been 
placed by OPA under specific 
dollars-and-cents ceiling prices, 
and several revisions have been 
made in the work glove regula- 
tion. The 30 additional types of 


work gloves, priced in this new 
amendment to price regulation 
506, effective immediately, in- 
clude leather palm gloves, fully 
lined flannel mittens, fully lined 
jersey gloves and children’s jer- 
sey gloves. 
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Dealers, Jobbers Can Advance 


Combination Screen Doors 


To relieve a squeeze resulting 
from an increase in manufac- 
turers’ ceiling prices for combi- 
nation doors with screen and 
sash inserts, the Office of Price 
Administration on Feb. 29 an- 
nounced compensating increases 
in the maximum prices jobbers 
and retailers may charge for the 
doors. 

Manufacturers’ ceiling prices 
for these doors were increased 
3.9 per cent last Sept. 21 to cover 
higher material and production 
costs. OPA said that it is now 





authorizing jobbers to increase 
their ceiling prices 3.2 per cent 
and retailers 2.3 per _ cent, 
amounts that will give these sel- 
lers practically the same dallere | 
and-cents increases that maru- | 
facturers have been given. For 
a typical door the increase will | 
amount to 19 cents at wholesale 
and 20 cents at retail. 





This pricing action is taken in 
Amendment No. 2 to Maximum 
Price Regulation No. 381 (Stock 
Screen Goods). 








Up Light Power Tool Limits 
For Western State Stocks 


Because Western dealers in 
light power-driven tools are a 
greater distance from sources of 
supply, inventory provisions. of 
the order governing these tools 
were amended Feb. 26 by the 
War Production Board to relieve 
these dealers of possible hard- 
ship. 

The action was taken through 
amendment to Limitation Order 
L-237. 

The order previously provided 
that no supplier could accept de- 
livery of any light power-driven 
tool which would increase his 





inventory of that size and type 
of tool beyond five. Under the 
revised order, the inventory limit 
is raised to eight tools of each 
size and type for dealers in the 
following 17 states: Arizona, Cal- 
ifornia, Colorado, Idahc, Mon- 
tana, Nevada, New Mexico, Ore- 
gon, Utah, Washington Wyoming, 
North Dakota, South Dakota, 
Nebraska, Kansas, Oklahoma and 
Texas, 


The inventory limitation of 


five light power-driven tools con- 
tinues for dealers in other states. 








WET MOP, ETC. MAKERS 
MAY ASK PRICE RELIEF 


Manufacturers of wet mops, 
wet mop heads and mopsticks 
may now apply for individual 
price adjustment to Regional and 
District Offices of the Office of 
Price Administration in cases of 
local shortages of these com- 
modities, the OPA announced 
March 5. 


Several instances of local 
shortages, resulting in a serious 
threat to sanitary conditions in 
those localities, have been 
brought to the attention of the 
Office of Price Administration. 
Under established OPA policy 
adjustments may be granted 
where the following situations ob- 
tain: 1. Where a shortage exists 
in a locality or threatens to exist 
with respect to a specific es- 
sential commodity. 2. Where a 
shortage will be reduced or elimi- 
nated by adjusting the manu- 
facturers’ maximum prices. 3. 
Where the adjustment will not 
create or tend to create a short- 
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age or need for an increase in 
prices in another locality. 
(Amendment 29 to Maximum 
Price Regulation No. 188—-Manu- 
facturers’ Maximum Prices for 
Specified Building Materials and 
Consumers’ Goods Other Than 
Apparel—effective March 10, 
1944), provides this action. 





ORANGE SHELLAC 
FOR FURNITURE 


The War Production Board an- 
nounced Feb. 22 that permission 
will now be granted for the use 
of orange shellacs having an 
OPA ceiling price of 45.1 cents 
per pound or higher for finishing 
floors and furniture. These uses 
had previously been denied. 
Bleached shellac is still not avail- 
able for floor and furniture finish- 
ing. The orange shellacs for 
which allocation will now be 
granted included higher-priced 
“D” and “Circle J” or compara- 
ble types. Users must still apply 
for allocations through their sup- 





pliers on Form WPB 1361. 
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Remembean aa boy. - 
the old-fashioned grindstone which you so 
laboriously turned for your father... when 
you yearned to play baseball or go fishing? 
Most likely it was a Berea Grindstone, be- 
cause for over eighty years Berea has been 
a leader in supplying better grindstones 
to America’s hardware dealers. 


TODAY... 


Just a flip of the switch 
and you're ready to grind 


Yes, the ‘good old days” 









are gone forever. Today's 
Berea Grindstones (includ- 
ing many types of motor- 
driven and foot-operated 
models) are complete- 
ly modern in every re- 
spect. Moreover, they 
are still helping deal- 
ers build increased 


volume and profits. 





Division of The Cleveland Quarries Co. « Cleveland, O. 
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Planet Jr. and 
Future Profits 


For the moment, war limitations curtail the 
production of Planet Jr. Garden Tractors and 
Planet Jr. specialized Planting, Fertilizing, 
and Tillage Tools. We cannot supply all that 


growers want now. 


But the future is bright! Restrictions will, most 
likely, be lifted on farming equipment first; 
and the postwar years will demand even 
greater production from America’s farms as 
we face the task of feeding the liberated 
peoples. 


It will pay any dealer to get the facts on 
Planet Jr.! Find out for yourself what Planet 
Jr. Tractors, Wheel Hoes, Seeders, Fertilizers 
and other tools mean to you in the way of 
future profits! Write for the Planet Jr. Trac- 
tors and Implement Catalogs. 


S. L. ALLEN & CO., INC. 
3425 N. Sth Street, Philadelphia 40, Pa. 








75 years making growers’ work easier 








FARM AND GARDEN TOOLS 








Authorize Making 500,000 
Enameled Cold Pack Canners 


Approximately 500,000 enamel- 
ed cold pack canners, which have 
been out of production since 
1941, will be available to home 
canners this season, the War 
Production Board announced re- 
cently. 

Manufacturers of enameled 
ware are permitted to produce, 
before July 1 of this year, half 
as many enameled cold pack can- 
ners as they made in the year 
ending June 30, 1941. Most of 





the canners will reach the mar- 
ket in the second quarter. They 
may be sold only for canning 
and not for use as stock pots. 
The canners will be made in 
one size, capable of holding 
seven one-quart jars, nine one- 
pint jars, or four half-gallon jars, 
The provisions governing pro- 
duction, of these canners are set 
forth in Limitation Order L-30-b, 
Direction 1, issued Feb. 19, 1944. 








Revise Ration Order 9A 
Combination Range Definition 


A combination range is a com- 
bination heating and cooking 
stove. It is a “two-part” stove 
with gas burners employed in the 
cooking part (cooking top and 
oven) and either oil burners, a 
coal and wood combusion cham- 
ber or a gas heating unit on the 
heating side. In some combina- 
tion ranges, the heating side may 
provide heat for the oven as well 
as for space heating. If the oven 
cannot be heated with the heat- 
ing part of the stove, the range is 
sometimes called a “bungalow 
range,” but it is still a combina- 





tion range for the purpose of 
rationing, OPA has ruled. 

The fact that a gas range has 
a separate set of burners for an 
oven or broiler does not make it 
a “two-part” or combinatiea 
range for the purpose of ration- 
ing. 

A combination coal and gas 
range in which a conversion oil 
burner has been installed is still 
a coal and gas combination range 
and can be exchanged only for 
two certificates, one‘for a com- 
bination range and the other for 
a conversion oil burner. 








JOBBERS GET UNIFORM 
PRICING METHODS ON 
LAMPS, LAMP SHADES 


New uniform methods by 
which jobbers must establish 
their maximum prices for house- 
hold lamps and lamp shades were 
announced by the OPA in 
amending price regulation 14, 
effective March 6. 


TO RELEASE SHELLAC 
FOR FURNITURE 


The War Production Board an- 
nounced Feb. 19 that applications 
will be accepted for shellac to be 
used in manufacturing and re- 
pairing furniture. 

Officials said bleached shellac 
is still not available for furniture 
uses, but that there are quanti- 
ties of certain suitable types of 





orange shellac that can be allo- 
cated at present. These are 
“D” and “Circle J” or compara- 
ble types, having an OPA ceiling 
price of 45.1 cents per pound and 
higher. 

Users are required to apply to 
WPB through their supplier on 
Form WPB 1361. 





A CORRECTION 


In an item on page 97 of the 
March 2, 194, concerning 
ratings on steel screen cloth for 
civilian use it was incorrectly 
stated that “production of this 
type of steel screen cloth for 
civilian use is not at the rate of 
half of normal yearly produc- 
tion.” This should have stated 
that such production “is now at 
the rate of half of normal yearly 
production.” 
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Do Not Expect Easing of 
Civilian Battery Supplies 


Increasing demand for bat- 
teries for the armed forces makes 
the possibility “remote” of in- 
creasing the supply of dry bat- 
teries for civilians in 1944, 
WPB stated recently. Produc- 
tion of some kinds of batteries 
may even be lower than in 1943. 

The materials situation has im- 





proved, and the facilities of the 
industry have been greatly ex- 
panded, but the quantity of in- 
dustrial other essential 
civilian batteries available, will 
still be limited to the capacity of 


and 


equipment not usable to make 
military types of batteries. 








Reports to WPB Show Jobber 
1943 Sales Good; Inventories Low 


(Washington Bureau 

of HARDWARE AGE) 
Reports to WPB on the opera- 
tions of a group of hardware 
wholesalers, from all sections of 
the country, indicate that sales 
in this industry stood up well in 


1943, but inventories declined 
sharply. 
Sales of this representative 


group averaged 91 per cent in 
1943 as compared with 1942 fig- 








ures. Inventories dropped to an 


approximate average of 71 per 
cent as compared with 1942. 

Sales and inventories declined 
steadily throughout the past year. 
This is borne out by figures pre- 
sented by the same group for 
the first 11 months of operation. 
These figures showed approxi- 
mately 96 per cent of 1942 sales 
and 81 per cent of 1942 inven- 
tory. 








WPB Reminds Stove Rationing 


Not Affected by Removal of 
Some Plumbing, Heating Controls 


In a recent statement WPB 
made it clear that the removal on 
Jan. 15 of restrictions on distri- 
bution of some items of plumb- 
ing, cooking and heating equip- 
ment was not intended in any 
way to affect rationing or other 
requirements of OPA any 
other agency. 

An amendment to L-79 which 
permitted consumers to purchase 


or 





such 
toilets, 


equipment as _ lavatories, 

laundry trays, 
showers, unrationed cooking and 
heating stoves, etc., without au- 
thorization from WPB has been 
misinterpreted to mean that com- 
pliance with OPA’s Stove Ra- 
tioning Order 9-A was no longer 
necessary. Interpretation 2 to 
L-79 has been issued to clarify 
this situation. 








AMENDED M-340 NOW 
INCLUDES METHYL 
BROMIDE 


WPB has placed methyl bro- 
mide commonly used as an insec- 
ticide, under allocation, effective 
March 1, by amending Order 
M-340 to include it. The maxi- 
mum monthly small order exemp- 
tion is fixed at'10 lb. No other 
deliveries may be made without 
specific authorization. 





| 
| 





FURTHER LIMIT SALES | 
OF COTTON DUCK 

To meet essential military re- 
quirements, WPB has directed 
producers, effective April 1, not 
to sell or deliver certain im- | 
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portant types of cotton duck, ex- 
cept on direct contracts or pur- 
chase orders from 
navy, 
War Shipping Administration or 
on specific WPB authorization. 


MAY PACK HARNESS IN 
NEW FIBER SHIPPING 
CONTAINERS 


Harnesses may be packed in 


| new fiber shipping containers un- 


der an amendment to WPB lim- 
itation order L-317. This per- 
mission applies only to packing 
harnesses, and it is ruled that 
horse collars, bridles and saddles 
still may not be packed in fiber 
shipping containers, 


sinks, | 





Just as soon as 


UNION and VICTORY 
shut down on Fighting Tools! 


_ Just as soon as we can switch our ex- 


panded facilities from fighting tools to 


_hardware and sporting tools, — 


the army, | 
Maritime Commission or | 





You'll have a greater line of UNION 
fast-sellers, replete with new features 
to expand your Profits on UNION 


Roller and Ice Skates 
Fishing Tackle 


* Chisels and Screwdrivers 


* Hack Saw Frames 


Gun Implements 
* Available on Priorities 


IN "UNION" THERE IS STRENGTH 


BEV EE ew! 
HARDWARE COMPANY 


as eV rasa 
TORRINGTON. CONN. 


NEW YORK OFFICE ISI CHAMBERS STREET 
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May Use Alloy Steel for 
Marine Fittings Hardware 


Restrictions on the use of 
metals in the manufacture of 
marine fittings hardware were re- 
moved by the War Production 
Board on Feb. 26 through a re- 
vision of Schedule III to the 
hardware simplification order 
L-236. 

The schedule, originally issued 
in Oct., 1943, covers forged, fab- 
ricated and pipe turnbuckles; 
forged shackles; rope thimbles; 


rope sockets; forged hoist, grab 
and slip hooks; cleats; and 
chocks. Simplified practices are 
established by restricting manu- 
facture to the sizes and types 
listed in the schedule. 

The principal effect of this 
action is to permit the use of 
alloy steel instead of carbon steel 
where necessary. Minor changes 
are also made in permitted sizes 
of some of the items. 








PACKING TRUNKS MAY 
BE MADE FOR 
CIVILIAN USE 


Packing trunks have been add- 
ed to the list of luggage which 
may be manufactured for civilian 
use. WPB has so provided, by 
amending limitation order L-284. 
This order now permits the use 
of iron and steel frames in the 
manufacture of luggage for civil- 
jan use, as well as the use of 
iron and steel slide fasteners for 
closures, 





A limiting amendment has 


been written into the order, 
which now reduces the width 
of leather luggage bindings 
which are permitted. 





NO BLOW TORCHES 
RELEASED FOR 
CIVILIAN NEEDS 


Military requirements for blow 
torches are being met but pro- 
duction is not sufficient to take 
care of essential civilian needs, 
the War Production Board re- 
ported March 2. This situation 
was revealed at a recent meeting 





of the Blow Torch Industry Ad- 
visory Commitee. 

The use of steel instead of 
copper, required by present 
restrictions on copper under 
Order M-9, slows up the manu- 
facturing process, committee 
members said. This is the chief 
factor in limiting output. 


COTTONSEED OIL 
SOY BEAN OIL PRICES 


The maximum prices recently 
announced for refined cottonseed 
oil and refined soybean oil made 
from 1943-44 crops also apply to 





oils made from subsequent crops, 
the Office of Price Adminisira- 
tion said Feb. 22. 

This announcement represents 
an elaboration of Amendments 10 
and 13 to Maximum Price Regu- 
lation No. 53, which did not 
specifically include crops subse. 
quent to 1943-44, 

Inclusion of later crops is now 
made definite to cover forward 
selling of these refined oils which 
will be produced from the 1944 
45 cotton and soybean crops. 

Amendment No. 17 to Maxi- 
mum Price Regulation No. 53— 
Fats and Oils was effective Feb, 
26, 1944. 








AA-3 Rating for Oil Operators 
| Given Under CMP Order 9A 


The Petroleum Administration 
for War today announced that 
revisions of Preference Rating 
Orders P-98-b and P-98-e extend 
to oil operators who provide 
maintenance and repair service to 
retail and consumer outlets the 
right to use an AA-3 rating. 

The two orders were revised, 
PAW explained, in order that the 





rating for this type of repair 
work by the petroleum industry 
would be brought to parity with 
that of the recently amended 
CMP Regulation 9A, which like- 
wise assigns a rating of AA-3 to 
repairmen, and to assure central- 
ized supervision by PAW in 
places where critical materials 
are involved. 








MILTON E. BERTRAM ° 
Milton E. Bertram, sales repre- 
sentative for the Yale & Towne 
Mfg. Co., Stamford, Conn., re- 





MILTON E,. BERTRAM 


cently passed away. He started 
on the road for the company in 
1913, serving a territory which 
covered Pennsylvania, Maryland, 
West Virginia, Ohio, Virginia, 
and North Carolina. Mr. Ber- 
tram is survived by his widow, a 
daughter, a grand-daughter, and 
one sister. 


A. EDMOND PARK 


A. Edmond Park, 44, president 
of Flint & Walling Mfg. Co., 


manufacturers of water supply 


14 
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systems, etc., Kendallville, Ind., 
passed away at the McCray 
Memorial Hospital recently. His 
business career with Flint & 
Walling Mfg. Co., started in 
1941, after his graduation from 
the University of Pennsylvania. 
Following the passing of his 
father, Frank B. Park, he became 
secretary of the company. He 
served in that capacity for 13 
years and upon the death of Her- 
bert H. Macomber in 1939, be- 
came president. For the past 
seven years he has served on the 
city council, and was a member 
of the Masonic Lodge and the 
American Legion. He is sur- 
vived by his wife, two daughters, 
his mother and a brother. 





JOHN J. FLANAGAN 


John J. Flanagan, vice-presi- 
dent and treasurer of the Na- 
tional Mfg. Corp., manufacturers 
of asphalt roofing products, 
Tonawanda, N. Y., passed away 
suddenly while on a_ business 
trip in Chicago, He had been 
associated with the asphalt roof- 
ing industry for the major part 
of his business career, having 
been Buffalo sales manager for 
Certain-Teed Products Co., 120 
S. LaSalle St., Chicago, Tll., be- 





fore helping to found the Na- 
tional Mfg. Corp., in 1931. In 
addition to being sales manager 
of the latter company, he was 
also a consultant in the Building 
Materials Division of the WPB 
in Washington, D. C. Mr. Flan- 
agan was a past director of the 
Greater Buffalo Advertising Club, 





JOHN J. FLANAGAN 


and a member of the Buffalo 
Club. He is survived by his 
widow, two daughters, and a son, 
Lt. John G. Flanagan of the USA. 





FRANK E. WOLCOTT 


Frank E. Wolcott, president of 
the Silex Mfg. Co., Hartford, 
Conn., founder of the Mermaid 
Dishwasher Co., and president, 
treasurer and director of the 
Silex Co., Ltd., of Ste. Therese, 
Quebec, Canada, passed away re- 
cently at his summer home in 
Granville, Mass., after a brief 
illness. He graduated from the 
Bliss Electrical School, and was 
then employed as a salesman at 
the Franklin Electrical Co., Hart- 
ford, Conn. Mr. Wolcott founded 
the Mermaid Dishwasher Co., in 
1919, selling out in 1921, and 
from 1922 to 1928, was the owner 
of the Frank E. Wolcott Mfg. Co., 
manufacturers of glass coffee 
makers, and its subsidiary the 
Hartford Products Corp. Up to 
the time he purchased full rights 
to Silex coffee-maker, in 1930, it 
had remained chiefly in the cate- 
gory of an unique coffee-making 
novelty originated abroad. 





ARTHUR PEGLOW 


Arthur J. Peglow, 62, sales 
representative for the John Pritz- 
laff Hardware Co., wholesalers, 
Milwaukee, Wis., for 37 years, 
recently passed away at Janes- 
ville, Wis., after suffering a long 
illness. He had also been in the 
Milwaukee office at various times 
during the past year. He is sur- 
vived by two sons, two sisters, 
and two grandchildren. 
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CHARLES LOVE 


Charles M. Love, 74, founder, 
president and treasurer of the 
C. M. Love & Co., Huntington, 
W. Va., passed away recently. 





CHARLES LOVE 


He first started in the business 
world in 1890 when he accepted 
a position as manager of a coal 
company store in the Kanawha 
Coal Fields, Charleston, W. Va. 
In 1892, he became associated 
with The Foster Hardware Co., 
Huntington, W. Va., first as a 
sales representative, and later as 
office manager and credit man. 
In 1910, he left the Foster Hard- 
ware Co., to establish the corpo- 
ration which bears his name, and 
which he continued to operate 
until his passing. Mr. Love was 
the oldest elder in point of ser- 
vice of the First Presbyterian 
Church of Huntington. He is 
survived by his widow, seven 
children, and 14 grandchildren. 


PAUL C. DeWOLF 


Paul Churchill DeWolf, vice- 
president of the Brown & Sharpe 
Mfg. Co., 235 Promenade St., 
Providence, R. J., for the past 
19 years, passed away recently. 
Mr. DeWolf joined Brown & 
Sharpe after his graduation from 
Brown University in 1905. He 
was a former president of the 
National Metal Trades Associa- 
tion, a former secretary of the 
Machine & Allied Products In- 
stitute, and a member of the 
Society of Mechanical Engineers. 


A. L. WALKER 


A. Looney Walker, 63, retired 
hardware dealer, passed away at 
his home in Memphis, Tenn., re- 
cently. He was affiliated with 
Belknap Hardware & Mfg. Co., 
Louisville, Ky., wholesalers, in 
the capacity of salesman, later 
becoming a partner in Porter & 
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Walker hardware firm’ with 
Henry A. Porter. After 32 years 
of continuous service he retired 
in 1943. The firm is now operei- 
ing on the Public Square. He is 
survived by his wife and two 
daughters. 


WILLIAM S. SMITH 


William S. Smith, 93, a hard- 
ware man for 75 years, with 45 
years of continuous employment 
with the Waite Hardware Co., 
wholesalers, Worcester, Mass., 
passed away recently after an 
illness of several months. Mr. 
Smith retired from active hard- 
ware work about a year ago. At 
the age of 16 he started with 
Henry W. Miller, a hardware 
dealer. For many years he was 
a salesman for Waite Hardware, 





but in later years handled sales 
accounts for the company. 

He is survived by a daughter 
and a son. 


HARRIET SILLIMAN 


Harriet L. Silliman, 95, widow 
of the late John B. Silliman, re- 
cently passed away at her home 
in Atchison, Kan. She met J. B. 
Silliman, one of the founders of 
Blish, Mize & Silliman Hardware 
Co., wholesalers, Atchison, in 
Chicago. They were married in 
1869 in New York City, and in 
1870, the year in which the com- 
pany was founded, moved to 
Atchison. Mr. Silliman passed 
away in 1918. Mrs. Silliman is 
survived by two daughters, three 
grandchildren and one _ great- 
grandchild. 











OPA NAMES STOVE 





INDUSTRY TECHNICAL 
ADVISORY PANEL 


The OPA recently appointed a 
six-man Stove Industry Technical 
Advisory Panel to help work out 
technical problems involved in 
stove rationing. Members of the 
panel will supplement the work 
of the Stove Industry Advisory 
Council. The panel consists of 
the following men: Rivers Peter- 
son, managing director, National 
Retail Hardware Association, In- 
dianapolis, Ind.; Roscoe Rau, 
National Retail Furniture Asso- 
ciation, Chicago, Ill; S. E. Lit- 
tle, American Stove Co., Cleve- 
land, Ohio; R. W. Spake, Com- 
stock Castle Stove Co., Quincy, 
Ill.; George W. Clausen, Hib- 
bard, Spencer, Bartlett & Co., 
Chicago, IIl., wholesale hardware 
distributors; and H. J. Allison, 
Allison-Erwin Co., Charlotte, N. 
C., wholesale hardware distribu- 





tors. 





| 





This advertisement 
will 


appear in 


THE LADIES’ HOME JOURNAL 
iclolejs mi leith) 4.4441, fc) 
BETTER HOMES & GARDENS 
THE AMERICAN HOME 
HOUSE BEAUTIFUL 
THE PARENTS’ MAGAZINE 
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A Nest Egg for Future Business 


Youncstown Pressep STEEL insures YPS 
dealers “a nest egg for future business” by con- 
tinuously keeping Youngstown Kitchens before 
16,000,000 National magazine readers. The ad- 
vertisement shown above will appear in full 
color in April. f 

Send for details about YPS dealerships NOW 
and share this YPS nest egg of prospective 
Youngstown Kitchen purchasers in your own 
territory. 





YOUNGSTOWN PRESSED STEEL DIVISION 
Mullins Mfg. Corp., Dept. HA-344, Warren, Ohio 


Please send me YPS booklet, “Get Ac- 
quainted with Your Kitchen Business.” 


Name 





Street 


City 








State 
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How’s the Hardware Business? 


(Continued from page 136) 


is apparent that the amount of crude 
rubber which must be released if essen- 
tial needs are to be met will danger- 
ously deplete our natural rubber re- 
serves and leave our stock position at 
the end of the year at below the mini- 
mum for safety. The situation in 1945 
will be further aggravated unless more 
natural rubber than is now in sight 


is forthcoming. 
+ * e 


Huge aluminum gain—uw. S. 
production of primary aluminum in 1943 








stock the glue they prefer! 


When customers compare glue... 
nine out of ten prefer Weldwood. 


(1 Ib 


This modern, plastic-resin adhesive 
won hands down in a recent sur- 
vey among glue users. 


Why? Because it meets a// the re- 
quirements for a permanent, water- 


proof bond. 


Hobbyists, cabinet-makers and 
industrialists demand Weldwood 
because of its tremendous strength, 





Comes in attractive counter dis- 
play cartons in 10¢, 25¢, 50¢, 85¢ 


25 Ib. cans. 


Order Weldwood Glue from your 
jobber today. Or if you would 
like to receive samples and addi- 
tional information, mail the 
coupon below. 


NATIONALLY AD- 
VERTISED IN 14 


totaled 1,800,000,000 Ibs., a 75 per cent 
increase over 1942, WPB reports. The 
year’s peak production was reached dur- 
ing the final quarter, when average 
monthly production was 185,000,000 lbs. 
Alumirum recovered from secondary 
sources during the year exceeded 500,- 
000,000 Ibs., a sharp gain over 370,- 
400,000 Ibs. recovered in 1942. WPB 
recently had to order a number of alu- 
minum production lines closed down, 
because the output exceeded combined 
military and essential civilian require- 


.) sizes and also 5, 10 and 








fast-setting qualities and ease of publications to help 
mixing. you sell. 
Used and accepted by NG TUR ANOE RG as 
Army. ; UNITED STATES PLYWOOD CORPOR 
v. S. » Wavy, Civil Weldwood Glue Dept. 63,55 West 44th Street | 
Aeronautics Authority and } New York 18, N. Y. 1 
Maritime Commission. i Please send literature, prices, discounts, samples | 
i and information on WELDWooD Glue dealer plan— | 
1 
ELDW4YV box 
W D | Address } 
; 


WATERPROOF GLUE 
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My jobber's name is. 











ments. Man-power and stockpiling are 
still postponing the large release of 
aluminum supplies for the less essen- 
tial civilian manufacturers. 


*> + # 


Gummed paper and tape — 
More than 80 per cent of the gummed 
tape and flat gummed paper the U. S. 
produces is going into war and other 
essential uses, the War Production 
Board Paper Division said recently. 
More than half of the current produc- 
tion is used by government agencies and 
in war plants, and a large part of the 
balance by the processors of agri- 
cultural and chemical products. OPA 
uses hundreds of tons, for example, in 
pasting up gas coupons. Raw material 
shortages, including base papers, adhe- 
sives and cloth backing have been sur- 
veyed by WPB and the Industry Ad- 
visory Committee. They report dextrin 
adhesives in ample supply, but animal 
glue and extracted bone glue were re- 
ported as short. Kraft paper continues 
in short supply and the shortage will 
not improve in the near future. 


*. * *& 


The new excise taxes — By 
passing the new tax bill over the Presi- 
dent’s veto, Congress assured several 
changes which will be felt at the end 
of March. Local letters wiil have to 
carry 3 cents postage instead of 2 cents, 
transportation taxes will jump from 10 
to 15 per cent and telephone taxes will 
rise from 20 to 25 per cent on long- 
distance calls and from 10 to 15 per 
cent for local service. There will be a 
20 per cent retailer’s tax on luggage. 
Replacing a former 10 per cent manu- 
facturer’s levy, it applies to traveling 
bags, suit cases, trunks, toilet cases, 
hand bags and wallets. Most of the 
other excise taxes cover higher levies 
on movie admissions, club dues, liquor 
and cosmetics, all becoming effective 
April 1. 


7. * * 


1944 Retailing outlook — Re- 
tail sales this year, as estimated by the 
U. S. Department of Commerce, will 
reach a new peak of $66 billion, or 5 
per cent above 1943 on the basis of 
present price levels. Total retail sales 
of $63 billion in 1943 were 10 per cent 
higher than a year earlier. The Depart- 
ment believes that prospects for recon- 
version in 1944 are not bright and that, 
therefore, sales volume will not be 
significantly affected by changes in the 
European war situation. It is thought 
that a slight gain in production in 1944 
may compensate for the reduction of 
retail inventories during 1943, so as to 
at least maintain the present flow of 
goods to consumers. U. S, Department 
store sales declined 11 per cent for the 
week ended Feb. 26 from the corre- 


HARDWARE AGE 














are 


en- 


1ed 


her 
ion 
tly. 
uc- 
ind 
the 
zri- 


PA 


‘ial 
he- 
ur- 
id- 
rin 
nal 


ues 


vill 


By 


ral 


vill 


ing 


the 


‘ies 


ive 


Re- 
the 
vill 
r 5 

of 
les 
ent 
art- 
on- 
at, 


the 
ght 
944 

of 
| to 

of 
ent 
the 
Te- 


GE 








sponding 1943 week, and were off 10 
per cent for the four-week period ended 
the same date, according to Federal 
Reserve reports. 


* * + 


Independent store sales — 
January sales of independent retailers 
were 9 per cent over January, 1943, but 
36 per cent below December, the Census 
Bureau reports. All business classes 
showed increase over last year, except 
furniture stores, whose sales were off 3 
per cent. The Bureau’s findings were 
based on reports from 14,332 indepen- 
dent retailers in 34 states. 


os * * 


Rail-air express — Combina- 
tion rail-air express traffic handled for 
the nation’s commercial airlines in 1943 
gained 28.3 per cent over the previous 
year, the air express division of Rail- 
way Express Agency reported recently. 
There were 410,758 shipments handled 
in the combined service during the 12- 
month period, compared with 319,983 
shipments in 1942. Express charges on 
this traffic exceeded $4,000,000, or 63.2 
per cent higher than in 1942. The con- 
tinued use of the combined rail and 
air service by shippers at off-airline 
points accounted for 41,007 shipments 
in December, an increase of 24.6 per 
cent over December, 1942. Charges on 
these shipments were 31.3 per cent 
above the 42 month, it was reported. 


* * * 


Goodyear sales—The Good- 
year Tire & Rubber Co., Akron, Ohio, 
recently reported consolidated net sales 
amounting to $760,491,044 for 1943. 
This compares with net sales of $451,- 
493,034 for 1942. 


When Will OPA 
Controls End? 


O the moot question of when 
price and rationing controls 
will be removed, Richard V. Gil- 
bert, economic advisor to the Office 
of Price Administration, addresses 
significant and practical remarks— 
significant because they may repre- 
sent the current attitude of the Ad- 
ministration. They come at a time, 
too, when there is increasing talk 
in Congress about what to do when 
the OPA act expires on June 30. 
Overall, Mr. Gilbert says that 
from the OPA standpoint, price and 
rationing controls will be lifted, 
piece by piece, at the very earliest 
moment consistent with the national 
safety. He points out, however, that 
after the last war, price controls 
were dropped almost immediately 
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upon the signing of the armistice, 
with the result that both prices and 
wages swung up rapidly. 

Once the European phase of the 
war is ended, we shall have sub- 
stantially greater elbow room, and 
price and rationing controls will be 
adjusted accordingly. Therefore, 
Mr. Gilbert foresees these situa- 
tions: Food—the need for rationing 
and price controls can be lifted by 
the fall of 1945 if the European war 
ends between now and the spring of 
1945; a miraculous ending in the 
next few months, plus a full plant- 


ing in Europe, would mean an end 
to shortages next fall; clothing and 
textiles — in a matter of months 
after the European war ends, the 
markets should soften significantly, 
with shoe rationing ending very 
soon; summer durables—the speed 
with which many consumer durables 
will reappear will surprise most peo- 
ple; by midsummer, Mr. ; Gilbert 
thinks, we should have ample sup- 
plies of the smaller hard goods. by 
the end of the year we shall be far 
beyond that. 

—Chamber of Commerce of the U.S. 








































FLAME THROWERS, MINE DETECTORS, 

“WALKIE-TALKIES” ARE ONLY A FEW 
OF THE MILITARY REASONS 

WHY THERE ARE NOT ENOUGH 


USES. BURGESS ADS Sa 
EXPLAIN WAR SHORTAGES. 
_az] KEEP Your cus- {\ 
filam TOMERS REMINDED 

FOR PEACE TIME. 
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BURGESS BATTERIES FORORDINARY | ammmt”*. 










BURGESS BATTERIES 


IN THE NATION’S SERVICE 


On the Fighting Front—On the Home Front 
BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 





147 
















148 


A limited supply 
i now auailable 


Yes! We are able to fill your 
order for original Minute 
Mops with the famous cellu- 
lose sponge head that ab- 
sorbs 20 times its own 
weight in water and gives 
such marvelous service. It's 
priced to sell at $1.59—and 
how it sells! With women 
more and more forced to do 
their own work, the Minute 
Mop and Drainer is one of 
the hottest promotions you 
can possibly put into your 
housewares department, so 
put it in—starting NOW! 
Wire or ‘phone your order 
TODAY as supply of sponge 
material is limited in accord- 
ance with present material 
restrictions. 


MINUTE MOP (0. 


i3 &.ae rd. St. 


CHICAGO i6 ILL. 


AVAILABLE! 














New England Convention 





NEW ENGLAND OFFICERS—Left to right: Merritt Treat, Hartford, Conn., 

director: Forrest M. Longley. Norway. Me., director: Russell R. Mueller, Bos- 

ton, Mass., executive secretary: Lucius C. Chandler, Newton Center, Mass., 
president: Henry W. Rollins, Waterville, Me., vice-president. 


NAME & PLACE — New Eng- 
land Hardware Dealers Association, 
5lst annual convention and exhibit, 
Feb. 29-March 1, 1944, at the Hotel 
Statler, Boston, Mass. 


NEW OFFICERS — President 
Lucius C. Chandler, Newton Center, 
Mass., succeeding John E. Swan- 
son, Portsmouth, N. H.; vice-presi- 
dent, Henry W. Rollins,. Waterville, 
Me.; executive secretary, Russell R. 
Mueller, Boston, Mass. Directors: 
Forrest M. Longley, Norway, Me.; 
Merritt Treat, Hartford, Conn.; 
John E. Swanson, Portsmouth, N. H. 


RESOLUTIONS —F avored order- 
ly disposal of surplus war goods so 
that they would not fall into the 
hands of speculators. 


ADDRESSES—Scheduled to 
speak on “American Industry’s Part 
in the War and Plans for the Fu- 
ture,” Carroll B. Huntress, New 
York City, spokesman for the Na- 
tional Association of Manufacturers, 
stressed “Free Enterprise.” The 
wartime performance of the electric 
utility industry was cited by him at 
the opening session. “Its demon- 
stration of ability to meet the ex- 
traordinary demands of war proves,” 
said the speaker, who is ‘vice-presi- 
dent of the Republic Coal & Coke 
Co., “that the industry was soundly 
conceived and developed, in the 
best tradition of private enterprise.” 

New England’s great contribu- 
tions to the war are its shipbuilding 
and ship repairing capacity, said 
the speaker. New England is the 
dean of all the other sections of 
the country in the manufacture of 
guns and ammunition, and is the 


great textile center of the . western 
world. New England has the fac- 
tories, the manufacturing traditions 
and the skilled labor to play a vital 
role in a period when production is 
the nation’s prime consideration.” 


“Maintaining Consumer Good- 
will” was discussed by J. T. Chiurg, 
president, James Thomas Chiurg 
Company, advertising agency of 
Boston and New York. The speaker 
decried the “marked degree of dis- 
courtesy that seems to have swept 
into almost every corner where the 
public is served,” and suggested the 
starting of a “service program in 
your community” and to “start the 
creation of a store personality” 


The speaker called attention to 
the advertising job which the Yale 
& Towne Manufacturing Company 
had done to aid dealers in wartime, 
noting that their every advertise- 
ment carried in display type, “Shop 
At Your Local Hardware Store.” 
He suggested that hardware dealers 
“establish your claims as_ service 
stores with reliable ‘know-how’ of 
your business now by telling and 
retelling your community of your 
readiness to provide for their 
needs.” 


Dr. Carl D. Smith, president, 
Babson Institute of Business Ad- 
ministration, expressed his opinion 
as to “Your Business in the Post- 
War Period,” including  adjust- 
ments to be met when the war 
ends. He noted that the disposal 
of war goods surpluses and of war 
plants presents a challenge to gov- 
ernment and business leaders. Dis- 
cussing the “business outlook for 
this year,” he said that “for the 
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country as a whole we may reason- 
ably expect that the volume of busi- 
ness for 1944 will be 10 per cent 
below the 1943 record. For the 
post-war business outlook we may 
expect a rapid transition to peace- 
time. production as soon as the war 
is over.” 


Store Fronts Discussed 
Elmer Lundberg, head of the 


store front design department for 
the Pittsburgh Plate Glass Co.. 
gave a talk on “Modern Store 
Fronts—Store Designs,” using 
graphic illustrations which empha- 
sized points made. Proper setting, 


“ALL-OUT” 


(Dry Chemical) 


Emergency FIRE EXTINGUISHING UNIT 





@ Today, when fire-destroyed homes, furnishings and 
equipment are literally irreplaceable, hardware store 
customers—housewives, business men and farmers— 





















nn., : . ‘ : realize the need for safe, dependable protection 
308- a bs ee and ae against dangerous incipient fires. That's why the 
i. wrerengarsathes Psi ys amt eer’ inexpensive, non-rationed “ALL-OUT” Emergency 

ciples in selling. Plastic, he said, Fire Extinguishing Unit sells fast with welcome extra 
could not be used in a window in profits for dealers. Priced at only $2. 95 (slightly 
display, because it is subject to higher west of the Rocky Mountains), "ALL-OUT" is ; 
wuaties ‘etisiess ndi , easy to use. It instantly extinguishes all types of in- . 
encnions, expending m cipient fires (flammable liquids, oil, gasoline, grease, Designed and Produced 
the sun, but may be used inside electrical, etc.) without damage to fabrics, wood or for 
sie the store. He recommended the use metal finishes. 

fac of various types of glass, including @ Boost your profits with HOMES 
~ncnal tinted glass, solex glass, and rough woes "ALL-OUT". Stocks are avail- FARMS 
‘ ; glass, not a transparent, but trans- AEN) able for immediate delivery. Dis- AUTOMOBILES 
ng lucent material. 7 counts are liberal. WRITE TO- RESTAURANTS 
n is DAY for complete information. 

” P ae GARAGES 
L. Arthur L. Scaife, merchandising stORES 
ood- manager of General Electric Com- | [| cpp - ry 
urg, pany’s appliance sales _ division, k ATI R EXTINGUISHER © CORP. 
iurg spoke on “Appliances Post-War.” E Plaza, New York (20), New 

a 

= Rivers Peterson, managing di- 
yo rector, NRHA, Indianapolis, Ind., 
= gave a “Report on Washington Ac- 
ea tivities—A Look Into Hardware 
se Retailing’s Future.” He said that 
the the majority of people in Washing- 

. he ton dealing with problems are prac- 

— tical business men who want to get 
things over. 

1 to . . . *. 

Yale Discussing merchandise, he said: 

om “The real inside story will have to 

ma be submitted later. You men en- 
tice- tered 1942 with fear of shortages, 
shop but at the end of 1942 you found 


” the hardware retailers had had the 





re 
~~ most profitable year in history. You 
tos said it can’t be repeated in 1943. * 
Dot We don’t have the score of 1943, 1 ryi n a to Do 
nod but from all accounts we feel the ‘ 
hardware dealer has had another L W h L i 
our 
id pecapereus yest. a Loft ith a Liftie 
Speakers at the Industry Lunch- Not much critical material can be spared by our 
Jent. eon in the Grand Ballroom of the Government for Can Openers. But we are making 
Ad- Statler were Governor Leverett : : the most of the amount we do get by confining 
nion Salstonstall. Commonwealth of Mas- % The entire family production to a simplified version of the famous 
Post- sachusetts, and Bill Cunningham, of popular aonee Dazey De Luxe (Senior Model No. 60) which re- 
baat Bectan Mant esietniet Kitchen Helps will be quires less material. * 
a $8 back to work for you To Dazey Jobbers and Dealers, our sincere thanks 
anal The New England Hardware As- right after Victory. for doing such a good job of distributing fairly, 
imo sociates were present in good num- the units we’re able to produce. 
oot bers, with President Aubin J. Hor- 
cr | ton and Secretary Treasurer Jon | |) DA ZEY CHURN and MFG. CO. 
é E. Pingree in charge of the regis- 
| a tration for members of that organ- ST. LouIS, i he S. A. 
ization. Bie ee 
GE 
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Flour Sifters are precious 


these days! Fortunate women who 
have pre-war Androck models thank 
their lucky stars every baking day... 
take special care of their triple-screen 
sifters to make them last. But when 
the “dam” starts “breaking”... when 
Johns and Joes and Petes put their 
uniforms in moth balls . . . when homes 
are re-established .-.. there will be a 
terrific demand which you will be ready 
to supply. We can guarantee to you 
that Washburn will be ready with 
money-making merchandise for you to 
sell hard just as soon as WPB gives 
us the green light! 


BUY AN EXTRA WAR BOND 





ANDROCK 






KITCHENWARE 






HOUSEWARES « HARDWARE 


THE WASHBURN COMPANY 


WORCESTER, MASS. » ROCKFORD, ILL, 
NILES, MICH. 


* 
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Michigan Convention 


NAME & PLACE—Michigan Re- 
tail Hardware Association, golden 
jubilee convention and exhibit, Feb. 
22-24, 1944, at the Pantlind Hotel, 
Grand Rapids, Mich. 


NEW OFFICERS — President, 
George L. Cassler, Benton Harbor; 
Senior Board Member (in place of 
vice-president), Charles Fowler, St. 
Johns; secretary, H. A. Daschner, 
Lansing; treasurer, William Moore, 
Detroit. Executive Board: Charles 
Fowler, St. Johns; G. Clyde Wilson, 
Traverse City; Carl Sturmer, Port 
Huron; Henry Huizenga, Grand- 
ville; Lt. Frederick Gartner, Wyan- 
dotte (U. S. Navy); W. C. Judson, 
Big Rapids; C. Lester Goddeyne, 
Bay City; Edward Kolthoff, De- 
troit, and Arthur H. Hunt, Grand 
Rapids. P 
RESOLUTIONS — Favored con- 
tinuation of Regulation W for the 
post-war period; favored placing re- 
turning servicemen in old positions; 
favored orderly distribution of sur- 
plus goods and keeping them out of 
the hands of speculators: urged 
manufacturers and distributors of 
nationally-known merchandise to re- 
establish program of Fair Trade re- 
sale prices on these goods; opposed 
diversion of trade from normal chan- 
nels; expressed appreciation to 
wholesalers and to major utilities of 
Michigan. 

ADDRESSES — The convention 
opened with the President’s lunch- 
eon honoring past presidents and 
persons who have been members of 
the association 25 and 50 years. Key 
luncheon speaker was Dean W. W. 
Whitehouse of the liberal arts col- 
lege, Wayne University, Detroit, 
whose topic was “Some Imperatives 
of Tomorrow’s World.” 


Wednesday morning’s program 


opened with a motion picture, “The 
Art of Paint Brush Making,” which 
was followed by a talk by H. A. 





Daschner, manager of the associa- 
tion; his subject was “Post War 
Plans of the Chains and Markets 
After the War.” In this he pointed 
out the flexibility of an all year 
round store which will give a store 
something different each month 
along merchandising lines and he 
stressed the importance of members 
taking advantage of the services of- 
fered by the association. 

Ed Fielder, State Director Com- 
mittee for Economic Development, 
pictured the danger ahead in the 
period of conversion to peace pro- 
duction. “All business men are going 
to need a new technique after the 
war; treatment of customers in every 
field is terrible,” he said. Mr. Field- 
er’s subject was titled, “The C.E.D. 
and Your Post-War Markets.” Con- 
cluding his address, Mr. Fielder 
said. “This is the last time around 
for free enterprise. Unless jobs are 
created, the government will defi- 
nitely move in and take over.” 

E. J. Tower, sales manager, Mas- 
ter Lock Co., Milwaukee, Wis., spoke 
on “The Teamwork of the Hardware 
Trio,” manufacturer, jobber and re- 
tailer. Mr. Tower brought out the 
fact that pre-war planning had kept 
the dealers going in the war period 
and that customers are not easily 
going to forget the treatment they 
have received. They appreciate the 
efforts that their dealer has put forth 
to keep everyone supplied to the 
best of his ability. “There aren’t too 
many hardware stores. In fact if 
there were three times as many the 
public would be more hardware con- 
scious and shop at the hardware 
store instead of some place else for 
the same article,” he said. 

F. B. Hillhouse, Bureau Domestic 
Commerce, Washington, D. C., 
speaking on “Paint and Its Post- 
War Prospects,” painted a bright 
picture because the industry will be 


MICHIGAN 
“OLD TIMERS”— 
Left to right: 
William Green, 
Trout Lake; 
W. C. Judson, 
Big Rapids; 
W. J. Dillon, 
Detroit. 1933 
president, and 
William Moore, 
Detroit, 
treasurer for 
37 years. 
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able to supply the paint and the re- 
conversion problem of paint is not 
a difficult one. “82 per cent of the 
dwellings in the United States are 
constructed of wood,” he stated, 
“and home owners have indicated 
that six months after the war they 
intend to make improvements.” 





H. A. DASCHNER 
Secretary 


J. H. Rasmussen, commercial 
manager, Crosley Corp., Cincinnati, 
in his talk on “Looking Ahead On 
Appliances,” said, “The outlook for 
postwar is very good. 
gest that you dealers prepare to get 
your share by setting up a special- 
ized department. 
quires a greater degree of special- 
ization than many others, but good 
service is a ‘must’ for radio and ap- 
pliances. In selecting lines, don’t 
take on little known lines. It is bet- 
ter to be ready too soon than too 
late,” he concluded. 


This business re- | 





I would sug- | 


| 


| 
| 
| 


Paying tribute to the War Pro- 


duction Board, Rivers Peterson, man- 


aging director, NRHA, Indianapolis, | 


Ind., predicted that the “peak of 
merchandise scarcity has passed” 
and barring a setback in the coming 
European invasion, more and more 


labor will be available for civilian | 


goods. 

H. G. Patterson, WPB, Detroit. 
formerly with Buhl Sons & Co., out- 
lined the OCR program and dis- 
cussed the survey of civilian needs 
that had been undertaken. 

A motion picture, “Highlights of 


the 1943 World Series” was a pre- | 


lude to the speaking program with | 
Harry Heilmann, former Tiger base- | 


ball star, talking on baseball per- 
sonalities. 


Two motion pictures were shown | 


on the closing morning, “How In- 
dustry Uses Rubber,” and “How 
Wire Products Are Made,” and then 
Thomas J. Bailey, Lansing, member 
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HICKEY SALES CO. ,eeietia 


Pittsburgh, Pa. 


Each mold is 5-o0z. capacity. 
Packed:—6 molds to a set and 
12 sets in a master carton. 


Law & Finance Building 











BIG rey” av askin 


It will be a long time before farm- 
ers can replace barns and storage 
buildings. In the meantime they 
need to protect their crops from 
weather and dirt. Harvested feed 
grasses, such as alfalfa, clover, hay, 
etc., deteriorate when left to the 
mercy of rain and snow. Farmers 
should protect their crops and farm 
equipment stored on the outside 
with Fultex Waterproofed Tarpau- 
lins. 

Fulton Bag & Cotton Mills, estab- 
lished in 1870, also manufacture 
back bands, cotton twine, tarpaulins, 
truck covers, tents and other canvas 
items. 

WRITE “DEPT. H A" FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 
St. Louis 
New Orleans 





Atlanta 
New York 


a 


Minneapolis Kansas City, Kan. 
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© 1944 The Prime Mfg. Co. 


The farmer’s 
interest in 
electric fence 
is great 
and growing 


To cash in on the trend 


DEPEND on § 
mihi: 


Controllers 


We wish you could see the re- 
sponse from farmers to our offer 
of a booklet in the farm papers. 

The letters we are getting prove, 
better than anything we could say, 
the farmer’s intense interest in 
good electric fence. And when all’s 
said and done, that means money 
in your pocket. 

A lot of these farmers are go- 
ing to buy Prime controllers, be- 
cause they’ve been reading about 
Prime’s safety, dependability and 
ten-year record of leadership. 

Put the industry’s No. 1 name 
to work for you. Ask your jobber 
about Prime’s high-line and battery 
controllers, 





Prime sells only through jobbers. 
T-9 


Prime High-line 
Model 48-V, 


approved for 
safety by 
Underwriters’ 





Laboratorie> 





The Prime Mfg. Co. 


Milwaukee Wisconsin 
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of the Board of Michigan Tax Ap- 
peals, spoke on “You and Future 
Taxation.” 

W. C. Judson, Big Rapids, mem- 
ber, national board of governors, 
gave a brief outline of the Associa- 
tion’s activities and new depart- 
ments, after the ceremony of electing 
officers. He was followed by H. A. 
Daschner’s show of “The Amazing 
Tomorrow,” which showed what 


plastics, etc., will supply in the post- 
war years. 

A streamlined exhibit was held on 
the mezzanine floor with 35 exhibi- 
tors offering information on avail- 
able merchandise and services as 
well as some post-war products. 

The 50th anniversary convention 
was closed with a cocktail hour, fol- 
lowed by a dance and floor show in 
the Pantlind ballroom. 





Connecticut Convention 





CONNECTICUT OFFICERS—Left to right: Fred T. Blish, Jr.. Manchester, 

secretary: William B. Welden, Simsbury, second vice-president (re- 

elected); Lester B. Hayward, Middletown, president (reelected); John 

Le Claire, Jewett City, first vice-president (reelected); Ned Russell, 

Southport, third vice-president (new), and Carl Nygard, Branford, 
treasurer (new). 


NAME & PLACE — Connecticut 
Hardware Association, 41st annual 
convention, Feb. 22, 1944, Hotel 
Bond, Hartford, Conn. 


NEW OFFICERS — President, 
Lester B. Hayward, Middletown 
(reelected); vice-presidents, John 
Le Claire, Jewett City (reelected) ; 
William B. Welden, Simsbury (re- 
elected); Ned Russell, Southport 
(new); secretary, Fred T. Blish, 
Jr., Manchester; treasurer, Carl Ny- 
gard, Branford (new). Directors: 
(three years)— Ben Krieger, Shel- 
ton; Eric Waldo, Plainville (new) ; 
Charles Greenspon, Hartford (new) ; 
Joseph Doran, Willimantic (new) ; 
(two years)—Fred Norris, Hart- 
ford: Harold Burghoff, Walling- 
ford: Everett Eaton, Collinsville; 
Robert Seaman, Manchester; (one 
year) —Edward Dickenson, New 
Haven: Charles Bacon, Middletown; 
Fred Hall, Canaan; John Couch, 
Groton. 

RESOLUTIONS—Setting up 
Charles F. Freeman Memorial, pro- 
viding annual awards in memory of 


the late secretary of the association 
totaling $30, annually for 25 years, 
to be awarded to Branford, Conn., 
high school students, for essays, 
awards to be $15; $10 and $5 and 
one resolution in memory of Mr. 
Freeman and other members of the 
association who passed away during 
the year. 


ADDRESSES —President Lester 
B. Hayward, Middletown, said there 
will be a great opportunity for the 
wideawake hardware dealer as more 
goods become available in the future. 

Wi'liam Dower, executive vice- 
president, Hartford Chamber of 
Commerce, Hartford, Conn., in an 
address of welcome, emphasized 
that business men now have to de- 
vote a large part of their time to 
learning and understanding and op- 
erating under various government 
regulations yet urged that they give 
attention to those things threatening 
the American System of Free Enter- 
prise. 

Vice-Presidents John Le Claire, 
Jewett City, and William B. Welden, 
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WITH CRAFTSMEN 


The sturdy construction of the 
MASTER Tufboy has made it a 
favorite among mechanics and men 
who used to wear out ordinary steel 
tapes. Its rugged zinc alloy, nickel- 
plated case will stand more than the 
average rough handling. The blade 
is made from the highest quality 
tempered steel with permanent, 
clearly etched figures and gradua- 
tions on both edges of one side 6 or 
8 feet long. The Tufboy has the 
added economical sales feature of an 
easily replaceable blade. 


Write today for further 

details about the com- 

plete MASTER line and 

your free supply of the 

neu 16-page booklet 

“Rules tor Measure- 
7 





MASTER RULE MANUFACTURING COMPANY 
815 E. 136th Street, New York, Dept. A3 
Branch: 541 S. Spring Stret, Los Angeles, Calif. 
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Simsbury, conducted a question and 
answer session concerning post-war 
competition, the purchase of war 
and post-war goods on contracts 
signed now and numerous other 
topics. In discussing war-time sub- 
stitutes, the advice was given to cut 
down on them in store inventories. 

Russell R. Mueller, Boston, secre- 
tary, New England Hardware Deal- 
ers Association, urged diversifica- 
tion of stocks to help in meeting 
post-war chain store competition and 
the simplification of lines handled. 

At the luncheon Paul Collier, 
Simsbury, director of Connecticut 
Bureau of Youth Services, said in 
the past two years high schools have 
been geared to war needs as to 
courses for regular students and for 
those needing special courses for 
war plant needs. After the war edu- 
cation will undergo numerous 
changes for there is too much time 
in number of years in secondary 
schools for some students and not 
sufficient for others, too short a 
school day and too much in the way 
of elective programs. 

Francis S. Murphy, general man- 
ager, Hartford Times, said aviation 
would do so much to our lives and 
develop in the post-war world so 
fast almost anything is possible. The 
state is doing all possible in all 
large and small communities to help 
in development of air activity 

John Skolfield, Gardiner, Me., di- 
rector, NRHA, said there will be a 
three to five-year boom after the war 
as compared to the two-year boom 
following the first world war. Pre- 
pare for sudden collapse of Ger- 
many, he said, for when that comes 
you can expect the start of peace- 
time conversion. There will be $122,- 
200,000,000 in war bonds and 
savings, largely the holdings of in- 
dividuals, which will add to the 
potential purchases to be made fol- 
lowing the war. For the post-war 
period, he said, consider new store 
front, modern arrangement, stream- 
lined window trims, sales training, 
regular advertising, jobber-dealer 
cooperation. There is need for re- 
ducing distribution costs. Have 
showmanship in displays, a clean 
store, well trained sales personnel 
and consider store traffic, simplifica- 
tion and major items as a key to 
large volume business. 

J. J. Murphy, publicity depart- 
ment, New York, New Haven & 
Hartford Railroad, exhibited motion 
pictures of that railroad in opera- 
tion. 

Rev. George B. Gilbert, Middle- 
town, Conn., minister and author, 
addressed the banquet that evening. 














Where the need 
is greatest 


SAMSON 


BRAIDED 


CORD 


serves best— 
now and always— 


whether for the. many 
uses to which it is put 
by our arnfed forces, or, 
in peace time, for sash 
cord, clothes line, awn- 
ing line, small lines, etc. 
All kinds, sizes, colors, 
and qualities. 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 








153 














for the 


OUTDOOR LIVING ROOM 


@ The outdoor living room—a 
glorified conversion of what was 
formerly known as the “back 
yard”— will be increasingly pop- 
ular after the war as the place to 
play and relax. 

So plan to take advantage of 
its market possibilities with cro- 
quet—the family’s most popular 
game. 

South Bend croquet sets are 
sturdily and attractively built, and 
popularly priced—reflecting the 
workmanship of .South Bend’s 
70 years’ experience in building 
fine toys. 

Contact your South Bend job- 
ber for possible de- 
livery of croquet sets 
now. He will be glad 
to assist you with 
the help and infor- 
mation you need. 


SALES PEPRESENTATIVES 

New York —Julius Levenson, Inc., 
7 East 17th Street 

San Francisco—Standard Toy Agen- 
cies, 718 Mission 

Nashville, Tenn. — Louis Williams 
& Company 

Seattle, Wash.—Leo Scherrer, 2018 
Condon Way 

Los Angeles 14,—Glenn B. White 
& Associates, 122 East 7th St. 


SOUTH/BEND 


coguel 


AMERICA’S FAMILY GAME 


Croquet Sets - Baby Carriages + Children’s Furniture « 
Doll Carriages - made by South Bend Toy Manufacturing 
Ce., South Bend, indiana, for over 70 continuous years. 
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California Convention 





TIME & PLACE —California Re- 
tail Hardware Association, 43rd an- 
nual convention, Feb. 15-16, 1944, at 
the Hotel Whitcomb, San Francisco, 
Cal. 

NEW OFFICERS President 
Roy X. Peterson, Exeter, succeeding 
Frank C. Holman, Sonora; first vice- 
president, A. T. Jones, Grass Valley; 
second vice-president, Charles E. 
Ruggles, San Francisco (now in 
service). Directors: R. E. Dahlberg, 
Auburn, and Henry L. Howse, An- 
tioch. 

ADDRESSES —Tuesday morn- 
ing’s session of the association was 
devoted to the address of the retir- 
ing president, Frank C. Holman, 
and to an executive session open 
only to members. 

The Tuesday afternoon meeting 
was addressed by James Mussatti, 
general manager of the California 
State Chamber of Commerce of San 
Francisco, who in speaking on the 
subject of “Post-war California,” 
painted a particularly glowing pic- 
ture of the possibilities of post-war 
development in that section of the 
country if leaders of the western 
states, and the public generally, 
demonstrate the courage and vision 
necessary to taking advantage of the 
opportunity. 

Harry D. Kaiser. president, 
NRHA, reviewed association  ser- 
vices, particularly with reference to 
overall interest of the retail hard- 
ware trade. Nadeau Borgeault. man- 


CALIFORNIA OFFICERS— 
Left to right: Henry Howse 
Antioch, director: Roy 
Peterson, Exeter, president: 
A. T. Jones, Grass Valley. 
vice-president: R. E. Dahl- 
berg, Auburn, director. 


ager of Roos Bros., chairman of the 
War Finance Committee, Retail Divi- 
sion of Northern California, urged 
‘greater participation on the part of 
retailers in War Loan drives. 

At the Wednesday morning ses- 
sion, Herbert J. Read, vice-president 
and sales manager of Baker & Ham- 
ilton, San Francisco, urged an even 
closer cooperation between dealers 
and wholesalers as a sure means of 
meeting successfully increased post- 
war competition. At the same ses- 
sion, E. M. Grinnell, editor of 
Hardware World, discussed the 
changing picture of hardware pro- 
duction and distribution as it seems 
to be shaping up for the long pull 
after reconversion has taken place. 
and suggested some of the ways in 
which the independent retail hard- 
ware merchant might step-up the 
efficiency of his operation. 

At the afternoon session, George 
H. Eberhard of the Geo. H. Eber- 
hard Co. of San Francisco, spoke 
for the 34th successive year in which 
he has been on the program. He 
stressed the thought that govern- 
ment alone will not be able to fur- 
nish the answer to a satisfactory 
peace, and provide necessary help in 
world wide rehabilitation. Each in- 
dividual must feel a definite per- 
sonal responsibility to correct basic 
problems. We must, according to 
Mr. Eberhard, raise our standards. 
our conduct, here at home before we 
can hope to do anything abroad. 





North Dakota Convention 


NAME & PLACE —North Dakota 
Retail Hardware Association, annual 
convention, Feb. 16-17, 1944, at the 
Hotel Gardner, Fargo, N. D. 

NEW OFFICERS— President A. 
C. Gunvaldson, New Rockford, suc- 
ceeding T. I. Strinden, Litchville; 
first vice-president, Ralph Christen- 
sen, Watford City; second vice- 
president, Alton C. Anderson, Minot; 


secretary, Miss Clarine Sherwood. 
Advisory Board: T. I. Strinden. 
Litchville; Paul Schilla, Dickinson; 
Loren Ellenbaum, Langdon. Direc- 
tors: E. S. Duea, Sharon; J. P- 
French, Bismarck; Arnold Quarve, 
Fessenden. 


RESOLUTIONS —Favored enact- 
ment of legislation to provide for 
orderly disposal of surplus war 
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GOOD NEWS 
ALUMINUM SOLDER 


for Immediate 
Delivery 
DISPLAY CARD PACKING 





Automobile Repairmen — Aviation 
Mechanics — Radio Workers — Pattern 
Makers — Non-Ferrous Metal Workers 
—and For Quick Repair of Aluminum 
Household Utensils. 


Prompt delivery on Lenk Aluminum Super- 
Solder. For all aluminum to aluminum or 
brass, copper, etc. bonding work. No acid or 
flux needed. Low melting point... high 
tensile strength . . . virgin metals. 

USE LENK SOLDERS AND 

PROMPT SOLDERING EQUIPMENT 


DELIVERY AA-5 
RATING 





















BUY } 


suis Me 
ALL ITEMS IN STOCK— 
ORDER FROM YOUR JOBBER 


OFFICER'S 
BAG 


No. 83 Officer's 
bag for service men 
or civilians. Made 
of heavy army duck 
with leather  fit- 
tings. Built to take 
the hard 


h knocks 
all traveling. Folds 
up into compact 
bag that conserves 
space. 






























i. | BABY SWING 


No. 96. They will be in big de- 











mand this spring and summer. 
Cash in on this item. Made from 
heavy washable Khaki Duck ma- 
terial, reinforced for long and hard 
wear. In ordering specify No. 96. 


FAST SELLING 
SCHOOL BAGS 


No. 93 Pillow slip style; 
made from heavy duty 
Khaki Duck, shoulder 
strap style only. Approx. 
size 10 by 18 inches. 


SPRADLING'S Inc. 
ST. LOUIS, MO. 
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goods in a manner so that small 
buyers could bid on them and so 
that they would be kept out of the 
hands of speculators; favored good 
road program; opposed making the 
office of state game and fish commis- 
sioner an elective office. 





A. C. GUNVALDSON 
President 


ADDRESSES —B. E. Groom, sec- 
retary of the Greater North Dakota 
Association, spoke on the increased 
income which farmers in the state 
have experienced during the past 
year and commented upon the pros- 
pects for farming and new indus- 
tries after the war. 

W. L. Jensen, WPB regional pri- 
orities manager, Minneapolis, Minn. ; 
Harold W. Bangert, director of the 
Fargo-Moorhead district for OPA, 
and Monroe Berg, tax expert of 
Fargo, conducted an open forum on 
their respective fields. WPB and 
OPA regulations and the filing of 
income tax returns were the subjects 
discussed. 

S. W. Thompson, Devils Lake, 
member of the North Dakota Water 
Conservation Commission, addressed 
the convention on the subject of the 
Missouri River development projects. 

Dan E. Billman, Minneapolis, 
Minn., NRHA director, outlined 
some of the steps to be taken in 
order to maintain a war-time maxi- 
mum of business and urged his 
listeners to plan now for increased 
post-war expansion and competition. 
“The problem will be not how to 


make sales, but what to sell,” he 


said. He also urged that the dealers 
modernize their stores, study the 
trend of hardware needs and develop 
sales promotion. 

Dr. Alfred P. Haake, Chicago 
economist and lecturer, spoke on 
“Can Private Business Survive the 
War?” “Our present tax laws make 
it, virtually impossible for business, 





What’s 
around the 
corner? 


—for Manning-Bowman 
dealers and distributors 





An interesting prospect...very in- 
teresting indeed! For the post-war 
market is going to be a honey. More 
homes than ever before needing more 
new electrical appliances. More hard 
cash to lay on the line. More desire 
for proved top quality backed by na- 
tionally known trade names. , 


ae 


Manning-Bowman will be ready to 
meet this magnificent market with 
a complete line of household appli- 
ances...a line that will'‘combine up- 
to-the-minutc mechanical features 
with painstaking New England atten- 
tion to every detail of craftsmanship. 








And even though produciion has 
been going 100% to our armed serv- 
ices, this great Manning-Bowman 
line will be ready to go into produc- 
tion mighty soon after the “green 
light” flashes. 


With such a line PLUS vigorous 
merchandising and advertising sup- 
port...it seems fairly obvious that 
Manning-Bowman dealers will be 
whistling a merry tune of sales and 
profits in the post-war days “around 
the corner.” 


Manning-Bowman 
—Means Best 


MERIDEN, CONN. 














Yes, sirl It takes a lot of 
ANCHOR BRAND Hardware 
—millions of items—to equip 
the rubber boats, canteens, 
first aid kits, and all the rest 
of the battle equipment our 
fighting forces need today. 


That's why we can't always 
offer you complete ANCHOR 
BRAND Hardware assort- 


ments right now. 


WORK HORSES 
NOT FORGOTTEN! 


Though hardware for "sea 
horses" must come first, North 
& Judd is not forgetting the 
necessity of keeping the na- 
tion's work horses going. It is 
putting all the metal arfd time 
allocated to it under Limita- 
tion Orders into the produc- 
tion of ANCHOR BRAND 
Repair Hardware—more im- 
portant than ever this spring! 


NorthaJudd 


W BRITAIN, CONN 
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large or small, but especially small, 
to accumulate the reserves which 
will be needed to finance readjust- 
ments and the creation of new jobs 
after the war,” he said. “If business 
is not permitted to accumulate the 
money needed to finance the transi- 
tion to civilian activity and to create 
new jobs, then government will have 
to furnish the money. And that 
would mean government control, 
more debt, more inflation and finally 
a worse depression.” 

J. R. Pratt, northwest division 
manager of the Chamber of Com- 


merce of the United States, submit- 
ted a report prepared by Paul W. 
McCracken, supervisor of business 
and banking research for the Fed- 
eral Land Bank, in which the main- 
tenance of a high level of income, 
production and employment was 
stressed as being the keynotes to in- 
ternational economic stability. 

Fred Sperling, St. Paul, Minn., 
secretary of the wholesalers’ depart- 
ment, St. Paul Association of Com- 
merce, delivered an address on plas- 
tics and their uses in the post-war 
era. 





Virginia Convention 


TIME & PLACE — Virginia Re- 
tail Hardware Association, annual 
convention, Feb. 21-23, 1944, at the 
Hotel John Marshall, Richmond, Va. 


NEW OFFICERS — President M. 
R. Ford, Orange, succeeding R. L. 
Beamer, Pulaski; vice - president, 
C. W. Cleaton, South Hill; secre- 
tary-treasurer, G. T. Omohundro, Jr., 
Scottsville. Director: Lloyd Fuller, 
Danville (new); Advisory board 
(new); R. L. Beamer, Pulaski; 
A. B. Hill, Portsmouth, and W. R. 


Harris, Newport News. 


RESOLUTIONS —Favored distri- 
bution of surplus goods in post-war 
period in small lots to be sold to 
highest bidder so that the small re- 
tailer could have a chance to com- 
pete for them. 


ADDRESSES — Retiring President 
Beamer, in his president’s report 
said: “In my opinion, one of the 
greatest questidns to confront all 
hardware dealers throughout the na- 
tion will be the disposition of sur- 
plus war materials. Our national as- 


sociation is working on the problem, 
and we feel sure that it is making 
progress. However, I wish to suggest 
that every dealer give very serious 
consideration to this problem.” 

Manufacturers were urged to 
make plans now for a postwar re- 
vival of peacetime products by 
speakers at the opening session of 
the three-day convention. 

The outlook for new farm equip- 
ment is not very hopeful this year, 
in spite of release by the WPB of 80 
per cent of the steel used in 1940, 
said G. O. Timberlake, manager of 
the Richmond branch of the Inter- 
national Harvester Company. Mr. 
Timberlake spoke on the subject, 
“Vision is Necessary to Success.” 

Because of the tremendous de- 
mand for repair parts, much of this 
steel must be used for that purpose, 
he said. In addition, the government 
requires that 20 per cent of all 
equipment made be held in reserve 
for sections of the country where 
machines are urgently needed to 
produce food for the armed forces. 





VIRGINIA OFFICERS—Left to right: M. R. Ford, Orange, president: C. W. 
Cleaton, South Hill, vice-president; R. L. Beamer, Pulaski retiring president, 
and George T. Omohundro, Jr., Scottsville, secretary-treasurer. 
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PREM 
Nolid Steel Rods 


Will Be Back, Better Than 
Ever . . . When Victory Comes 





Right now, Premax Solid Steel 
Rods are not available to the 
dealers and sportsmen ... our 
entire facilities being engaged 
in the production of Radio An- 
tennas for the United Nations. 

However, we'll be back with 
a complete line when Victory 
comes ... a line that’ll be an 
even better seller. 


Frhemax Froducts 


Division Chisholm-Ryder Co., Inc. 
4409 Highland Ave., Niagara Falls, N. Y. 








ey Profitable Now! 
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= higher profits + te. Woodruff 


faction = repea 
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Write F. H. Woodruff 0 
Grass Seed Division, 


w OODRUFF 
Cdapted 
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The outlook for the post-war pe- 
riod is unusually good, he said. The 
farm machines of today will be ob- 
solete as compared to the mechan- 
ized equipment which will be put on 
the market at that time, he declared. 

Closer business fellowship and co- 
operation was urged upon associa- 
tion members by A. B. Hill, of Ports- 
mouth, Va., who discussed the over- 
all problems facing business and the 
necessity for planning now for the 
postwar period. Mr. Hill took as 
his subject, “A Retailer Plans 
Ahead.” 


Few 1943 Failures 


Hobart Thomas, director of ser- 
vices, NRHA, Indianapolis, Ind., 
said that “in spite of the fact that 
the ‘experts’ predicted heavy mortal- 
ity among retail stores, the records 
show that the total number of retail 
failures in 1943 was the lowest in the 
last 49 years.” 

He predicted that the merchandise 
situation has turned the corner and 
that any change will be for the bet- 
ter. He urged closer co-operation 
between manufacturers, wholesalers 
and retailers as the key to survival. 

J. De Jen, manager retail devel- 
opment, General Electric Company; 
Thomas C. Boushall, president of the 
Morris Plan Bank of Richmond, and 
William P. Gillespie, assistant to 
the hardware sales manager, Henry 
Disston & Sons, Inc., Philadelphia, 
Pa., were other speakers. Mr. De Jen 
spoke on the subject “A Manufac- 
turer Looks Ahead”; Mr. Boushall 
on “What We Can and Must Expect 
in the Postwar Era,” and Mr. Gil- 
lespie on “War— Peace — Then 
What?” 

The annual banquet was tendered 
the members of the association by 
the hardware jobbers and manufac- 
turers of Richmond. Stuart Sanders, 
II, representing the jobbers and 
manufacturers, was general chair- 
man. Lieutenant-Commander Charles 
S. Kessler, in charge of navy recruit- 
ing for Virginia, was toastmaster. 
Governor Colgate W. Darden, Jr., of 
Virginia, was the featured speaker. 











Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 138 
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ARMSTRONG-BRAY 
Gearand Wheel Pullers 


PROMPT SHIPMENT FROM STOCK 
—ESSENTIAL TOOLS TODAY 


because they save hours of time, prevent costly 
breakage and long shut downs. 
STEELGRIP Standard Rigid Arm Gear and Wheel 
Pullers are of improved design. Will not slip from 
work. Arms are forged and heat-treated. 2-arm, 
3-arm and special models. 12 types and sizes. 
CHAINGRIP Universal Pullers pull wheels, solid 
gears, pinions, etc., even at considerable distance 
from end of shaft. Proof-tested chains have both 
chain hooks and special pulley hooks. 3-ton and 
12-tom capacities. 

Write for Catalog Sheets. 


ARMSTRONG-BRAY & CO. 
"The Belt Lacing People"’ 
Northwest Highway, Chicage 30, U. S. A. 














The Chicago “V’’-Belt 
Palley Display 








will help 
You 
moke Sales 


A $15.00 
Value 
for Only 
$7.20 


tisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 114” up to 5” in diameters. 
All pulleys are for “A” belts 
and come in %” and 5%” bores. 
The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr'd by 


2507 W. Monroe St., CHGO. 12, ILL. 
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Nebraska Convention 





NEBRASKA OFFICERS—Left to right: Wm. Young. Omaha. president; C. A. 
McCoy, Lincoln, secretary-treasurer; Leslie Thomas, Lincoln, retiring president 


NAME & PLACE —Nebraska Re- 
braska Retail Hardware Association, 
43rd annual convention, Feb. 15 and 
16, 1944, at the Hotel Fontenelle, 
Omaha, Neb. 


NEW OFFICERS — President, 
Wm. Young, Omaha, succeeding 
Leslie Thomas, Lincoln; first vice- 
president, Thomas Peck, Rushville 
(now in Naval Service); second 
vice-president, M. C. Lord, Indi- 
anola; secretary-treasurer, C. A. 
McCoy, Lincoln. Directors: Howard 
Reed, Ogalalla; Arthur Johnson, 
Kearney; Elwood Wilmeth, Omaha, 
and Irwin D. Enke, Emerson. 


RESOLUTIONS — Endorsed the 
plan proposed by the Central Coun- 
cil of the American Retail Federa- 
tion for the distribution of surplus 
government supplies; approved a 
plan whereby the places of members 
of the association’s board now serv- 
ing in the Armed Services will either 
be left vacant or temporarily filled 
for the duration, and recommended 
that Public Utilities and Power dis- 
tricts discontinue the retailing of 
merchandise. 


ADDRESSES — In his president’s 
message, Leslie Thomas reported a 
successful year for the organization 
and urged members to continue to 
be hopeful for more consumer goods 
during 1944. Earl Dean, York, a 
member of the NRHA board of di- 
rectors, and a past-president of the 
Nebraska association, explained the 
services offered by the National. 
Marshall Adams, advertising man- 
ager, Youngstown Pressed Steel Di- 
vision, Youngstown, Ohio, spoke on 
“Post-War Buying Tide Opportuni- 
ties.” Mr. Adams declared that un- 
employment in the post-war period 
can be solved by shifting our em- 
phasis from maximum profit to max- 
imum employment and said that 


everyone must help to keep dollars 
and men at work. He said also that 
his company has had a “work-econ- 
omy” employment plan since 1937 
that has proven highly satisfactory. 
He predicted a very large market 
for modern kitchen units following 
the war. 

Frank Fogarty, Omaha, represent- 
ing the Omaha Chamber of Com- 
merce, discussed probable post-war 
unemployment in Nebraska when the 
armed forces are demobilized and 
work ceases in war plants. He out- 
lined a program already begun to 
cope with this problem. 

At a luncheon for members of the 
association’s Twenty-five Year Club. 
held on the first day of the conven- 
tion, the principal speaker was Gov- 
ernor Griswold of Nebraska. The 
luncheon was jointly sponsored by 
the Nebraska Hardware Mutual In- 
surance Co. and the association. 

A very interesting review of “The 
Ten Big News Events of 1943” was 
presented by Ray Clark, news an- 
alyst and commentator, Omaha, at 
the Tuesday afternoon business ses- 
sion. 

The many war-time services of the 
American Red Cross were explained 
by Cyril J. Colahan, Omaha Chap- 
ter, American Red Cross, at the 
Wednesday morning session. 

Russell Harris. district manager 
of WPB in Omaha, assisted by Joe 
Smith of the same office, discussed 
WPB orders and led a round-table 
forum on priority and related mat- 
ters. The WPB representatives said 
that dealers could expect a some- 
what easier situation in respect to 
restrictions on the production of 
basic and essential consumer goods. 

Frank S. Johnson, Blish, Mize & 
Silliman Hardware Co., Atchison. 
Kan., in his address on “Reconver- 
sion Plans and Progress” congrat- 
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New Package is 
Self-Seller 


Most glue for home use is bought to mend 
furniture. That’s why the new “Mends 
Furniture” label, on 14-pint and 14-pint 
bottles of Iron Glue, is such a great sales 
booster. Also in 10c bottles, pint, quart 
and gallon cans. Ask your jobber, or write, 
giving jobber’s name, to McCormick & Co., 
Inc., Baltimore-2, Maryland. 


LIFE ADVERTISING OF 


IRON GLUE 


MAKES DISPLAY PAY 








Every 
Hardware Dealer 


Should Handle 
PLANTABBS 





Make This Good Profit 


More Fulton’s Plantabbs are being sold 
than ever before. Customers are being 
led to the hardware dealer for their 
supply of Plantabbs by our continuous 
advertising. You make «a big mistake 
if you don’t grab this easy profit. 


Victory Gardeners used millions of 
Plantabbs last year and will buy more 
this year. 


An extra discount is offered right now 
by 


Most All Wholesalers or 
PLANTABBS COMPANY 


Baltimore 1, Maryland 
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ulated WPB on its efficiency in han- 
dling the production and distribu- 
tion of civilian goods on an equi- 
table basis, and declared that we 
must be realists about the future 
and not expect the conversion from 
war requirements to peace-time 
needs to be too rapid. 

Arthur H. Schubert, district man- 
ager, Perfection Stove Co., St. Paul, 
Minn., discussed the current situa- 
tion on kerosene cook stoves, water 
heaters and portable heaters, under 
WPB production orders and the 
stove rationing program. 

Hobart Thomas, director of ser- 
vice, NRHA, Indianapolis, Ind., in 
his address “Today and Tomorrow,” 
declared that the mortality of hard- 
ware stores has been very. low thus 
far in the war period, despite pre- 
dictions to the contrary. He said 
that improved prospects are ahead 
for civilian goods and that many 
simple metal articles should be 
available within the next six months. 

Social events included a dance 
and floor show on Tuesday evening 
and a tea for the ladies on Tuesday 
afternoon, at which the Omaha 
Hardware Club Ladies Auxiliary 
was host. 


Tennessee 
Convention 


TIME & PLACE—Tennessee Re- 
tail Hardware Association, annual 
convention, Feb. 22-23, 1944, at the 
Hermitage Hotel, Nashville, Tenn. 


NEW OFFICERS—President, R. 
P. London, Jr., Johnson City, suc- 
ceeding Wayne Hall, Camden; vice 
president, Joe Kelso, Jr., Browns- 
ville; secretary, Morris Jones, Nash- 
ville. Directors: Ira Taylor, Tren- 
ton; H. W. Norton, Maryville; E. B. 
Thweatt, Nashville; John F. Vaug- 
han, Jr., Winchester; William Best, 
Memphis, and F. B. Guthrie, Sweet- 
water. 


RESOLUTIONS —Favored State 
support of legislation providing for 
orderly disposal of surplus war ma- 
terials and for the assurance that 
all such materials be kept out of the 
hands of speculators. 


ADDRESSES—Thomas K. Ruff, 
Ruff Hardware Co., Columbia, S. C. 
devoted his entire address to the 
most practical phases of hardware 
retailing. He said in part: 
“Following the end of the war 
we should have a great boom in 
business after a short re-adjustment 








MAKE OLD BRUSHES 


LIKE NEW 


| | | / J KEEP NEW BRUSHES 
.IN TOP CONDITION 


Cabot’s 
Brush Cleaner 
smacks out 
the old hard- 
ened paint 
right down to 
the heel. 
Leaves bris- 
tles soft, 
A clean, flexible, 
e lustrous — 
easy to store. Not caustic. Harm- 
less to bristles and settings. Paint- 
ers say, “Best we've ever used.” 
Keeps brushes in top condition 
always. 
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(Formerly FLEX-BLADE) 


To create consumer demand for 
RAYFLEX BLADES in your community, 
we will advertise our product during the 
lawn-mowing season in the following 
Magazines: 
American Home 
House Beautiful 
House & Garden 
Horticulture 
Flower Grower 
Gardeners’ Chronicle 
Home Gardening for the South 
American Cemetery 
Several Million Lawn Mower Owners will 
read this message. 
Your customer can't buy a new lawn mower 
for the duration but he CAN buy a RAYFLEX 
BLADE which will increase the efficiency of 
his present mower by 50% and assure a clean, 


even shear. No mechanical skill is required 
to insert a RAYFLEX BLADE. 


Attractive Display Cards and Circulars 
Speak to your Jobber— 








or write us today 


2». FLEX-BLADE WORKS 


a3 - eT ® 324 West 70th St.. 


i” 26 ae 
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TRI-OGEN 





NOW SOLD IN 2 FORMS 
SPRAY and DUST 


TRI-OGEN has long been known to the trade 
as the popular Rose and Flower Spray Now, 
TRI-OGEN is also available in Dust Form 
Both forms are being widely advertised. 

TRI-OGEN Spray is unique. It has never 
been successfully imitated. Years of testing 
have preceded the introduction of TRI-OGEN 
Dust and we offer it to the trade in full con- 
fidence that it will prove a popular member 


of the big OGEN family. 


Because of transportation conditions, jobbers 
and dealers are urged to anticipate their re- 
quirements. 


Write for prices and trade terms 
on OGEN Products — do it today 


ROSE MFG. CO. 


112 Ogen Bidg., Beacon, N. Y. 








‘TRI-OGE 


2 Forms — Either Dust or Spray 





Sright Light 
for Night Sight 


wherever needed 
on Home or War Front 


Order through 
~ your jobber 
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period. Construction will boom and 
there will be a large market for all 
types of building materials and for 
furnishings for the new homes that 
will be built. Keep in touch with 
your employees now in the service 
and find out if they are coming 
back. Begin to build a sales force. 
Plan to remodel your store with 
some of the extra profits you are 
making or have made. Let the hard- 
ware store lead the parade of inde- 
pendent stores.” 

W. W. Rector, American Fork & 
Hoe Co., Cleveland, Ohio, com- 
mented on Government regulation 
of the manufacturing and selling of 
civilian goods.” 

“Here is my opinion about some 
of the things in which hardware 
dealers are very much interested,” 
he said. “Any modification of gov- 
ernment regulation of business will 
be solely for political expediency 
and don’t be fooled by any news- 
paper releases. Some additional raw 
materials will be released for gad- 
gets, nothing more. Very little manu- 
factured goods for civilians will be 
available in 1944, about equal to 
1940-41. Wholesale prices will ad- 
vance about 5 per cent, labor costs 
will continue upward, and cost of 
living will advance 10 to 20 per 
cent. It will take three or four 
years for new production to, reach 
dealers. 

“New products, new designs will 
not come for some time after the 
end of the war. There will be 
changes in distribution. The great- 
est will be in the number of national 
sales organizations to invade the 
retail field. However, there is no 
more economical way to distribute 
hardware thar’ from manufacturer 
to jobber to dealer to consumer. 
Good jobbers and good retailers 
will always be able to compete with 
any form of competition. The aver- 
age consumer knows no avenue of 
safety in buying except by demand- 
ing a brand that he knows. Public 
opinion will demand legislation to 
curb labor and the national election 
itself will have little effect on busi- 
ness.” 

In an address titled “What Is the 
Value of Your Face?” H. B. Magee, 
Nashville manager for Pittsburgh 
Plate Glass Co., stressed the im- 
portance of the appearance of a 
store. Mr. Magee stated that his 
company recently had a nationally 
known architect to prepare plans for 
the model “post-war” store and he 
read to the convention a detailed de- 
scription of that store. 

Luther R. Stein, Belknap Hard- 
ware Co., Louisville, Ky., said in 





MORRIS JONES 
Secretary 


part: “It is no secret that war con- 
tracts have been cut, that steel is 
available, that the Government is 
stock piling copper and that alumi- 
num is plentiful. Production of 
civilian items out of these materials 
is bound to come. This country can- 
not under existing conditions stand 
for stock piling materials and shut- 
ting down factories. Already strong 
pressure is developing for the pro- 
duction of ‘work items,’ necessities. 
Dealers must not ‘dam’ their sup- 
pliers whose manufacturers are still 
on full or half-time war work while 
other jobbers are more fortunate in 
being served by factories already 
free from making war materials. 
Personally I don’t believe that any 
plan for one manufacturer to make 
an item bearing the brands of other 
manufacturers even at a time like 
this will work.” 

I. C. Kinney, assistant manager, 
Tennessee Coal, Iron & Railroad Co., 
Birmingham, Ala.; A. C. Sanger, 
General Electric Co., Bridgeport, 
Conn., and W. Lipscomb Davis, 
Davis Cabinet Co., Nashville, also 
vaddressed the convention. 


Correct Answers 
to “Test Your 


Hardware Sense” 
(Continued from page 110) 
l—Answer—Cash discount $1.16. 
2—Answer—$125.00 ideal stock. 
3—Answer—$2.00 due every other 
week. 
4—Answer—$525.00 is the deliv- 
ered price of the goods. 
5—Answer—$8,400 dollar margin. 
Margin of $3,150 earned on 30 per 
cent of the sales ($9,000) at 35 per 
cent rate. Margin of $5,250 earned 
on 70 per cent of the sales ($21,000) 
at the 25 per cent rate. The actual 
dollar margin of $8,400 is 28 per 
cent of sales. 
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No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 





yey A SURE CURE 


cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a _ moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance, A gallon covers about 30 feet of 
¥)” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 





Immediate Shipment. Order from 
your Jobber. Nationally advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE n ire 
cular gor nats pam QU TRO, 
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densation Drip s 
and its Preven- \ 


tion. & 
4. W. Morte Co. 


Technical Coatings 
Since 1895 


508 BURCH ST. 
KANKAKEE, ILL. 





We Sewe the Entire USA. 


W/TH A COMPLETE MODERN LINE OF 


SPACE HEATERS 


USING ALL FUELS IN ALL PRICE BRACKETS 





Cole Hot Blast Space Heaters have 
National Consumer Acceptance, Fin- 
est Construction, Patented and Spe- 
cial New Features. 


Attractively priced to compete favor- 
ably with all heaters on the market 
today. Write now for catalog illus- 
trated in full colors. 


Manufacturers of 
Gas—Oil—Coal— Wood Heaters 
Gas-Oil Fired Floor Furnaces 





COLE HOT BLAST 
MANUFACTURING CO. 


3108 W. 51st Street, Chicago 32, Iil. 
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Part Time Help Solves 
Labor Shortage 


ART time help is solving the 

war-time labor problem at the 
J. E. Hancock Hardware Store, 
Harvard, IJl., according to J. E. 
Hancock, owner. 

Mr. Hancock, well over 65 him- 
self, and his wife, take care of sales 
on the floor, while a number of part- 
time people are available for other 
jobs. For example, one 75-year-old 
man is available for part time work 
in the tin shop doing various work 
and in repairing some small appli- 
ances. He can work several days a 
week whenever there is anything 
for him to do. 

A farmer, who has had furnace in- 
stallation experience, is available to 
do any furnace work that Mr. 
Hancock has for him to do. He has 
been available to install various new 
furnaces, and, in many instances, for 
furnace repairs. 

In addition to this, two high 
school boys are available for spare 
time four or five days a week to 
handle any odd jobs around the store, 
running errands, unpacking boxes, ar- 
ranging displays and the like. With 
this sort of a setup, Mr. Hancock is 
getting along alright during war- 
time. He feels that perhaps other 
dealers in some localities could solve 
their wartime labor shortages by 
trying out part time help. 


Postwar or Postponed 


HE decisions we make today on 

current problems will probably 
have more to do with postwar con- 
ditions than the “plans” we are 
writing on paper, says Ralph Brad- 
ford in Nation’s Business. 

It is a mistake, he adds, to think 
of the postwar as a period that will 
require a new and special kind of 
magic. The problems we will have 
to face will be the same—unemploy- 
ment, debt, taxation, the develop- 
ment of industry, the planned 
growth of cities, and so on. 

The approach to all these prob- 
lems must be that of the national 
interest, declares Mr. Bradford. So- 
lutions based on group interests will 
produce confusion and _ struggle 
among the various groups. Such pro- 
cedure will lead to disaster because 
it will focus at Washington, and will 
create still more strife. Those who 
would think about the postwar pe- 
riod must do so first as Americans, 
concludes Mr. Bradford. 





























HACK SAW BLADES 


Here’s the original, time-tested HY-FLEX 
BLADE .. . of a srecial analysis, 
molvbdenum steel as Forsberg produces 
it. Scientific heat treatment enables these 
Bicdes to give practically equal per- 
formance with high speed tungsten steel. 
They're gauged and checked for accuracy 
throughout every step of manufacture, 
and given a tourh bending pounds test 
before you get them for sale. If you 
vant to promise long life on stubborn 
cutting jobs, offer Forsberg HY-FLEX 
Blades and you'll deliver it? 





A popular WHALE BRAND Hack Saw 
Frame for the machine shop mechanic and 
electrician. Adiustable for 8” to 12” 
B'ades. There's a comrlete fine of 
WHALE BRAND Frames for every hack 
saw need. ° 
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The 
Dean’s Page 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


M... of my 


Christmas presents were books, so 
following Christmas I indulged in 
an orgy of reading. No one can 
receive a better present than 
an interesting, thought-provoking 


book. Now that war conditions 
are making us spend more time at 
home, publishers tell me there is 


a great boom in the sales of books 
of all kinds. 

My friend W. C. Stearman of 
Vancouver, B. C., sent me a cheer- 
ful Christmas letter and clippings 
of his ads in the local paper. They 
are original and unique, also hu- 
morous. They start under a head- 
ing of “Found”—then his little 
story—then about goods for sale 
—all in small “Found” column 
type. He tells me that these ads 
are written when he wakes up at 3 
a.m. He states they “pull” better 
than some of his full page ads. All 
his stories are funny. Here’s a 
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sample. Husband—“If 1 had the 
money I’d love to travel. Wife— 
“How much do you need?” W. C. 
has a lot of fun running his hard- 
ware emporium. His equilibrium 
is not even disturbed when he is 
burglarized now and then. 


Technical Books in Demand 


But to get back to books. A 
curious development in reading is 
the demand especially among the 
armed forces for technical books. 
From an article in the Book Re- 
view of the New York Sunday 
Times 1 quote as follows: “In a 
recent month, according to the 
Merchant Marine Library, out of 
every 100 mariners who were 
reading, 67 concentrated on tech- 
nical nautical volumes, 17 read 
non-fiction, 16 read fiction.” Pub- 
lishers and book stores tell me 
this same tendency is conspicuous 
not only among service men every- 
where but also among civilian 


readers. Housekeepers are buying 
books on cooking and kitchen 
equipment. The point of this is 
that our younger generation— 
when peace comes—are deter- 
mined to know more about their 
selected jobs—in a word—to be 
educated. 

After seeing many of the dis- 
gusting exhibitions around Times 
Square—necking and drinking— 
it is encouraging to learn that 
the great majority of our young 
men are taking a turn to serious 
reading. 


Read the Classics 


I remember when I was a young 
salesman I spent the night in a 
customer’s home. The small town 
had no hotel. The next morning 
my customer’s wife remarked that 
she had seen the light under my 
door until 2 a. m. What were you 
reading? she asked. I mentioned 
a current popular fiction story. 
That kind of reading, she added, 
is just plain mental dissipation. 
It is no better than drinking cock- 
tails. Take my advice and don’t 
waste your time on such trash. 
Her dressing me down on my 
reading tastes had its very salu- 
tary effect. I wrote for a set of 
“The Best of the World’s Clas- 
sics”—pocket size—l12 volumes— 
edited by Henry Cabot Lodge, 
published by Funk and Wagnalls 
and carried a volume with me on 
all my trips. I was surprised to 
find these classics were interest- 
ing and human. I have just picked 
up one of these old, well worn 
books and find that Suetonius, a 
provincial governor under the Ro- 
man Emperor Trajan, writes the 
Emperor about a new sect called 
Nazarenes. The Emperor answers 
that in accepting evidence against 
them no attention should be paid 
to anonymous communications. 
He said his reign was too “civi- 
lized” for that. This was only 40 
years after the death of Saint 
Paul. Now I note one of our best 


-sellers today is a life of the Apos- 


tle Paul written by Sholem Asch. 
In another of these books I find 
where Rome was sacked by Alaric 
and his Goths. This was an extract 
from Gibbon’s “Decline and Fall 
‘Continued on page 169) 
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ak Brilliant Fire GAS CIRCULATOR 
hen The BRILLIANT FIRE Gas Circulator No. 3541 is a big sturdy vented 
“ce type heat maker with the added value of unobstructed radiant heat 
ee for direct delivery to the floor line for immediate room comfort. Now 
cil in production for prompt delivery . .. in all gases. 

vate AVAILABLE under WPB and OPA Regulations for essential 

“it civilian use are also other models of vented and unvented 

Circulators; Radiant, Bath, Wall Heaters; and Radiant Logs. 
, WRITE TODAY for copy of BRILLIANT FIRE Bulletin 464 listing complete 
dis- line with Prices and Discounts. 
nes 
ee, The QHIO FOUNDRY & MANUFACTURING CO. 
hat STEUBENVILLE, OHIO 
mg “"Q@UALITY HEATING EQUIPMENT SINCE 1846" 
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ash. We are sorry that we 

can’t fill orders as fast 
ed as we'd like. However, ha So Many Vises! 
of the merchandise you 
ae are receiving from us FOR @ It kills many destructive insects on 
ea is the same quality as Poultry flowers, fruits, vegetables and other types 
ige, before the war. he Gardens of vegetation; or spread on roosts it kills 
alls We refuse to cheapen a Sheep poultry lice and feather mites. As a dip 
on CORY quality—our it is effective for scab on sheep and lice 
| to good will and yours is Flowers and ticks on sheep and cattle. Used also 
rest- protected by the de- Fruits to control internal parasites in sheep and 
ked pendable quality of Shrubs goats. Full directions with every package. 
orn CORY Brewers. . 

Tobacco By-Products & Chemical Corp.,Incorporated 
8 Louisville2, . . . . Kentucky 
oe CORY GLASS COFFEE BREWER CO. - 325 N. Wells St. - Chicago 10, Ill | They Look For the Leaf on the Package 
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weTs 
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ons. 
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find SUPERIOR QUALITY 
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< BRIGHT WIRE GOODS 
Fall 
CHAS. 0. LARSON CO. e STERLING, ILLINOIS 
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And Still Available for Hardware Distribution 


Spark Plug Socket Set 


“None Better” spark plug sockets 
are straight wall type triple chrome 
plated tools. They are broached from 
chrome alloy steel, and hardened. They 





can be designed with a thin wall, ac- 
cording to the maker, because of the 
material from which they are made. 
Maker states that they reach locations 
too deep for regular sockets, as they 
are 3% in. long. Produced with inside 
diameters fitting all sizes of plugs, ac- 
cording to the maker. Packed in spe- 
cial display box for the counter are the 
five most frequently needed sizes. The 
New Britain Machine Co., New Brit- 
ain, Conn. 


Asbestos Stove, 
Burner, Iron Pads 


Three houseware items made of 
asbestos now offered by Ballonoff Metal 
Products Co., 1820 East 37th St., 
Cleveland, Ohio. Original metal and 
asbestos Pro-Tex pad is now con- 
structed of solid asbestos with a glossy 


| a F4_ F4 A 








white enamel surface on which is ap- 
plied a wild rose pattern in either red 
or black. This stove top and table pad 
is said to be durable and fireproof. 
Maker states it will protect surfaces 
against heat and scratches. Available 
in five sizes ranging from 18 by 20 in. 
to 7 by 7 by 7 in. round. Burner pad 
measures 744 by 7% in., and when used 
under a vessel in cooking, is said to 
spread the heat evenly, keep utensils 
free from smoky stains, and prevent 
sticking or burning of foods. No-Lift 
iron pad protects the ironing board and 
cover according to the maker. Manu- 
facturer states the non-skid surface 
keeps the iron from slipping off acci- 
dentally. Dimensions are 7 by 10 in. 





Ooze Hose Irrigator 


Designed to provide a gentle flow of 
water to selected spots in the victory 
garden, lawn or yard. Made from por- 
ous cotton duck which has been treated 
to protect against mildew, and also 





made flame-proof, according to the 
maker. Pores in the duck remain open, 
emitting the flow of water throughout 
the entire length. Made in 18 and 30 
ft. length, each unit is equipped with 
a B. F. Goodrich plastic coupling, with 
washer, rubber hose ferrule and Punch- 
Lok clamp ready to attach to standard 
garden hose. B. F. Goodrich Co., 
Akron, Ohio. 


Bang-Bang Machine 
Gun No. Nine 


Wooden gun 29 in. long of rapid-fire 
Tommy-gun design. Gun will “bang- 
bang” as long as the trigger handle is 





turned, according to the maker. Has 
left-hand grip, barrel, stock and other 
parts which are said to be expertly 
fashioned. Tennessee Valley Associates, 
Nashville, Tenn. 


Nu-Way Weaners 
For Calves, Cows 


Main parts of weaners are made of 
20-gage galvanized metal, jabber points 





‘from clock spring steel, and the ad- 


justable halter of No. 12 steel jack 
chain, with snap. Made in calf, cow 
and heifer sizes. Maker states that it 
does not hinder eating, cannot come 
off, and is guaranteed to wean, or 
money will be refunded. Austin Mfg. 
Co., Round Grove, IIl. 
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know from experi- 
ence that grass seed 


Y Super-Reined 
GRASS SEED 
hse? a , 


profit leader. Get 
your full share of 
profits this season with Whitney Grass Seed. This nationally 
advertised line of quality seed is winning new lawn enthusiasts 
by the hundreds. Join the trend! Order a full stock of Whitney 
Seeds now—display them early—get a jump on the market! 
Effective Whitney display materials yours for the asking. 
Write for New Price List 


WHITNEY SEED CO., INC. 
BUFFALO, NEW YORK 














HAND TOOLS 


THAT WIN RESPECT 


Ya No black sheep in the Briddell 

Z ~ hand tool family! Every one’s 
We made to make good with the 
man who’s going to use it. And they do/ 
In their modest way, these fine tools 
help a hardware man hold and build 
his trade. 


WE MAKE THESE THINGS, MIGHTY WELL: 


Crow Bars 
Pinch Bars 
Wrecking Bars 
Tobacco Spears 
Scratch Awls 


Cleavers 

Ice Picks 
Oyster Knives 
Clam Knives 
Fish, Crab and 


Minnow Nets Clam and Oyster 
Grapnels 


Tongs 


= probably | 


can be a Spring | ¢ 





Clam and Oyster Rakes 


Anchors 


Chas. D. BRIDDELL, Inc. 





Craftsmen in Metal since 1895 


CRISFIELD MARYLAN 
D 
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4 Yow MUCH LONGER 


... Will it be? 


‘It seems years and years since most chain orders from 
our distributors were stamped “SHIP FROM STOCK” 
as a matter of routine. How much longer it will be be- 
fore this old rubber stamp goes back into action depends 
entirely upon how much longer Uncle Sam and our 
Allies will need our production. Right now it is still a 
full-time round-the-clock job, and while we miss our 
contacts of yesterday, we know it’s the first duty you 
would have us do. 


You'll share our pride in the swell job CM Chain is doing 
on land, sea and in the air all over the world because 
this is the same CM Chain in all its types and sizes that 
did such an outstanding peacetime business for you. 


We share your confidence too, that “it won’t be long 
now” so we're going to get that rubber stamp all inked 
up ready for service as usual right after we all celebrate 
the exit of the axis and give thanks for Victory. 


| 
COLUMBUSsIMcHhINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
GENERAL OFFICES AND FACTORIES: 126 Fremont Ave., TONAWANDA, N.Y. 
SALES OFFICES: New York, Chicago and Cleveland 








DEPENDABLE... 


...$0 are Morse Tools 


That’s why workmen like 
to use Morse Tools...why 
dealers like to sell them. 


























MORS 


TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 
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WHATS NEW 


AND STILL AVAILABLE FOR HARDWARE DISTRIBUTION 





| ’Crete-Color 
For Concrete Floors 


Said to prevent concrete floor from 
creating dust, and can be used indoors 
or outdoors. Available in light gray, 





FLOOR ENAMEL 
FOR ComcneTE FO08* 
LASTS FOR YEARS YY 


Actua Becomes PARI 
OF TwE CONCRETE 





chestnut brown, club green, and tile 
red. Gives either enamel or flat finish, 
just by following the directions on the 
package. If no color is desired, the 
clear uncolored material is applied in 
two coats; the first coat being allowed 
to dry 12 hours before applying the 
second coat. In using the material in 





colors, the Crete Color Hardener in the 
desired color is first applied; allowed to 
dry for one to two hours, and then fol- 
lowed by a finish coat of Color Floor 
Enamel. If enamel finish is required, 
this coat should be the same color as 
the first coat, but if a gloss-texture fin- 
ish is desired, Clear-Crete Color Floor 
Enamel should be used for the finish 
coat. Is said to resist dampness and 
alkaline conditions. The Wilbur & 
Williams Paint Corp., Park Square 
Blidg., Boston, Mass. 


Hodgman’s Handy Book 
Of Sportsmen’s Secrets 


Written by Mark W. Burlingame, this 
booklet is prepared to present many of 
the unusual new and not widely known 
methods of getting more pleasure and 
better results from sport with rod and 
gun. Some of the subjects covered in 
this booklet are: Telling One Trout 
From T’other; Trout Trickers and 
Takers Extraordinary; How to Keep 
Fish All Summer; Saving Steelhead and 
Salmon After You Snag ’Em; Secrets 
of Surf-Casting Success; Mysteries of 
Cleaning and Keeping Fish Revealed; 
Novelties in Knots; Identifying Tracks; 
Secrets of Wing Shooting For More 
Game; Duck Distinction Secrets; 
Secrets of Downing That Deer, and 
Foot Comfort Clues for Campers. Book- 
let is fully illustrated and many charts 
are given to bring out points. Center 
section is devoted to a guide for 
weatherproof sports clothing and out- 
door specialties by Hodgman Rubber 
Co., Framingham, Mass. 








Salver and 
Candy Box 


From the Satin- 
tone line of Century 
Metal Craft Corp., 
5960 Broadway, Chi- 
cago, Ill, are illus- 
trated a 14 in. sal- 
ver and a_ candy 
box. Line, which is 
colored in orchid 
and gold, included 
console sets, large 
buffet plates, vases, 
handle baskets, and 
sugar and cream 
sets. Complete 
Satintone and 
Maestro silver line 
are on permanent 
display in Chicago. 
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Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 years. It ( 


will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips war- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 





4 New 
BETTER BRAND 





see the 


HOME GUARD 


wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 
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“Magic-F lo” 
Coffee Brewer 


Known as the Classic, this coffee 
brewer is made with heat resistant 
glass bowls. Black plastic cover on the 
decanter keeps the coffee hot and con- 
serves the flavor. Handle, also of black 





plastic, is locked securely to the base, 
and is said to be cool and comfortable. 
Multiple Filter, of smooth highly glazed 
porcelain, according to the maker, filters 
and correctly “times” the brew making 
it full flavored and clear. Available in 
two sizes, six and eight cups. General 
Consumer Products, Inc., 4619 North 
Western Avenue, Chicago 25, II]. 


Brush Conservation 
Circular 


Points out that as more brushes are 
needed for the war effort, less are avail- 
able for civilian use, so brushes should 
be given proper treatment and care. 
Suggestions for proper care of different 
types brushes are given with illustra- 
tions. Some of the rules are: do not 
remove handle from a floor brush after 
each sweeping, don’t push a floor brush 
up against wall moldings or heavy ob- 
jects in its path, stand a floor brush on 
its handle, clean hair brushes, bath 
brushes, etc., frequently, and wash hair 
brushes and other personal brushes in 
luke warm water. Copies available. 
Empire Brush Works, Port Chester, 
N. ¥. 


Cleveland Screw 
Fastener Catalog 


Catalog F. covering cap screws, set 
screws, aircraft bolts, nuts and other 
fastener items. It is thumb indexed for 
convenient reference, and the catalog 
lies flat when open. Includes complete 
dimensions and weights. The Cleveland 
Cap Screw Co., 2917 East 79th St., 
Cleveland 4, Ohio. 


“WHY DOESN’T SOMEBODY 
DO SOMETHING 


ABOUT PAINT SMELL?” 






IT’S BEEN DONE! 


Tell Her! Sell Her— 


RIDSMEL 


STOPS PAINT SMELL — INSTANTLY! 


Dealers everywhere are pepping-up paint 
counter profits with Ridsmel! No wonder. 
A few drops of this fast- 
working deodorant are 
effective in any paint, 
varnish, enamel. 

25c. to $5.00 Sizes 
Unusually Liberal Discounts 
Display Carton shown: 3 
doz. 25c. bottles, $5.40, 
F.O.B., N. Y. Order Today! 
Free Display Cartons, Win- 
dow Signs. 


SEE YOUR JOBBER 
—or write 


B/ HOLLEY CHEMICAL CO. 


122 E. 25th St., N. Y. 10 


~ 
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PRODUCES PERFECT COTTER PINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %" to %” x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. ! 


ORDER SOLO COTTER PINS 
FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 
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CHABLE BLADE Florence War Model 
ana MTT ice | 278, Stoves te SKI LLMAN 
- Three “permitted model” stoves—one , 


& EVERY ART & gas range, one oil range, and one oil 
CRAFT! stove—made under WPB specifications. 
Gas range is 36 in. wide with a full 16 


Manufacturers 


BUILDERS HARDWARE 


Locksets 
Cast Shelf Hardware 





No other item you've ever handied 


returns you so much sound, steady i > i > 
Bh KA tL in. oven and large broiler. Two models A Dependable Product 
plete satisfaction . . . and that's why coe PROMPT SHIPMENTS 


stant repeats make your profits swell. Here's 
healthy prosperity just waiting to be asked 
. GRAB IT! 


Address inquiries to Alfred Field & Co., 
sole distributors in Hardware Field, 93 
Chambers Street, N. Y. 


SKILLMAN HARDWARE 
MFG. CO. 
Trenton 4, N. J., U.S.A. 


XFORD 


GUARANTEED 2 FOR | 


ANVIL TOOLS 


OXFORD iiele) Mige)\7.\, bé 


G. G. CAMPBELL, Pres. 
1633 N. 2nd Street Philadelphia, Pa. 












Get our deal for 
this beautiful 
silent salesman. 





0 


FORGED 









Let Sharp-Edged Advertising Help 















A national “‘big push’’ in publications reaching the 
very — me buy fom | you .* ome strong. faa KEY BLANKS Sc 
compellin ) t F 
come-peenee pi fy a. A ‘emge cea of the gas range are being produced, pm car) F 5e 
interchanges lade yg oT one for manufactured or natural gas, 7 “ —_ hove Exclusi th 
all the feste tote and the other for propane and butane ‘America’s Largest ~e ve 
re Jé LP gas. Has four standard ring-type Locksmith Supply . pl 
° : : nd- 
burners which are equipped with auto- ae ee ee Se ae. a 
ine hb Sladar. matic safety flash lighters. Marbleized If the original blank is not at 
aceal a Te ; available, we will endeavor 
+4 porcelain baffle encircles each burner, to ship the proper substi- Cl 
conceals mechanism and directs maxi- tute. 
4 / mum heat onto the utensil, according to WHITLOCK SUPPLY co. ‘i 
ee — —— the maker. Under the oven is a loop- 17 Warren Street, New York 7, N. Y. = 




















type burner with a wide range of heat- 


ing speeds. This serves both the oven — 
HR. i and the broiler. Oven is insulated with : ; — 
spun glass, and the single wire rack can Z a &, > NU-WAY 
| : Calf & Cow 


BURNS 3. (GHT be withdrawn to safety stop without 
tipping. According to the maker, the 

u Littl double oven bottom is designed for even WEANER 
$es | e u heat distribution and is easily removed 

\/ SELLS ON SIGHT 


for cleaning. Maker states it is ap- 








pi imae 4 proved by A. G. A., and that it is fully BECAUSE THE PRINCIPLE IS RIGHT 
LANTERNS insulated. Light,tone porcelain broiler Thousands of satisfied users frem coast to coast 
pan can be located at several levels on ti. = tee a tiumane Way - 
porcelain slides. Exterior of the range — so veun melee 
is finished in white , porcelain enamel, AUSTIN MFG. C0. "ROUND “GROVESILL 





except the ends and base which are in 
baked-on enamel. Oil range is a prac- 
tical five-burner oil range with built-in 
oven. Oil stove has three burners and 
has ample top space for cooking. 
Florence Stove Co., Gardner, Mass. 


E A COMPLETE LINE 

Bild-a-Set ASK 
76 Years’ Ryoulaliore YouR 

Demonstrators dn Qhe tet JOBBER 


Colorful Bild-A-Set demonstrators of- 
fered for various units of the Bild-A- AMERICAN SHEARER MFG. CO, nasnua, mn. 


Set line, which show the entire unit’s 
set up. May be used as a window dis- 


























play or on the counter. Printed in four f ¢ 
colors, there are demonstrators for the You'll find REAL « 
Bild-A-Set Army, Navy, Fast Freight \ R . d 
R.E. DIETZ COMPANY Train, Fire Department, Combination Sales _ epresentatives ac- 
1840° “1944 vertising in the Sales Ac- 
NEW YORK Army and Navy and the Junior Army W 4d Col 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY and Navy. D. A. Pachter Co., Merchan- counts ante olumns 
dise Mart., Chicago, IIl. 
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Reapy FOR ACTION! 


Schalk’s Wood Putty takes its war job 
seriously: showing America how to fix 
things on the Home Front so they stay 
put. Contains real wood; easy to work; 
and easy to sell, thanks to national 
advertising. Ask your jobber! Schaik 
Chemical Co., Los Angeles, Chicago. 


Are you gelling 
YOUR SHARE OF 
INDUSTRIAL 
SOLDERING IRON 


BUSINESS? 









One thing is certain in these 
uncertain days—your best pros- 
pects are those plants engaged 
in defense production. You can 
sell DRAKE Soldering Irons to 
those plants—for DRAKE itons 
have the stamina to take the 
punishment of constant use. In- 
vestigate this “live” prospective 
market. 


Illustrated here is No. 600-10 (100 
watts, %& in. tip) from the line of 
DRAKE Industrial Soldering Irons. 


ASK YOUR 
JOBBER FOR 
INFORMATION 


DRAKE ELECTRIC WORKS, INC. 


3656 LINCOLN AVE. CHICAGO, ILL. 
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The Dean's Page 


(Continued from page 162) 


of the Roman Empire.” This was 
in 410 A.D. The soldiers of Alaric 
had so much reverence for the 
Church that they did not steal the 
treasures of the churches but car- 
ried them carefully to the Vatican 
where they were delivered to the 
Pope. Still in our contemporary 
reviews I see nothing about Alaric. 
Nazis please note. 

One very interesting book— 
also among the best sellers—that 
was sent me was—“The Autobi- 
ography of a Yankee Lawyer” by 
Ephraim Tutt. I was surprised at 
the frankness of this book about 
“Eph” and many of his well 
known friends. This book was put 
out with all the signs of a real 
biography. But I learned from 
one of my publisher friends that 
it was really written by Arthur 
Train—the well known attorney 
and author. It is well worth read- 
ing, is interesting and gives a very 
graphic idea of the development 
of our common law and many 
humorous cases. 


The Biggest Idea 


But here is the biggest idea I 
got out of the book. A young 
lawyer “reads” law for three years 
before he passes his examination 
and is admitted to the bar. His 
head is well stocked with law cases 
before he becomes a “lawyer.” He 
learns by reading. When he gets a 
case he looks back to a “prece- 
dent” with which he is familiar. 

On the other hand a hardware 
clerk usually goes to work with no 
technical training in the business. 
Naturally, his day-to-day develop- 
ment is very slow. 

I have always regarded the 
hardware business as a profession. 
It covers much technical ground. 
Why shouldn’t a prospective clerk 
study hardware technical books— 
just like a law clerk—either before 
or while he is working in a hard- 
ware store. It seems there’s a 
strong tendency in that direction 
as we near post-war business. The 
best educated clerk will get the 
job. ; 





The Cluick-biasy Way 
io Spey fm 


Juice hing 


HOME JUICE EXTRACTOR 





Over 1,000,000 housewives know the con- 
venience of a JUICE KING home juice ex- 
tractor — know the time and effort it saves 
in preparing fresh nutritious fruit juices. 
Just slight pressure to the handle and the 
rich pulp free juice flows into the glass. 


When we whip the Axis, Juice 
King will again be available 
at your dealers. Remember 
the name JUICE KING — the 
finest in home 

Ty juice extractors. 





600 North Albany Avenue, Chicago 12, Illinois 


THIS JUICE KING AD 


IS CURRENTLY APPEARING IN.. 





Good Housekeeping 
Ladies Home Journal 
Better Homes and Gardens 
Until Victory there will be no Juice Kings 
manufactured. The large Juice King plant 
is working “round the clock” for Uncle 
Sam, producing important precision in- 
struments for the Army Air Force. 

In the meantime, Juice King is con- 
tinuing its national advertising. Adver- 
tisements like the one reproduced above 
will appear in leading women’s maga- 
zines during 1944. 

This Juice King advertising today, 1s 
building sales for you tomorrow. Keep 
your eye on Juice King. 


Juice <i Ring 


’ 
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Natienal 


Wationar\ Still a symbol | 
M¥S.CO.) of fine 
HARDWARE 






\ 








UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
pive first call to the war effort, and 
whateveravailable hardware is allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is coming, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 

Wesupgest using, Government priority 
forms for all of your urgent hard- 
ware requireménts. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING -: + -: ILLINOIS 











You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 






















— 





( wERE's waar ) 
FOLKS NEED 
to repair walls, floors, 
WATE R pester This otnete 
DLT TY | i spenders 
mix with water and 


witL NOT SHRINK use. Will not shrink. 
STICKS AND STAYS DUT Sticks and stays put. 













Your jobber con give immedicte 
delivery on Durhem's Rock-Hord 
Woter Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons to cose. 
Also eveileble in 25, 50 and 
100-Ib drums for industrial users. 


DONALD DURHAM CO. 
Des Meines lewe 







The PLASTIC Re 


in POWDER Form 
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Coming Conventions 
and Events 


Corrected According 
to Latest Data 


Alabama, Retail Hardware Associa- 
tion of, annual convention, May 8-9, 
1944, at Montgomery, Ala. Headquar- 
ters and sessions at the Whiteley Hotel. 
J. H. Crowe, 1906 Fifth Ave., Birming- 
ham, Ala., is secretary. 


American Hardware Manufac- 
turers’ Association, meeting jointly 
with the Southern Hardware Jobbers’ 
Association, April 17-20, 1944, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. Charles F. Rockwell, 342 Madi- 
son Ave., New York City, is secretary 
of the manufacturers’ association, and 
T. W. McAllister, 1020 Grant Building, 
Atlanta, Ga., is secretary of the jobbers’ 
association. 


Arkansas Retail Hardware and Im- 
plement Association, annual conven- 
tion, April 4, 1944, at Little Rock, Ark. 
Headquarters, sessions and exhibit at 
the Marion Hotel, George L. Turner, 
322 E. Markham St., Little Rock, Ark.., 


is secretary. 


Carolinas, Hardware Association of 
the, annual convention, June 6-7, 1944, 
at Greenville, S. C. Sally Couch Mas- 
ten, 118 E. Fourth St., Charlotte, N. C., 
is acting secretary. 


Eastern Hardware Golf Associa- 
tion, golf tournament, June 8, 9 and 10, 
1944, at the Westchester Country Club, 
Rye, N. Y. H. L..Gilliam, Wood Shovel 
& Tool Co., 30 Rockefeller Plaza, New 
York City, is treasurer of the club. 


Southern Hardware Jobbers’ As- 
sociation, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, April 17-20, 1944, at the 
Netherlands-Plaza Hotel, Cincinnati, 
Ohio. T. W. McAllister, 1020 Grant 
Building, Atlanta, Ga., is secretary of 
the jobbers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association. 


Triple Mill Supply Convention, 
May 22-24, 1944, at the Palmer House, 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ 
Ass’n, E. L. Pugh, 314 Volunteer Build- 
ing, Atlanta, Ga., secretary; National 
Supply & Machinery Distributors’ Ass’n, 
H. R. Rinehart, 505 Arch St., Philadel- 
phia, Pa., secretary, and American Sup- 
ply & Machinery Manufacturers’ Ass’n, 
H. Kennedy Hanson, 1108 Clark Build- 
ing, Pittsburgh, Pa., general manager. 












REPAIR PARTS 
Uasctianetal 


WRITE TO 


65 : © A.M.Collot Supplies 





>” 221 N.W.8™Ave.Miami Fla. 





The Modern DOG Repellent 


‘“DOGZOFF” keeps 
dogs and other 
animals away from 
places not wanted. 
Harmless. Cannot 


“DOGZOFF” injure vegetation. 
eweregnt 1052 


Non-poisonous. 
Non-inflammable. Dealersareauthorized 
to sell ‘“‘DOGZOFF”’ under money-back 
guarantee. Order now for Spring trade. 


BOHLENDER PLANT CHEMICALS, Inc. 


TIPP CITY, OHIO. 


Simplex 


LEVER SCREW HYDRAULIC 


Jacks 


Made in many types and sizes for every 
lifting, lowering, pushing and wheel 
pulling requirement. 


























SOLD BY 
LEADING HARDWARE WHOLESALERS 
Templeton, Kenly & Co. 
Chicago (44), Ill. 
Better. Safer Jacks Since 1899 


REFLECTO Sells 


BY 


ay On Night 
Every sign sold is 


another display for you 


ie REFLECTO LETTERS CO. 


2 112 W. 27th ST., NEW YORK 1.N Y 





eeeeevevneneveevee eee eee eeaee® 


3 | . 101 
Sizes uses 
ry 4 \ cainenein 5 ‘ | aA 
R%) WOOD JOINERS |e 

THEY PULL—CLINCH—HOLD 


outstand! faste’ for making, repairing 
ph —- 4S —y frames, ry 
ORDER NOW FROM YOUR JOBBER 
SUPERIOR FASTENER CORPORATION 
2949 Elston Ave. Chicago (18) Ill. 











ISCALES 


ESTABLISHED 1888 


Friority required. Consult your jobber 


* HANSON SCALE CO., Chicago 
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* Champion* 
Tubular Screen 


Latch 


L ight 

A rtistic 
T ubular 
C ompact 
H andy 





Champion No. 4150 Wrought Steel 


Easy to install. Operates 
smoothly. Free bolt action. 
Positive locking device. 


Supplied in all permissible finishes. 
Packed one in a box with screws. 










Champion Products for war and peace. 


THE CHAMPION HARDWARE COMPANY 




















“At Yeoeur Service Since 1896” 
48 YEARS OF STANDARD QUALITY 
Full line of selected and tested varieties of 


FIELD, VEGETABLE and FLOWER SEEDS and 
Lawn Grass Mixtures at WHOLESALE. 


Our 


7) OOM sit-lale| 
Seed Corn 





SEED 
PACKETS 
available 
on our 
SALE and 
RETURN 
CONTRACT 
for 1944 


is highly recommended. 
Write for Wholesale Price List 


THE PAGE SEED COMPANY 


P. 0. BOX B-3 GREENE, N. Y. 


NOW! . For the First Time 


ALKEMI SOIL TESTER KIT & SOIL TEST GUIDE .. . 10c 


IT’S simple,—easy,—accurate. All you do is take a small sample 
of your soil, dip one of the SOIL TESTERS into the soil sample 
and you then know what vegetables and flowers are to be planted 
in the right type of soil. Full instractions and plant liste included. 
Packed 6 doz. Kits to a Display Box. Delivered Minimum Shipment Bast of 
the Mississippi 24 Disp. Boxes $4.80 per Box. Delivered Minimum Ship- 
ment West of the Mississippi 24 Disp. Boxes $4.90 per Box. 
(Liberal wholesale disc. al d on orders of 24 Display Boxes or more) 
**EEE-ZEE'' GARDEN SEEDER 

is ingenious. Actually drops out one seed at a time. Long sought for and 
dreamed about by every Gardener. 

Shipment Bast of Miss., 12 


Packed 2 Seeders to a Pkége., Retail 10c., Min. 
Min. Shipment West of Miss., 12 Gross 











Gross Pkges., $9.60 per Gross. 
Pkges., $9.80 per Gross. 
Also available a Special 25c Pkge. of Alkemi Soil Testers. Write for samplc. 


B. MEIER & SON, INC., National Distributors 
209 Bronx Terminal Market, Bronx 51, N. Y. City 
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Screws are in constant demand because of their 
superior quality. All standard sizes with vari- 
ous styles of heads in the most called for types. 
Send for Catalog which illustrates and describes 
the entire line. 


Government restrictions prevent us filling orders 


SOUTHINGTON 


| SCREWS 
: For Wood or Metal 
Since 1867 the name Southington has stood for 
understand! 
THE SOUTHINGTON 
HDWE. MFG.COMPANY 
is SOUTHINGTON, CONN. = is: 


dependable value in hardware. Southington 


Wood Screws, Drive Screws and Sheet Metal 





















CLARK GEM 


Lj: 
GTi 






Attractive new 
series of pictures 
lithographed on 
metal blanks 
(changed to paper for the duration) permanently clenched 
into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 


#1 Gem 


#5 Flue Stopper 


Specifications for the complete line 
Blank Shipping Weight 


Diameter Fasteners Per Dozen Per Gross 
#3 Gem 8-17/64” 6” or 7” Wires 3 Ibs. 7 oz. 43 Ibs. 
| ee -%” "ea 5 Ibs. 62 Ibs. 
ie 7-29/32” oS gles 3 Ibs. 7 oz. 47 Ibs. 
eed 5-%” of = 2 Ibs. 28 Ibs. 
#5 Flue 8-17/64” Adjustable Bands 3 Ibs. 13 oz. 47 ibs. 
for 5”, 6”, or 7” 


PACKING—1 dozen per carton, 1 
permit making the No. 3 Gem only at this time and we sre apportioning 
our supply as equitably as possible on the basis of former consumption by 
our customers. 
Order from Your Wholesaler, 
Reference 


J. L. CLARK MANUFACTURING CO., Rockford, Illinois 


gross per case. Our metal allotments 


or Write Us for 
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noted for. 


QUALITY PERFORMANCE ... 


We take pride in knowing that our products 
are meeting the strenuous tasks of war and when 
victory is ours we will again be ready to produce 
to our full capacity the same high quality hard- 
ware that Imperial Bit and Snap has long been 





IMPERIAL BIT & SNAP CO. -« 
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Sliding Door Track 


A high priority 
item for contrac- 
tors engaged on 
large war proj- 
ects. Send us the 
orders. We can 
ship promptly. 
Dependable Products Since 1888 


COBURN TROLLEY TRACK CO. 
433 HARDING ST. HOLYOKE, MASS. 








COLMBIAN VISES 








THE BEST MADE 
% Columbian Vises 


are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient / 
and economical vise 
equipment. _ All 
. types for all work. 
raw cans See your distributor. 


& MFG. CO. 


Cleveland 4, O. 





THE COLUMBIAN VISE 


9017 Bessemer Ave. 














FILM-X s PROTEX 


Motor Oils and Greases 


Quality lubricants attractively packaged for fast, profit- 
able selling in 1 and 5-quart sealed cans, 5-gal. Utility 
can, 15, 30 and 55-gal. steel drums. Miscellaneous 
Farm Oils and Fly Spray in 1-qt., 1-gal. and 2-gal. 
oblong screw cap cans, 5-gal. Utility can and drums. 
Write, giving jobber’s name. 


APEX Ol PRODUCTS CO. 


MANU TROLEUM PROC 








200 17th AVENUE NO MINNEAPOLIS, MINN 








The FINEST Line 
of Master Boxes 
Ever Made! 


Handled by 
more jobbers 
than any other 
’ line. 


















Available in 
restricted 
quantities 
Master Metal 
Products, Inc. 


Buffalo 4, N. Y. 






No. C-2019 
Length 19”; Width 7”; Depth 7” 


“iene 












THE NAME SILVER 3 STAMPED ON EVERY FOOT 


@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


ILVER LAKE CO. 
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LOWER PRICED CRADES 
EDDYSTONE 
PELHAM 
NUCORD 
3} 4, fer.4 & 


\ Mills — oF) 
/ Sales —99 Chauncy St., Boston 


Chattanoochee 
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profit- 
Utility 
neous 
2-gal. 
lrums. 











PAINT conor ITIONER 


RedDeovil 


— THE LEADERS FOR OVER 73 YEARS 
pS Red Devil Glass Cutters and other glaziers’, 
painters’ tools and machines are designed to the 
times—there’s no substitute for quality. 
a Send for Catalog 18 
H 30 LANDON P. SMITH, Inc., Irvington, N. J., U.S. A. 











Reliable — Clean moe: 
Long-Lived 









Hairdressers for over 
three generations. 


The Choice of Professional 


THE 


VICTORY 
DRIVE! 


SAVE TIME — SAVE MANPOWER! 






Because its automatic grip 
enables the worker to hold, 
start and set up screws in 
unhandy places with a mini- 


ture high-quality blades, 
tempered entire length; 
hand-ground bits; unbreak- 
able insulating handles in 









Catalog sent on request. 


BROWN & SHARPE MFG. CO., Providence, R. 


Kee | 
BROWN & SHARPE | 


HAIR CLIPPERS 





mum of time and effort, a 
Hold-E-Zee screwdriver is a 
natural for speeding Victory 
production. 

In addition to the patented 
Gripper. Hold-E-Zees fea- Order Through Your Jobber 


UPSON BROS., INC., 84 Exchange St., Rochester 4, N. Y. 


most models. Advertised in 
“Popular Mechanics’’ and 
“Popular Sclence’’ to reach 
war workers. 









= A oo 
\ ee ew ALUMINUM 


ASK YOUR DEALER 
FOR 
MAYES TOOLS 


ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 


*AND DURABILITY: 
MAYES BROS.TOOL MANUFACTURING CO., Inc. — MicH. ‘ 


ELS 


Viele) >i 
AND ALUMINUM 


CATALOG tok 
ASKING 
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"| ON ALL. FIGHT! PRODUCTS 
fon ALL FIGHTING FRONTS! || 


TOMORROW-—FINER, MORE 
BEAUTIFUL RUBBER TOYS! 


THE BARR RUBBER PRODUCTS C0, S ANDUSEY 


OHIO, U. 















No -E 
ALUMINUM LEVEL 


INTERCHANGEABLE 
VIAL CASES 


EMPIRE LEVELS 


705 SOUTH SIXTH STREET MILWAUKEE, WISCONSIN 











Black 
Oxide Finish 


"9 2 


SN Abe =e 





Distributors 
JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City 
565 W. Wash. Bivd., Chicago 
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SEYMOUR SMITH & SON, Inc., 









This fast cutting, easy operating tool, and other num- 
bers in the Seymour Smith line of nationally known 
PRUNING AND TREE EQUIPMENT — available in 
limited quantities for essential uses. Order only 
through your jobber; he can serve you best. 


GRASS AND HEDGE SHEARS UNAVAILABLE 
until the war effort is served. 


100 MAIN ST., OAKVILLE, CONN. 


Specialists in Garden Shears tor Three Quarters of a Century 




















aoe 
!] 
| 











| Chansified Adwentining Rater 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.... 5.00 
Each additional word ........ 0 


Positions Wanted 


(Special Rate) set solid, maximum, 
BP GED vccbecccsevecacéaceéaes $1.00 
Each additional word......... .05 


Allow Seven Words for K eyed Address or Your Address 


BOXED DISPLAY RATES 
| RR rer erry mers. $6.00 


— 











DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 


Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
mot currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to boz 
number advertisers unless accompanied by 


sufficient postage for remailing 
HARDWARE AGE is published every other 


Thursday. Classified forms close 15 deys 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York City 

















Essential Workers Need Release 


Statements 








LINES WANTED 
Well known concern in Hardware 
Field, with SPLENDID NATIONAL 
SALES ORGANIZATION, now in 
position to take on a few Select 
Lines to supplement its own. Best 
promotional sales efforts guaranteed. 
Comprehensive NATIONAL AD- 
VERTISING CAMPAIGN to assist. 


Write Box H-329, care of Hardware Age 
100 E. 42nd Street, New York 17, N. Y. 











WANTED—WELL ESTABLISHED HARD- 
WARE STORE in small city in Central Ohio. 
H. H. Hughes, 129 Clinton Street, Ravenna, Ohio. 





SPECIALTY SALESMAN FAMILIAR WITH 
AND ENJOYING the confidence of a large por- 
tion of the wholesale and larger retail hardware 
concerns east of the Mississippi River would like 
to represent you. More than 20 years’ experience 
in hardware line. Past 10 years sold, dem- 
onstrated and displayed tools for two leading tool 
manufacturers. Write Box H-383, care of Haagp- 
ae Acz, 100 East 42nd Street, New York 17, 





FOR SALE—?7” BARBER SHEARS. SOLID 
forged steel, fine glaze pre-war finish professional 
type, 50 dozen available, $15.00 per dozen. Net 
cash with order, f.o.b. New York. General Paints, 
Inc., 45 Vesey Street, New York, N. Y. 





SOUTHERN CALIFORNIA 
JOBBER 


Selling one line of merchandise to 
hardware and department stores 
in Southern California for 12 
years, now looking for one more 
line to introduce to our many 
customers and concentrate on 
along with our present line. 
Address: 


WM. P. SCHOOF 
806 E. Fourth St., Long Beach 2, California 











POSITION WANTED — GEORGIA HARD- 
WARE MAN, draft exempt, experienced and 
capable of shouldering responsibility, desires per- 
manent connection with some reliable manufac- 
turer that is interested in establishing an office 
and sales room in Atlanta. Warehouse space 
available if needed. Have traveled Atlanta area 
for number of years. Address Box H-381, care of 
a Acz, 100 East 42nd Street New York 
17, N. 





WANTED, FOR POST-WAR, BY estab- 
lished sales organization one good well paying 
commission line direct from factory to the large 
hardware dealers, mill supply, builders’ supply, 
farm supply and general store supply—we want 
exclusive sale South Eastern States. Address Box 
H-345, care of Harpware Acz, 100 E. 42nd 
Street, New York 17, N. Y. 





SALES REPRESENTATIVE 


On salary basis by Bolt and Nut Manu- 

facturer for New York district. State 

qualifications, agé, selling experience 

and availability. Statement of avail- 

ability required. 

Address Box H-375, care of HARDWARE A 
100 East 42nd Street, New York 17, N. 











A HIGH GRADE SALESMAN WANTS to 
represent well rated manufacturers in Chicago 
and Middle West on Commission Basis. Prefer 
tested repeat products that can be sold to Hard- 
ware Jobbers, Mail Order Houses, Houseware 
Chains and Auto Accessories Jobbers and Chains. 
Twenty years’ experience with excellent follow- 
ing. Good references. Address John C. McCarthy, 
6627 Glenwood Avenue, Chicago 26, Illinois. 





NATIONALLY KNOWN PLUMBING SUPPLY 
pen wants salesmen to call on retail hardware 

es and plumbers on commission basis in the 
following States: New England States, New Jersey, 


Pennsylvania, Delaware, Maryland, Virginia, West 
Virginia, South Carolina, Conrsie, Alabama, Missis- 
sippi, L entucky, Indiana, 





Michigan, Wisconsin, Tilinois wal ‘Winnsssta. State- 

ment of availability Tequired. 

Address Box H-377, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, N. Y. 














SALESMAN CALLING ON HARDWARE 
WHOLESALERS in various territories, for fac- 
tory manufacturing in fine line of fibre waste 
baskets. We have been in business many years 
and have a good following thorughout the country. 
Commission. Statement of availability required. 
a giving come and | a! Box -, 
St.. New York City. 
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LINES WANTED 
b 


Financially Responsible Representatives 
22 Years Experience in the Hardware Field. 
Prefer Our Own Billing 
References Exchanged 
Housewares or Hardware 
For Wholesale or Retail 
Also for Dep’t. Store Trade 
Have Large Warehouse 


SHAY-JUDD & CO. 
445 N. LASALLE ST. 
CHICAGO, ILL. 














PACIFIC NORTHWEST REPRESENTA- 
TION—ESTABLISHED MANUFACTURER’S 
representatives desire to add one or two quality 
lines in the hardware or industrial specialty field. 

personnel of our organization have many 
years industrial sales experience, and would do 
well with your Product. ve franchise de 
sired on commission basis. 


Industrial Factors 
Ltd., 907 Terminal Sales Bldg., Portland 5, 
Oregon. 








WANTED—TO BUY A RETAIL Hardware 
Store (preferably with furniture) in town of 
5000 to 15,000. Prefer location—Arkansas or 
adjoining State. Give amount of inventory, reason 
for selling, etc. Address Box H-376, care of 
ee Ace, 100 East 42nd Street, New York 
1 . 





HARDWARE AND MILL SUPPLY CLERK 
EXPERIENCED. Statement of availability re- 
=, Apply 27-49 Jackson Ave., Long Island 

ity, ° 





SALES OR GENERAL MANAGER—WITH 
a twenty-year record of achievement in man- 
agement and sales production in the hardware 
industry—from behind a desk as well as 
field. My knowledge of product development 
(for a line or a single item), marketing, sales, 
hardware chain store management can be put to 
work for you—and top executives of some of 
America’s leading hardware manufacturers will 
verify my ability. I have built substantial dis- 
tribution on new products with wholesale and 
retail hardwares, line lumber yards, paint stores, 
and have helped solve some tough problems in 
lines already distributed. Gentile, college trained. 
Twenty years in the hardware field made me 
worth a five figure salary to my last employer. 
Address Box H-372, care of Harpware Aaz, 
100 E. 42nd St., New York 17, N. Y. 


HARDWARE AGE 
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Classihied Opportumitien. Seckion... 





Essential Workers Need Release Statements 





SELLING AGENTS AND DISTRIBUTORS 
WANTED: Unusual Opportunity to make big 
money on new all steel trammels. 18” bar, drill 
rod points. Retails for only $3.00. Large demand 
from hardware jobbers, dealers, mill supply houses 
and mechanics. Attractive commissions, imme- 
diate delivery. Statement of availability required. 
Write today. Mark Specialty Co., 406 Temple 
Bldg., Rochester, N. Y. 





ACCOUNTS WANTED — REPRESENTA- 
TIVE ESTABLISHED SINCE 1928 calling on 
hardware jobbers, glass and paint wholesalers, 
mill supply distributors and sash and door jobbers 
interested in additional lines of available goods 
for Southwestern territory. Address Box H-361, 
care of Harpware Ace, 100 E. 42nd Street, 
New York 17, N. Y. 





BRITISH MANUFACTURERS 
OF REPUTE 


wish to contact Manufacturers in the U.S.A. 
to produce in Great Britain any patented 
line for domestic use where large Sales are 
assured. Large Plant at present in use on 
light Aero Parts. 

Would prefer manufacture and despatch 
only and suggest advertising and sales be 
organized by existing American Organiza- 
tion. Reply in confidence. 

Box H-368, care of Hardware Age 
100 E. 42nd Street, New York 17, N. Y. 











REAL OPPORTUNITY FOR AN _ EXPE- 
RIENCED, capable, hardware man. Must be 
familiar with hardware, paints, and house fur- 
nishings and willing worker. Write fully stating 
age, experience and references. Statement of 
availability required. Charles Librett te 
184 Huguenot Street, New Rochelle, N. Y 


EXPERIENCED SALESMAN WHO HAS 
TRAVELED Southern States for a number of 
years is interested in making post war connection 
with reliable manufacturer. Will be glad to 
furnish references as to character and ability. 
Now holding responsible position in defense work. 
Address Box H-360, care of Harpware Acez, 100 
E. 42nd Street, New York 17, N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE BY EXPERI- 
ENCED SALES-ORGANIZATION .. . — 
TON SHOWROOM AND a ad 
DUN & BRADSTREET RATED LAN 
yes POST WAR NOW. ADDRESS PERKINS 

LES . 610 NEWBURY STREET, 
BOSTON 15, MASS. 





LINES WANTED AS A MANUFACTURER’S 
AGENT calling on the jobber trade in the follow- 
ing States: Iowa, Minnesota, North Dakota, 
South Dakota, Nebraska, Missouri and Wisconsin. 
Address Box H-382, care of Harmpware Ace, 
106 East 42nd Street, New York 17, N. Y. 


MARCH 16, 1944 
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WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


WILLIAM BROUDY 
72 Sumner Ave., Brooklyn, N. Y. 
Tel. Evergreen 8-2547, 8-1729 











WANTED #6, — 3 AND 8 HELLER AD- 
JUSTABLE STEEL goods brackets — #1132 — 
K & V-N. P. Tool Hooks. 


price. Anderson Hardware, Minot, North Dakota. 





BUYER WANTED—EXPERIENCED FOR 
TOOLS—Shelf & Builders Hardware—House- 
wares by a Young Progressive Philadelphia Job- 
ber—Must know Hardware—Excellent Oppor- 
tunity—Reply with Full Particulars To Box 
H-373, care of Harpware Acz, 100 E. 42nd 
Street, New York 17, N. Y. Statement of avail- 
ability required. 





DISTRIBUTOR—Interested in acting as dis- 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
unable to make deliveries at present, interested in 
discussing post war representation. Address— 
ae ee Wolff, 420 Lexington Ave., New York 
17, N. Y. 





DESIRE TO PURCHASE A HARDWARE 
STORE doing at least $50,000 a year in business, 
Please give complete information concerning stock, 
fixtures, etc. All replies will be held confidential. 
Address Box H-366, care of Harpware Ace, 
100 E. 42nd Street, New York 17, N. Y. 





WANTED, MANAGER FOR RETAIL 
HARDWARE STORE. Salary and bonus. Pres- 
ent owner being drafted. Statement of avail- 
ability required. Address Box H-356, care of 
vee Ace, 100 E. 42nd Street, New York 





A REAL PRODUCING SALESMAN FAMIL- 
IAR with industrial and mill supply trade, 
to represent a world known Chain Hoist, 
in either New York City, Chicago, Cleve- 
land, or Pittsburgh, on salary. Permanent 
position. Statement of availability required. 


Address Box H-355, care of mesowans AGE, 
100 E. 42nd Street, New York 17, N. Y. 








State quantity and* 


ACTIVE HARDWARE JOBBER REGU- 
LARLY CONTACTING 34,000 HARDWARE 
DEALERS THROUGH THE MAIL, WISHES 
TO CONTACT MANUFACTURER ABLE TO 
HANDLE ADDITIONAL VOLUME BUSI- 
NESS NOW _ OR IN _ THE FUTURE. 
ECONOMY DISTRIBUTORS, 812 N. WELLS 
ST., CHICAGO, ILL. 


WANTED—MAN WITH HARDWARE ExX- 
PERIENCE, capable of managing a Central New 
Tersey Store doing a business of over $100,000 
a year. All communications will be kept strictly 
confidential. Please state complete qualifications 
Statement of availability required. Address Box 
H-365, care of Harpware Ace, 100 E. 42nd 
Street, New York 17, N. Y. 





Distribution — Present and Postwar 
Established — Reliable — Aggressive 
Selling Agents 
ANCO CORPORATION 
Pittsburgh, Penna. 

Branch Offices 


New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 
Covering all classes of jobbers. We will 


carry the accounts or you can bill direct. 
Write for further information and 
references. 
Address Box H-3/9, care of HARDWARE AGE 
100 E. 42nd Street, New York 17, N. Y 











SALESMAN WANTED TO SELL A side 
line. New paint cleaner. Commission basis. Men 
with established Hardware and Paint Trade pre- 
ferred. Territory for open East Coast, Maine to 
Virginia. Statement of availability required. Ad- 
dress Box H-380, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 





MANUFACTURER’S AGENT COVERING 
ROCKY MT. STATES interested in securing a 
line to sell the hardware or implement trade or 
both—long established with good following. Ad- 
dress Box H-384, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 


EXECUTIVE BUYER DESIRES CONNEC- 
TION WITH reliable manufacturer or whole- 
sale jobber thoroughly acquainted with the hard- 
ware and mill supply trade. Thirty years’ prac- 
tical experience. Conservative, yet progressive, 
age 52. Address Box H-379, care of Harpware 
Ace, 100 East 42nd Street, New York 17, N. Y¥ 





SALESMEN: ATTRACTIVE PROPOSITION 
AVAILABLE AS sideline to men calling on 
Hardware Trade in Eastern States. Merchandise 


available without priority. Statement of avail- 
ability required. Address Box H-378, care of 
Harpware Ace, 100 East 42nd Street, New York 


17, N. Y. 





EXPERIENCED, AGGRESSIVE, MATURE 
MAN TO take charge of Paint and Hardware. 
Large lumber company. City about fifty miles 
from Hartford. Real opportunity now and post- 
war. State experience. Statement of availability 
required. Address Box 799, Equity, 113 West 
42nd Street, New York, N. Y. 





SALESMAN WANTED — COMBINATION 
PIPE & TOBACCO pouches, leather $10.00 
dozen; Regular Tobacco Pouches, leather, zipper 
$5.00 dozen; Purses, leather, zipper, $3.15 dozen; 
also three styles without zipper at $.70, at $1.30, 
at $1.70 dozen. Statement of availability required. 
en 116 HA Nassau Street, New York 
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A 
Ace Hardware Corp. ns 56 
Allen & Co., Inc., S. L. .142 


Aluminum Company of America 21 


American Chain & Cable Co., Inc. 76 
American Chain Div. 76 
American Molded Products Salos 
Co. 16 
American Shearer Mfg. Co. 168 
American Steel & Wire Co. 9, 31 
American Thermos Bottle Co., The. 53 
Ames Baldwin Wyoming Co. 54 
Apex Oil Products Co. ‘ 172 
Arcade Mfg. Co. 48 
Armstrong Bray & Co. 158 
Arvey Corp. 54 
Assoc. of Gas Appliance & Saute. 
Manufacturers 107 
Atlas Asbestos Co. , 50 
Austin Mfg. Co 168 
8 
Ballonoff Metal Prod. Co. 139 
Barr Rubber Products Co. 173 
Berea Abrasives 141 
Bethlehem Stee! Co. 9 
Bohlender Paint Chemicals, Inc....170 
Bommer Spring Hinge Co. 177 
Boston Varnish Co 103 
Briddell, Inc., Chas. D. . 165 
Briggs & Stratton Corp. 7 
Browne & Sharpe Mfg. Co. 173 
Burgess Battery Co. 147 
c 
Cabot, Inc., Samuel 159 
Carborundum Co 5 
Central Tool Co. 48 
Century Metalcraft Corp. 112 
Champion Hardware Co. 171 
Cheney Hammer Corp., Henry 49 
Chicago Die Casting Mfg. Co. 158 
Chisholm Ryder Co 157 
Christy Company, Inc. . 4% 
Clark Mfg. Co., J. L «171 
Clark Co., J. R. 69 
Clarke Sanding Machine Co. 46 
Clemson Brothers, Inc % 
Coburn Tro'ley Track Co 172 
Coldwell Lawn Mower Co. 63 
Cole Hot Blast Mfg. Co. 16! 
Coleman Lamp & Stove Co. 20 
Collot Supplies, A. M. ..173 
Columbia Steel Co 31 
Columbian Rope Co. 43 
Columbian Vise & M‘q. Co. 172 
Columbus-McKinnon Chain Corp... 165 
Consumers Glue Co. 52 
Corning Ginss Works (Consumer- 
Products Div.) 
Cory Glass Coffee Brewer Co. 163 
Covert Mfg. Co. 105 
Crescent Tool Co. 71 
Cyclone Fence Div. ro 
D 
Damascus Steel Products Corp. 48 
Dazey Churn & Mfg. Co. 149 
Deming Co., The 64 
Detroit Lubricator Co. 30 
Dietz Co., The R. E. 168 
Domes of Silence 177 
Drake Electric Works, Inc. .. 169 
Draper-Maynard Co. - . 105 


Duo Therm Div. 
Corp. 


of Motor Wheel 
ie wae 
du Pont de Nemours ’ Co., 


Ine. ° 
1., Duco Cement Div. 
Pro-tek Div. : 128 
Durham Co., Donald aan 
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E 
Edlund Co. P ‘ 139 
Electrite Fence Co. Pe ey 
Ellwood Co. .. 4% 
Embury Mfg. Co..... ... 160 
Empire Level Mfg. Co............. 173 

F 
Fairbanks Morse & Co...........16-17 
Fairmount Tool & Forging Co......125 
Federal Tool Corp. ............... 36 
Flex Blade Works icadnnceescedse 
Flex-O-Glass Co. sausckskas oe 
Flexible Steel Lacing Co........... 67 
Flint & Walling Mfg. Co., Inc..... 34 
CS MUI ata wameannswsieens 177 
Formica Insulation Co. ........... 68 
Forsberg Mfg. Co. ............... 161 
cee a 6 
Fulton Bag & Cotton Mills weer es! 151 

SG 
Garod Radio Corp. ..... 7 


Gas Appliance & Equipment Mfg. 
ML iba ds icde.s cotton aaaeeielan 


General Electric Co., Lamp Div.... 23 


weet | Motors — Frigidaire 
iv 


Gephart Mig. ‘Ca sdenceekanicack- Oe 
Goulds Pumps, Inc. ............... 17 
rr Ge, GC Wann ccc ccccscccccs 27 
H 
Hagn Co., Joseph ............. 177 
Pee SNE TO. oc ccscsscececces 170 
PUN TM, cic ccicacccedcens 19 
Michey Sales Co. ........06..... 151 


Hodell Chain Co. pnenoesentende 


Holley Chemical Co. ............ 167 

PO WE ccccnsccccnscnded 129 

Hoppe, Inc., Frank A..............56 

Horton Mfg. Co., The—Bristol, 
Conn. : 

Horton Mfg. Co., Fort “Wayne, 
Ind. nats hidecaidenecny ta 124 
! 

Imperial Bit & Snap Co..... 172 
Independent Lock Co. ............ 79 
International Chain Co. .......... 42 


J 
Jennings Mfg. Co., The Russell...116 


K 
Kaul Importing Agency, Inc., Leo. 139 
SEED ccnduscdccnaccdanesccses 10-11 
Kester Solder Co. .... . 


Keystone Brass & Rubber Co. . 52 


PE Ce cd vel deeeaeeaeienn IR 
Klein & Sons, Mathias ............ 14 
Knapp-Monarch Co. .............- 6! 
ME dcccnaddecddasdentcocaenieee 103 
L 
Landers, Frary & Clark ........... 109 
Larson Co., Charles O............. 163 
Rowen Gan, FD. 06. cccccccccccsescc 127 
Re TN IN. ein dccccscssiscces 155 
Libbey-Owens-Ford-Glass Co. ..... 8 





Lightningpak 083 
Lindemann, A. J. & Hoverson Co. 133 
Lino-Paste Co. eka id oa tea 
Lleyd Products Co. ...........00.. 126 
Lucas & Co., John ...... 179 
M 
Macklanburg-Duncan Co. ........ 9 
SE. 6 vk.contcsneededecnsnel 25 
Malleable Iron Range Co......... 5! 
Manning, Bowman & Co...........155 
Marlin Firearms Co. (Gun Div.).. 55 
PU MN GS. on ccvccecctescess 73 
Master Metal Products, Inc....... 172 
Master Rule Mfg. Co., Inc........ 153 


Mayes Brothers Tool Mfg. Co., Inc..173 
McCormick & Co. (Iron Glue Div.) . 159 
McGill Matal Products Co. ........ 167 


McGraw a Co. (Toastmaster 
Prod. 97 
McKee Fs WE cickucoenssunusese 
McKinney Mfg. Co. 
Meier & Son, B. ... 
Miami Cobinet Div. 
Carey Mfg. Co.) 
Miller, Inc., Robert E.............. 177 


(The Philip 
100 


CE I, ec connancedscncsan 24 
Minute Mop Co. ..... , ...143 
Morse Twist Drill & Machine Co. . 166 
eS Serre 161 
Mul'ins M‘qg. Corp. (Youngstown 

Pressed Steel Div.) ............. 145 
Myers & Bro. Co., F. E........ 47 

N 
National Brass Co................. 178 
National Die Casting Co.......... 169 
SRP EE GU kn dc cciesveeece 59 
National Mfg. Co. ............... 170 


National Powder Extinguisher Corp.149 
Nicholson File Co.............. . 74 
North & Judd Mfg. Co. 


° 
Ohio Foundry & Mfg. Co., The... .163 
Owens Corning Fiberglas Corp.... 26 


NE NEI aie dacddecesanesed 168 
P 
Pein: Gis, By. Bhan cscccccecesses 28 
RE GOD. oda vcncencces csc 171 
Patterson-Sargent Co. ............. 35 
Perfection Stove Co. .............-. 137 
PE PAT cn iccasvedeccensss 42 
PRR TI iodo cnb ccc ccccccees 159 
Plumb, Inc., Fayette R............. 15 
Plymouth Cordage Co. ........... 62 
Premax Products Div. ............. 157 
ere 
Puritan Cordage Mills Kahice aes 
o 
NG Gi asc tnscictcessseceee 70 
Raybestos-Manhattan, Inc. (Indus- 
a ees US eae 38 
Reflecto Letters Co. ............-. 170 
Remington Arms Co., Inc. ........ 89 
Republic Steel Corp. ............. 65 
ReseBarsy Ce.. .....cccccccccccsese 113 
Rese MGB. GO ccscecscccccces veacsee 
Royal Electric Co., Inc............. 101 
Russell, Burdsall & Ward Bolt ‘. 
| 2 re 





Ss 
Samson Cordage Works , 153 
Sand's Level & Tool Co. aaa 
Sani-Wax Company .............. 52 
Savage Arms Corp. . ere 
Savogran Co., The .... keaa din 
Schalk Chemical Co. 5 ro 
Schlueter M‘g. Co. ivrsees hence 
Schollhorn Co., William pede 
Schrozder & Tremayne, Inc......... 36 
Shapleigh Hardware Co. ......... 180 
Sherman Mfg. Co., H. B........... 58 
SE ig ON dnc dn koa ote Ree cnees 39 
EE DD. pan <nscthsnaaasecnas 172 
0 Ee ee 22 
Skillman Hardware Mfg. Co...... 168 
Smith, Inc., Landon P. er 
Smith & Son, Inc., Seymour..... 173 
Socony-Vacuum Oil Co., Inc. .... . 59 
Soilicide Laboratories ............ 12 
LUNE 66s. 6ccwcawinwacagedned . 5 
Solo Products Corp. toate 167 
South Bend Toy Mfq. Co.. .. 154 
Southington Hdwe. Mfg. Co., “The. 17! 
I ce ncdiddcedndesese 155 
Stanley Tools .. ’ a. ae 
Sterling Wood Mfg. ‘ea. ‘apna 
Stevens Aeme Coe... do. ....2....05. 115 
Superior Fastener Corp.. ..170 
T 
Tanmiatans Gai, TOO «os sikeccccicces 40 
Templeton, Kenly & Co...........-. 170 
Tennessee Coal, Iron & Railroad 
| ERE A eR 

Tennessee Enamel Mfg. Co......... 8 
ee a errr rrr ee 38 


Tohacco By-Products & Chemical 


MEG “kahakoccadKecsavoanseeacaes 163 
Townsend, B. We .......ccccccccees 167 
ie NE sy ccetidcdetacanvasacswessce wm 

U 
Union Hardware Co. .... 143 


United States Plywood Corp. (Weld. 
wood Div ; 
United States Steel eee <a 


Upson Brothers, Inc. ...........-+- 173 
Utica Cublery Ce. .....ccccceccces 45 
v 
Vaughan & Bushnell Mfg. Co. 157 
w 
Warren Tool Corp. ......... . 
Washbara Coe., The .....cccccccsee 150 
White Products Corp. ............ 32 
Whitlock Supply Co.............- 168 
Whitney Carriage Co., F. A...... 44 
Whitney Seed Co., Inc. ..........- 165 


Wilbur & Wiliams Paint Corp... 93 


Will & Baumer Candle Co. ...... 112 

Willard Storage Battery Co....... 106 

Wises & Sons Co, J. 2... scccceees 72 

Woodruff & Sons, Inc., F. H....... 157 

Wooster Brush Co. ............-5+5 2 

Wrought Washer Mfg. Co....... . 50 
x 

X-Acto Crescent Products Co., Inc.. 168 
Y 

Yale & Towne M‘g. Co............. 3 


Youngstown Pressed Steel Div. ....145 


z 


Zippo Manufacturing Co. ........ 123 


HARDWARE AGE 
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© WATCHES ® DIAMONDS 
* OPTICAL, SPORTING 

AND LEATHER GOODS 
© CHINAWARE © TEXTILES 
© NOVELTIES ® GIFTWARE 
if you are in need of popular, timely items, you 


need the Hagn Flyer! Issued regularly, they show 
seasonable lines available for immediate delivery. 


WRITE FOR YOUR COPY TODAY 











Ree’ JOSEPH HAGN COMPANY 


WHOLESALE DISTRIBUTORS SINCE 1911 | 


217-223 WEST MADISON ST., CHICAGO 6 





MorePower toYou! 


WITH 


BERNARD 


PARALLEL ACTION 


TOOLS 


These features multiply manual power 
OPEN THROAT PARALLEL ACTION 
COMPOUND LEVERAGE 
THE WM. SCHOLLHORN CO. 
NEW HAVEN, CONN. 


Serving industry for over three-quarters of a century 








THESE LEVELS AVAILABLE 


CARPENTERS’ WOOD LEVELS 


Cerner ae RAR bbe 
Sand’s Levels Sand’s Levels 
Tell the Truth @ 2 ° Tell the Truth 
No. 677 IN’x2Me"x1%";: 


Sos 


No. 678—21”, 26”, 28”, 30°x2%"xl1%” 1 Plumb, 1 Level, 
Round Top Sight, Protected glasses. 


[| @==e==O - 
few. 1tb—24", 26 23” 


Su" xz%e xi%” 2 Viumbs, 2 Levels, 











1 P'umb, 1 Level, ro ecied glisses, 





=A 
































z Protected glasses. 


SAND’S LEVEL & TOOL CO., 














8631 GRATIOT s DETROIT 13, MICHIGAN 





Genui"¥ DOMES 2° SILENCE 
SLIDE SILENTLY - SOFTLY- SMOOTHLY 
40c SET-10c SET-10c SET SAVE FURNITURE 


= & FLOORS - CREATE QUIET 
| glo ef same. 












Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 


DOMES of SILENCE, Inc., 35 Pear! St. N.Y. C 


MARCH 16, 1944 
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BOMMER 


SPRING HINGES 


ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
able, the main effort of our company is 
devoted to the manufacture of items for the 
armed forces. 





We will give you the best service under 
War Production Board Order L-236. 


TRADE MARK 





Double Action 
Standard Type No. 29 


Single Action . 
Standard Type No. 0 


BOMMER SPRING HINGE CO., BROOKLYN 5, N.Y 


CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 














You have a splendid 
Opportunity to recon- 
dition old dull saws and put them back into service. With the Foley 
Automatic Saw Filer you can make old saws cut like new again— 
and add hundreds of dollars a year to your income. The Foley is 
easy to operate and sharpens hand, band and circular saws. Any 
clerk can take the dullest saws and turn them out in first class shape. 


FREE PLAN shows how to start a saw repair service. You can get 
a Foley Saw Filer now—no special priority required—purchase 
can be made through your jobber. Send coupon direct to us for 
full information. 


FOLEY Cudomaic SAW FILER fi 
[| 


FOLcY MFG. CO. 77 Second St. N. E., Minneapolis 13, Minn. 


Please send FREE PLAN on saw filing service with a ae 


a! 


Foley Automatic Saw Filer. 
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‘fven / know tts 
easier to drill 
around hole 
than to mortise 
a sguare one.” 






TUBULAR 


LOCKS and LATCHES 


, o 
iH (oF 


© jill 

[ ere ar 

br a 
Oo HI | ls 
In the "B.C." days of ancient Egypt, 
temple doors were locked with a bolt 
in which headed pins, within the staple, 
dropped into matching holes in the 
bolt. The key, a wooden block with 
pins corresponding in position to the 
holes in the bolt, was inserted through 
a slot in the bolt and raised to release 


the locking pins to permit the sliding 
of the bolt. 
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194¢ War Housing Calls for 
DEXTER-TUBULARS 


The latest in lock and latches is the Tubular — originated by Dexter 
about twenty years ago. There must be something to the Tubular idea 
to stand the test of time and steadily gain in popularity. There must be 
something worthwhile in the time-saving simplicity of installation that is 
done with Brace and Bit, eliminating laborious deep mortising .. . and 
to Dexter rugged dependability guaranteed with a Lifetime Warranty. 
Write for your copy of the Commander Line Catalog, showing hard- 
ware that conforms to WPB revised Order L-236. Available in limited 
quantities for we are taking care of our own regular dealers first. 


Manufactured by NATIONAL BRASS COMPANY 
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GRAND RAPIDS, MICHIGAN 
HARDWARE AGE 
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JOHN LUCAS & COMPANY, INC. 


a LUCAS PAINTS \. 


¥ KNOWN FOR QUALITY THE WORLD OVER 


About a century has passed since John Lucas produced his first batch of 
paint in an old grist mill at Gibbsboro, New Jersey. The people in his com- 
munity soon recognized the superior quality of John Lucas’ product, and 
it did not take long for his reputation to spread. In time, Lucas Paints were 
in demand in nearby states, then throughout the United States, then in 
foreign countries. Today, Lucas Paints are recognized for their quality 


in 51 countries all over the globe. 


Down through the years, Lucas has recognized, too, the importance of sell- 
ing helps for its dealers. That’s why Lucas is known and looked up to, not 
only for the quality of its paints, but also for the many live merchandising 
and business-building ideas it originates for Lucas dealers. 


Quality products and original merchandising ideas make Lucas Paints 
doubly easy to sell. And the Lucas quality that brings customers back makes 
the Lucas line profitable! Write TODAY for information regarding the 
Lucas Paint Franchise in your neighborhood. 


he Patut Line That Was Everything! 
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ADMINISTRATION OFFICES - PHILADELPHIA, PENNA. 
OFFICES, FACTORIES, WAREHOUSES IN PRINCIPAL CITIES 


KEEN 
KUTTER 


Tir More than (0 Year One 


SHAPLEIGH HARDWARE (OM PANY 
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Shapleigh National Series No, 2422 
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